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A Time for “Knowing the Facts” 


statistics of each branch of the industry. What 

a tremendous factor for good would have been 
the presentation to Congress or its investigating com- 
missions of the real true fact as to percentages of prof- 
it, rate of turnover, investment of capital and those 
essential national records that would show the cost of 
doing business in each branch of the trade. 

But what did we have to show? Practically noth- 
ing. The figures from the Harvard School of Busi- 
ness Administration compiled at an expense of over 
$60,000 were at least five years old. Through the 
inattention and indifference of all distributing 
branches of the trade nothing had been done to give 
to this impartial business laboratory the figures which 
would have, in the present day instant, solved many 
of the problems now nationally confusing because of 
the lack of a base upon which to build. 

Now is the time for a national compilation to show 
what margin of profit is fair, what actually is the 
average earning power of shoe stores and all of the 
costs of distribution. Basicly this means a necessity 
for some sort of unity in a simple system of accounting 
in all shoe stores of the country. Can the association 
rise to the need of the hour? : 

Anything that is not sound is not good business. 
Building up “overhead” to evade the income tax is 
not sound economics. In a prosperous year to vote 
increased salaries is to burden possible lean years to 
come to the danger of that business. It is far better 
to establish a fixed salary plan with a bonus as an 
incentive to good work. Putting more “luxuries” into 
the cost of distribution by adding frills to the over- 


‘Es time has come for a vital compilation of 


head is the craziest sort of thing to do. Stop and 
analyze the fact that the increase of money in the 
cash register is merely something to permit you to 
take a fair profit therefrom and then to buy more 
goods on the market, for without the money you can- 
not get the shoes and you can’t continue to serve the 
public. It takes real capital nowadays to run a busi- 
ness, and it should not be dissipated. 

One of the traveling shoe salesmen (and this branch 
of the craft is doing a most valiant work, in teaching 
the merchant the necessity of accounting) expresses 
it, “the shoe business should be conducted on just as 
safe and scientific a basis as an old line life insurance 
company.” The life insurance companies know their 
costs of doing business. They base their rates on life 
expectancy tables which are accurately worked out 
and practically infallible. In retail shoe stores, it is 
possible to reach almost a substantial basis of calcu- 
lation. ; 

This salesman feels that the shortcomings of the 
average shoe merchant lie in the fact of not knowing 
the cost of doing business and consequently not being 
aware of the percentage of mark-up necessary to a 
healthy growth of the business. He makes this sug- 
gestion, ‘that merchants in the same city, who are 
rendering practically the same quality of service, 
should be so well acquainted with each other that 
they can talk in terms of percentage and arrive at a 
fair and equitable mark-up so that all would be 
practically on the same footing.” 

So important is this subject of a simplified “‘ac- 
counting” and the keeping of the records of all 
industry from hide puller to shoe merchant that 
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the United States Council of National Defense 
says: 

If current statistics were available showing 
production, stocks on hand and in transit for 
all important articles of consumption, this in- 
formation would serve as an invaluable guide 
to both producers and distributors, as well as 
to the consuming public. Such information 
would indicate from week to week or month to 
month the sufficiency or insufficiency of cur- 





Shortage of Production 
Brought Down to a Per Capita Example 


One of the leading shoe factories keeps 
accurate records of production per employe, 
per week. Here are the startling figures: 


In 1914, 16.1 pairs per week per employe. 


In 1919, 8. pairs per week, per employe. 
(Wage increase 100 per cent in 1919 over 
1914.) 


“One of the reasons why deliveries are not equal to 
the desires of merchant and manufacturer.” 











rent production and available stocks to meet 
future requirements. 

Inasmuch as a fairly definite relationship 
exists between an amount of finished goods and 
the proportionate quantities of the various 
kinds of raw materials, labor, and manufac- 
turing equipment required to provide such 
an amount of consumption goods at intervals 
of given frequency, the estimated national 
needs of consumption goods would furnish a 
basis from which might be derived the mini- 
mum sufficiency rates of production of raw 
materials and capital. Protracted deficiency 
of production of raw materials below such rates 
would become at once a warning of impending 
shortage of corresponding consumption goods, 
and also a ready diagnosis of trouble already 
encountered. 


It is a time for study, first by the merchant of his 
individual business and second by the associations 
as the collective representatives of the merchants of 
the country. We are seeing, the world over, the 
change from individuality of effort to collective 
effort. Labor is going through the process. Will 
industry be left behind? 

The national rate of turnover of stock in the shoe 
store must be increased to bring about a reduction of 
the overhead of selling expense. 

It would not be amiss to give.some thought also to 
a reduction of turnover of employes. It costs the 
store from $25 to $100 per person to train a new 
clerk and to make them fit for their work. Establish 
a real system of hiring, training, inspecting and up- 
grading of store help, for with merchandise at present 
figures to the public, a much better service must be 
given. There is a definite relationship between the 
increase in turnover of stock and the decrease in 
turnover of store salesman, and the relation of this to 
the costs of doing business and the economies that can 
be effected through the ultimate benefit of the public. 
What is wanted now is national knowledge of the 
stores’ methods of distribution from a cost viewpoint. 
Let us not overlcok the lesson of all this investigating 
turmoil. 





Answering the Great “House- 


hold Question” 


VERY man, woman and child from the tottering 

age to the doddering is interested in footwear. 

It is a standing necessity with them. Anything which 

makes it difficult to obtain boots and shoes, any 

scarcity, any increase in price is immediately a house- 
hold:question because it affects the family budget. 

Such a condition has existed for many months. 
The high price of footwear has been anathematized 
far and wide, in season and out of season. 

The shoe being a familiar article of universal inter- 
est and use and being a distinct and separate parcel 
of merchandise is a splendid target for attack, be the 
attack by an individual, a family, a committee, 
a board, or by the Congress of these United States. 

The attacks which have been and are being made 
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upon boot and shoe prices may not be so justifiable 
as the public mind thinks. It will be admitted in fair- 
ness that the fourth largest manufacturing industry 
in the country and the retailers connected therewith 
should not be held up to unfavorable criticism and 
splendid reputations tarnished unless the facts and 
conditions warrant. It is the purpose of many mer- 
chants to give to newspaper readers authoritative 
information on some of the conditions which govern 
shoemaking and shoe selling today. 

Before analyzing the changed conditions of shoe 
manufacture and retailing, which are, of course, the 
more important factors in the prevailing high prices, 
it will be interesting to state an incident or two to 
show that the people themselves—some of them at 
any rate—are encouraging and upholding conditions 
because of which the majority of the people are com- 
plaining. 

A few weeks ago a resident of Brookline, Mass., 
urged by his wife to stock up the family with shoes 
before they got higher, purchased two pairs of boots 
for his wife, two pairs for their son in his early teens, 
one pair of boots for himself and had two pairs of shoes 
repaired, the total cost to him being $100 and a few 
cents over. He sputtered right royally over the out- 
lay. He had purchased, however, just what he 
wanted, at just the shop he was accustomed to patron- 
ize and paid top prices as had been his previous cus- 
tom. Without doubt the shoes were of the best quality 
in material, workmanship and style. 

But was he obliged to go to the expense of $100 in 
order to stock up his family with five pairs of boots or 
shoes? He preferred to do so, but was he obliged to? 
Might he not have gone to many other stores and 
obtained the same amount of footwear for a total not 
exceeding $60 at the outside, and possibly not ex- 
ceeding $50? Such a purchase would probably have 
given just as good service, so far as wear and utility 
are concerned. Many shops show good shoes at 
prices not exceeding $10 a pair and less. The point 
is that the indiscriminate talk about $20 shoes and 
the extravagant purchase of $20 shoes by those who 
prefer $20 shoes should not obscure the fact that there 
are many good shoes to be had for not exceeding $10 
a pair, for the asking. 

Another incident occurred in one of the largest 


department stores of Boston and is illustrative of 
many like it. A woman chose a $12 pair of pumps and 
then purchased a $30 pair of buckles to go with them. 
They were what she wanted. She had the money to 
pay for them, and that is all there was to it. 

So long as people wish $20 boots and shoes, $12 
pumps and $30 buckles, or multiples thereof, and have 





Comparison of Prices 
June 11, 1894—June 11, 1919 


Exact copy of invoice on a consignment 
of hides that was sent to Cappon & Bertsch 
Company, Holland, Michigan, by Samuel 
Krause of Ann Arbor on June 11, 1894. 


Som Krause, 
Ann Arbor, Mich. 


Dear Sir: 


Your hides came to hand today: 


23 No. 1 Hides, 1,377 @ 3-34..:..... $51.65 
1 No. 2 Hides, 62 @ 2-34 ....... 1.70 
9 No. 2 Hides, 637 @ 3-34...:.... 23.89 

$77.24 


On June 11, 1919, quotations for a similar 
grade of leather would make the invoice 


23 No. 1 Hides, 1,377 @ 55......... $767 .35 


1 No. 2 Hides, 62 @ 52.......... 32.24 
9 No. 2 Hides, 637 @ 50.......... 318 .50 
$1,118 .09 


“Oh, for the hides of yester year.” 











the money to pay for them, are not the manufacturers 
and the retailers going to supply these wants, and so 
far as possible suit the demands of fashion and the 
whims of the public, irrespective of cost, so long as an 
element of the public wish and can pay? The boot 
and shoe industry should not be scolded for a condi- 
tion which it did not create and which it is called upon 
to meet. 
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BOSTON POLICE STRIKE 


Quick Action Taken by New England Shoe and 
Leather Association 


Crises in city life bring out the potential values of 
associations as no other regular continued service 
can do. When some vital controversy affects the 
welfare of a city, there is bound to be confusion. 

Boston is suffering a most unfortunate police strike 
where the controversy is not fundamentally wages, or 
hours, or conditions of employment. The real issue 
is, whether the police, as public officials, are subject to 
the elected authority of the community or are under 
the jurisdiction of national labor leaders. 

The shoe and leather industry of New England can 
congratulate itself on the quick action taken by the 
New England Shoe and Leather Association to prevent 
the destruction of property within the shoe and 
leather district. 

Secretary Thomas F. Anderson, even before the 
outbreak, was in consultation with the Mayor, offer- 
ing the full services of the industry and suggesting 
complete protection to all citizens. His bulletin to 
the trade illustrates the speediness of his action. 


“The policemen of Boston,Jhaving deserted their posts, 
in consequence of the refusal of the Commissioner to permit 
them to become members of an outside labor organization, 
our city today is practically without adequate protection. 

“In this emergency, it devolves upon individual business 
interests to do everything possible for the safeguarding of 
their property, and this is particularly applicable to our local 
shoe and leather district, in which many million dollars’ 
worth of merchandise is constantly stored. 

“The Boston Chamber of Commerce, and other organiza- 
tions, are doing what can be"done to meet this situation, and 
a bureau for the enrollment of VOLUNTEER POLICE has 
been established at Room{B., third floor, Chamber of Com- 
merce Building, in charge of former Superintendent of Police 
William H. Pierce. Members of our trade are urged to do 
everything possible to secure recruits for this important 
service. Our district should be able to furnish a considerable 
number of these. 

“Another suggestion{is that local firms secure the appoint- 
ment, as SPECIAL}POLICE OFFICERS, of trustworthy 
employes, superintendents, janitors and others, and all such 
applicants should appear in person before Capt. Thos. Ryan, 
Room 6, Police Headquarters, 37 Pemberton Square, where 
they will be given the necessary instructions.” 
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SHOE TRADE CLUB ACTIVITIES 


Boston Headquarters Promises Most Interesting 
Season—Past Events Reviewed 


Wednesday, September 17, the Boston Shoe Trades’ 
Club will have as its speaker Raymond Hitchcock, 
the famous comedian, who in his earlier days was a 
traveling shoe salesman. The meeting is at 12.30 
noon and the trade is expected in force. 


William B. Bennett Speaks on European Con- 
ditions 

On Wednesday, September 10, Wm. B. Bennett, 
vice-president of the Jacobson Publishing Company, 
who had been in Europe for a period of seven months, 
gave a masterly address on European conditions. He 
gave points of similarity between the Liverpool 
police strike and the present Boston police strike, and 
told of the mob-raiding stores where merchandise was 
on display, feeling that the theft of apparel was most 
difficult to trace and was therefore safest. He told 
of a coster-monger’s wife who had left her six-year-old 
boy seated on top of a pile of loot while she ran for 
a hand-vehicle to carry it away. When she returned 
and found other raiding parties had left nothing but 
the boy, she exclaimed, “What are we coming 
tod” 

He predicted the same amount of public indignation 
in America over the wilful desertion from posts of 
duty of men who owe their allegiance to the civic 
authorities. 

He spoke on the heavy demands for shoes and 
leather in Europe which had in no way been satisfied ; 
that a scarcity existed that could be filled if the 
exchange rate had improved. 


America to Produce the Super-Man 


Mr. Bennett also told of hides and skins being 
boiled down into some kind of an edible mass in 
Russia. Holland and Belgium, he found, were in 
much better condition than other continental coun- 
tries, and that throughout Europe there was a whole- 
some respect for America. Most significant was his 
statement that the European idea of prohibition was 
that “America will produce, under prohibition, a race 
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“Black and White” in Styles 


In Paris and New York the Great Vogue Is Black and White 


—Abundant evidence of the strong posi- 

tion held by black and black with white is 
presented in the representation given to both 
in the imported French models shown at the 
openings now being held by New York dress- 
making supply houses. 

In the most elaborate and costly intportation 
numbering sixty dresses and costumes, from the 
foremost creators of models in the French Capital 
shown in one exhibit, black and black and white 
in combination had numerically equal represen- 
tation with colors. 

Not infrequently a touch of black and white 
was given in the form of a tassel finishing a cord 
in color used in a sash effect applied to the most 
expensive costume. 

In other quarters of the market, notably with 
trimming houses, black garnitures, especially 
jet, were in evidence and a short supply of all 
jet garnitures shows the quick acceptance jets 
have met with at the hands of discriminating 
buyers. 


N*™ YORK (‘‘Recorder’s’? Style Expert) 


Various shades of brown also had important 
representation, the highest novelties having a 
yellow cast, and from present indications browns 
will have a large sale during the coming Fall 
and Winter seasons in the most expensive furs, 
silks and velvets. This assures browns a fixed 
place in footwear for Spring. 

As for novelty colors, an interesting feature 
of the exhibits was the prominence given to 
rust, brick, reds and shades of copper which with 
yellows comprised the extreme colors chosen by 
the French dressmakers. 

Both gold and silver were given to embellish 
expensive satins and the newest Renaissance 
laces which assures silver ‘and gold slippers a 
place for evening wear. 

Every student of colors, color harmony or 
pleasing contrasts must agree that black shoes, 
ties and slippers look well when worn with black, 
black and white, all reds, yellows especially, and 
it goes without saying that white footwear is 
seldom out of place for dressy wear and that 
browns are now both a staple and a semi-novelty. 





of men mentally, morally and physically superior to 
any in the world.” 


Secretary Brand Talks on Tanners’ Council 


E. A. Brand, secretary of the Tanners’ Council, 
who was the next speaker, spoke of the industry as a 
whole having nothing to hang for and nothing to 
apologize for. It had given real service. He said 
that the Tanners’ Council was wide open in all of its 
news and meetings so that the trade press could learn 
everything, for the tanner had nothing to hide. 


Lyons Fair Representative Perrin a Speaker 


The Shoe Trade Club meeting of September 3 was 
a tribute to French and American relationships. The 
speaker was Ernest Perrin, representative of the 
Lyons Fair in America. As a veteran of the wars, 
Mr. Perrin did much through his knowledge of 
America to teach the poilu American spirit. Mr. 
Perrin now wants a national representation of 
American shoes and leather in Lyons next March 
1 to 15, so that the great international market place 
may acquaint the world with American products. 
Mr. Perrin made a most favorable impression. with 
his business-like address and received many assur- 
ances of co-operation. 


NO DUTY ON KIDSKINS 
Threat of 15 Per Cent Export Tax Is Removed 


New England shoe and leather people are relieved 
to hear that exports of hides and skins from India 
are not to be subject to any export duty or embargo. 

A cable dated September 8, received through the 
Bureau of Foreign and Domestic Commerce, an- 
nounces that shipments of hides and skins will hence- 
forth be permitted without restriction to all destina- 
tions except enemy and Scandinavian countries. 


TANNERS’ COUNCIL CONVENTION 


Big Gathering in Chicago, Hotel La Salle, Oct. 
16, 17 


The annual convention of the Tanners’ Council will 
be held in Chicago at the La Salle Hotel on October 
16 and 17. Quite a delegation will leave Boston for 
Chicago to attend this convention and arrangements 
are being made for special sleepers to accommodates 
the delegates from this section. One-way railroad 
rate from Boston to Chicago will be $33.05; Pullman 
rate $5.94 for a lower berth and $4.75 for an upper 
berth, while the drawing room will be $21.60. The 
most convenient schedule appears to be the train 
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Telling the Public the Truth 


Not ‘‘Alibi’? Publicity, but Straightforward Text on the Reasons Why Shoes 
Are Worth More 








RETO 





A DENIAL 


So many false rumors have been put in circulation about the 
Robinson Shoe Co., either carelessly as a mere joke Or‘by some in- 
dividual who willfully intended to poison the minds of the community 
with ridiculous figures on the cost and selling prices of shoes, that 
we feel, in justice to our friends and to ourselves, we should make 
this denial. 

WE POSITIVELY AND EMPHATICALLY DENY THAT OUR 
STORE HAS BEEN VISITED BY ANY FEDERAL, STATE OR LOCAL 
OFFICIAL WHO EITHER BOUGHT SHOES OR EXAMINED OUR 
BOOKS AND INVOICE$ OR ASKED TO DO SO. WE DENY AND 
BRAND AS. FALSE THE STATEMENT THAT THIS COMPANY, ANY 
OF ITS MEMBERS OR ANY OF ITS EMPLOYEES HAVE BEEN 
ARRESTED OR THREATENED WITH ARREST FOR PROFITEERING, 
TO ADD EMPHASIS TO THESE STATEMENTS, WE OFFER 


A REWARD OF $10,000 


TO ANY PERSON WHO CAN PROVE ONE WORD OF THESE FALSE 
STATEMENTS. 

pan bees hana ten Sneed a dense. and he also knows the market pnces of 
shoes will be still higher. There is no telling where the market is going; the shoe market is thronged 
with foreign buyers, the tanners are sold months ahead, the manufacturers find it almost impossible to get 
leather, and prices will continue to soar. 

The Robinson Shoe Co. for thirty consecutive years has always protected its 
excellence of shoes, ability of service and fairness of prices, which have built for it, adiscuntedobe 
the largest retail shoe business in the Northwest. 

The humiliation to which the company us been sibncted by thee spate did oot come om 
our customers who have traded with us for years and who know the good name of the firm, nor does it 
carry weight with any person who has traveled enough to see and compare prices and merchandise. But 
it is a blot---in the eyes of ‘perhaps a few who have not known us long---upon a record heretofore kept 
clean, and we’ feel we must take steps to erase it. 


ROBINSON SHOE CO. 














Why We aa Retailing Men’ s Shoes for Less 
Than the Prices at the Factory Today 
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Here Are Four of the Twenty Desirable New Fall Styles 























; FOR MEN’S SHOES 








leaving Boston at 4.45 p. m. on Tuesday, October 
14, arriving in Chicago at 9.15 p. m., Wednesday, 
October 15; thus enabling the delegates to be on 
hand in time to attend the convention the first day 
which will very likely convene at 9.30 or 10.00 a. m., 
October 16. Those members of the Council in New 
England desiring to join this party should promptly 
notify J. D. Smith, district manager, of the Boston 
office, 10 High Street. 


INDUSTRIAL EXPERT BONSIB 


Tanners’ Council Employ a Real Efficiency 
Man 


Members of the Tanners’ Council in Boston had 
an opportunity on Tuesday morning to listen to a 
lecture by R. H. Bonsib, director of the Industrial 


Bureau of the Council, on the subject of accident 
prevention, sanitation, hygiene, and related problems 


.in the tannery. His lecture was accompanied by 


stereopticon views of conditions Mr. Bonsib has found 
in some of the 130 tanneries which he has already 
visited. 

Mr. Bonsib’s first work will consist of advising and 
consulting tanners with respect to conditions in their 
plants with an eye to raising the standard of work, 
improvement of working conditions, and increased 
efficiency. 

Mr. Bonsib is an engineer by profession and has 
held important positions as superintendent, safety 
engineer, etc. His last work was as chief of the Divi- 
sion of Safety Engineering, Working Conditions 
Service, of the United States Department of 
Labor. 
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Michigan Convention Big Success 


Retail Shoe Merchants Present in Large Numbers---National Association 
Advises Safe and Sane Profits---Officers Elected---Lansing 
Next Convention City 


ever assembled in the State of Michigan was 

held at Saginaw, Michigan, on Sept. 8, 9 
and 10 when the Michigan Retail Shoe Dealers’ Associ- 
ation assembled in annual session. Every hotel in the 
city was crowded. 

One hundred and fourteen lines were on display. 

The total registration was 450, of which number 
about 300 were shoe merchants. 

The morning session was occupied with registration 
and getting acquainted. At 2 o’clock the convention 
was called to order by J. E. Wilson, president. 

Mayor Mercer delivered a welcome address and 
said, ““There are no keys to the city. Everything is 
morally open and if our visitors do not have a good 
time, it is their own fault. Business and social con- 
ditions are changing. Michigan laws are changing 
with them. We are getting better and purer drinking 
water and we should be happy.” 

Mayor Mercer was a traveling man for 23 years 
and knows the trials and tribulations of merchants 
and travelers. 

Mr. Howell, assistant-secretary of the Board of 
Commerce, spoke of the value of the spirit of co- 
operation and of pulling together as crystallized in the 
war bearing fruit in business organizations. 


5 largest gathering of retail shoe merchants 


Style Show Well Attended 


The movement for a Style Show, started by shoe 
men, developed into an exhibition of all lines of wear- 
ing apparel by the Saginaw merchants and was 
fostered by the Board of Commerce. Monday night 
was open to the public; Tuesday afternoon reserved 
for the ladies only; Tuesday evening was reserved 
for the shoe men. 

George Owens, president of the Saginaw Shoe 
Retailers’ Association, welcomed the delegates on 
behalf of the local organization. 

A new constitution and set of by-laws was adopted. 

T. C. Mirkil, secretary-commissioner of the Na- 
tional Shoe Retailers’ Association, explained the Igoe 
resolution and the Seigel bill and spoke of their 
import in the shoe business. 

The feeling here is that if this bill is reported it 
will pass. Mr. Mirkil advised merchants to sell some 
shoes very cheap and send headquarters shoes 
marked at prices to show that good shoes can be 
bought at $7.00 to $10.00, so as to prove that few 
shoes are sold at $25.00 to $30.00. 


Mr. Mirkil said he believed there would be an 
investigation into the high prices of shoes, but that 
each and every merchant could stand that investi- 
gation and further that they could show the Legisla- 
tion Committee that there was no excessive charge for 
shoes—by bringing up for their attention advertising 
of the past six months, and if possible, samples of 
their shoes—thereby showing the Legislation Com- 
mittee that the values and prices are comparatively 
the same as previously. He said that any shoe 
merchant who would tell his trade to stock up on 
shoes as they were going up to $50 per pair, was a 
falsifier. In conclusion he urged all members of the 
association to send letters or telegrams to the Legis- 
lature, in protest of the Seigel Bill. 


A Tribute Paid to Daddy Sloane 


E. C. Logan, Western Editor of the Recorder, then 
took the floor and made an eloquent speech in ap- 
preciation of the late Daddy Sloane’s activities. In 
closing he referred to Daddy Sloane as a true-hearted, 
pure-hearted and strong-hearted man. 

Mr. Pond then read a telegram from J. A. Hall 
expressing his regret at not being able to attend this 
convention. 

Mr. Logan read the following Resolution: 

Whereas, we believe it would be to the best interest 
of the National Shoe Dealers’ Association to hold the 
1921 Convention in the Middle West, and 

Whereas, the shoe merchants and shoe manufac- 
turers of Milwaukee, Wisconsin, will extend an invi- 
tation to the National Retail Shoe Dealers’ Associa- 
tion to hold the 1921 convention in that city, therefore 
Be It Resolved that the delegates from the Michigan 
Retail Shoe Dealers’ Association to the Boston Con- 
vention be instructed and the same are hereby 
instructed to use every legitimate effort possible 
toward securing the 1921 Conventionfor the city of 
Milwaukee. 

Mr. Platz, of Milwaukee, thanked the convention 
for the resolution. 

It was reported that there are 494 shoe merchants 
in the State. 


President Wilson Urges Membership in N.S.R. A. 


President Wilson in his talk gave much credit to 
the members of the association who attended the 
meeting at Atlantic City some weeks ago. He urged 
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Whereas, a bill has been introduced into 
the National Legislature by Representa- 
tive Seigel, of New York, providing the 
manufacturers’ cost be stamped on shoes, 
and 

Whereas, such a law, if passed, would be 
rank class Legislation and contrary to the 
spirit of Americanism, and 

Whereas, such Legislation would not in- 
ure to the good of the general public, since 
it would not tend to produce any more 
leather or shoes but would work a hardship 
on the shoe industry, including shoe manu- 
facturers, shoe wholesalers, and shoe re- 
tailers as well as shoe factory workers, 
traveling shoe salesmen and retail shoe 
salesmen; 

THEREFORE BE IT RESOLVED by the 
Michigan Shoe Dealers’ Association in con- 
vention assembled, at Saginaw, this Ninth 
} day of September, 1919, that we declare 
ourself as opposed to such legislation as 
' being unnecessary, unfair and unjust. 
Whereas, it has pleased the Divine Provi- 
dence to call from his field of activities, A. 
F. Sloane, Field Secretary of the National 
Shoe Retailers’ Association, and 

Whereas, in his death the Michigan Re- 
tail Shoe Dealers’ Association and the entire 


e) 408.646.. a nh ee eh 


1 1 oa en 


1 lost an enthusiastic worker, a firm friend, 
and a wise counselor, 


THEREFORE BE IT RESOLVED, that the 
Michigan Retail Shoe Dealers’ Association 





a 


Resolutions Adopted at the Michigan Retail Shoe Dealers’ 
Association Convention 


_ for the city of Milwaukee. 


retail shoe industry of the country have . 


in convention assembled extend our most 
sincere and heartfelt sympathy to the 
family of our departed friend. 

Whereas, we believe it would be to the 
best interests of the National Shoe Dealers’ 
Association to hold the 1921 convention in 
the Middle West, and 

Whereas, the shoe merchants and shoe 
manufacturers of Milwaukee, Wisconsin, 
will extend an invitation to the National 
Association to hold the 1921 convention in 
that city, therefore, 

BE IT RESOLVED, that the delegates 
from the Michigan Retail Shoe Dealers’ 
Association to the Boston Convention be 
instructed and the same are hereby in- 
structed, to use every possible legitimate 
effort toward securing the 1921 convention 


It was moved that the Board of Directors 
keep in close touch with the Seigel Bill 
which is now pending, and that the protest 
against this bill, as prepared by the com- 
mittee, be wired to Washington to the 
association official there, showing the 
attitude of the. association toward this 
bill. 

It was also moved that each member of 
the association send a letter or wire to their 
official at Washington protesting against 
the Seigel Bill. President Wilson laid stress 
on the importance of this last move, and 
urged every member to fulfill the aim of 
this move. 








every shoe merchant to join the National Association, 
noting all tts important factors and its material 
benefit to the merchants. There were 15 members of 
the National Association present at this session of 
the convention. 

It was mcved, seconded and carried that a Reso- 
lution be sent, expressing to the National Associa- 
tion the appreciation of the Retail Dealers’ Associa- 
tion for the good work they have done in the past 
year. 

An impromptu Resolution was made by Mr. George 
Bode of Fremont asking that the association re- 
imburse the president for the actual amount of ex- 
penses which he paid on his trip to the National 


Association. When President Wilson gently objected 
to this resolution, Mr. Bode took full charge and in 
response to an impromptu vote conducted by him, 
passed the resolution. President Wilson, in apprecia- 
tion of this resolution, replied: 

“I believe you are all sincere in adopting this 
resolution. If I have been of any service to the 
Retail Dealers’ Association, that is my pleasure. I 
know the motive of the motion came from the good- 
ness of your hearts and if I am given a check for the 
amount of my expenditures in your behalf, I shall 
forward same to the National Association to help it 
in its good work.” 

Messrs. Spencer, Davidson, and Gemmer were 
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elected to fill in on the Nominating Committee, with 
F. A. Adams, H. W.. Woodworth, Mr. Spencer; 
Grand Lodge, Mr. Chick Alma. 


Letters Received as to Replacement Marking 

Six hundred and four merchants wrote to head- 
quarters to know if marking shoes sold at! replacement 
value would be construed by the Government as 
profiteering. This shows that merchants, as a whole, 
are not marking shoes on replacement values. 

The National Association advised safe and sane 
profit. 

R. Perry Shorts, vice-president of F. W. & F. 
Carlisle Company, Tanners, Saginaw, Mich., made 
an eloquent speech in which he reviewed after-war 
conditions and spoke of the serious situation which 
the country is now facing. Mr. Shorts emphasized 
that service is the answer to the present condition of 
affairs. 

After briefly reviewing America yesterday at war— 
Mr. Shorts spoke as follows: 

Eloquent Speech of R. Perry Shorts 

“‘And thus it came to pass, not through the single 
efforts of anyone, but through the joint and co- 
ordinated efforts of all of the Allies, that the German 
armies invading France were first checked and then 
stopped and then repulsed and then chased back into 
the Fatherland where they were forced to change their 
popular tune from “Deutschland uber alles’ to 
“Deutschland unter alles’ —and if Germany is to be 
kept humble and harmless for all time to come, then 
we should soon shut off the prattle of some of our 
United States Senators at Washington and see to it 
that America joins the League of Nations along with 
England and France and all the rest of our Allies 
who are unanimous in the belief that only through 
such means can the treaty with Germany be enforced 
and permanent peace restored. Surely if we could 
trust our Allies in war times, we can trust them in 
peace times—and whether or not we like every feature 
of the League as it now stands, there isn’t any ques- 
tion but that it was a business transaction between 
powerful, conflicting interests and that President 
Wilson (himself a shrewd trader) got the very best 
deal he could get for us under the circumstances. 


“One thing is certain—the business equilibrium of 


America will never be restored until we ratify the Ger- 
man peace treaty and re-open our former frade rela- 
tions with the nations of the world. 

“We no longer need airplanes and A and 
shells, but shoes and clothing and plows and ma- 
chinery. We are three years behind in our require- 
ments for homes, five years in railroad equipment, 


ten years in development of water power, and the 


supplies of raw and manufactured material of nearly 
every character are grossly inadequate to meet the 
present demands. Our consumption is increasing in 
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the face of a decreasing production per man and, as 
a result, both wages and prices are beyond all prec- 
edent—and each is being continually forced higher 
by an increase in the other. We have either got to 
decrease our consumption or increase our production 
before we can ever get things on a normal basis again. 


What Good Are Profits If Used in 
Stock Replacement 


“Take the leather industry for illustration, which 
ranks as the third largest manufacturing industry in 
the United States today. About 50 per cent of all 
the hides used in this country have to be imported 
from foreign markets—and, therefore, the supply 
and cost have both been affected by all the war’s 
disorders. It takes four months to tan a hide into 
sole leather and both costs and prices may change 
very greatly in that length of tme. For example, 
the same hides that cost 33c per pound four months 
ago now cost about 50c per pound and the leather that 
is being sold today for 95c per pound cannot be re- 
placed by the tanner for less than $1.10 per pound on 
the basis of present hide prices. We are all selling 
goods at less than replacement values and simply 
taking a chance on the future. Of what value are 
large profits made on your present sales if they are all 
used up—and more too—in replacing your stock? 


Is Not Labor Profiteering 

“Charges of profiteering are being recklessly made, 
but it must not be forgotten that profits are the price 
of capital just as wages are the price of labor. No 
one hesitates to charge capital with profiteering but 
who would dare to suggest a limitation by law on 
the amount a laboring man may ask for his services? 
As a matter of fact, considering that money today has 
only half its former purchasing power, if a $3.00 a day 
laboring man before the war now demands $6.00 a 
day for even less work, why should not the employer 
for whom he works also demand an increased return 
on his invested capital? Is not labor after all as 
much a profiteer as capital—and who is he who can 
maintain a ‘holier than thou’ attitude? 

“And just a word on the present attitude of our 
Government. The Department of Justice declares 
excess profits a crime while at the same time the 
Treasury Department is eagerly enforcing a law which 
legalizes excess profits by collecting taxes upon them. 
Now if it is a crime to make large profits how can you 
justify an excess profit tax by which the Government 
gets from 40 to 80 per cent of all the large profits 
made? Should Uncle Sam be allowed by law to 
receive stolen goods? 


Excess Profits Made Possible Financing of War 


“The truth is that had it not been for. the tre- 
mendous taxes collected by the Government on excess 
profits, it would not have been possible to finance the 
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war on the plan followed. Many manufacturers paid 
out more money for taxes than for labor and under 
existing conditions today there is no more appropriate 
place to start reducing the cost of living than in 
materially cutting down the present extravagant 
operating expenses of the United States Government. 

“Secretary Glass in a recent public statement said 
that our Government’s income this year would be 
about 6% billion dollars but in the absence of any 
budget system, it is impossible to foretell what the 
expenditures will be because at any moment any one 
of twenty odd committees of Congress may spring a 
bill that will further tap the treasury. In other words, 
nobody has any control over expenditures and there 
is no telling in advance what they are apt to be. If 
our Government could be run on a business basis, and 
taxes thereby reduced to anywhere near a reasonable 
figure, competition would rapidly force down prices 
and it wouldn’t be long before the economizing 
example thus set by the Government would be fol- 
lowed by our people in all walks of life—and the 
return of stable conditions and prices thus materially 
hastened. 


America’s Business Ethics Highest in World 


“The time is not far distant when American business 
men will go on a strike and show up some of these 
hypocrites who are preaching broadcast a vile 
slander that business men are grafters and profiteers 
while politicians and farmers and labor agitators are 
the only true patriots of the day. In no country in 
the world are the ethics of business so high as in 
America. Nowhere else are the average intelligence 
and character of business men so high. Anyone who 
knows anything at all must realize that no man or 
group of men is responsible for the present unsettled 
condition of business—but that this condition is 
chargeable to a hundred and one different causes 
directly traceable to the greatest war in all history— 
one which involved 27 nations and over four-fifths 
of the population of the entire world. 

“American business men—as a whole—have a 
clean record back of them and stand ready and willing 
to do their full part in the business restoration of their 
country. Let us call a halt to the attempts of these 
hypocritical politicians and professional agitators who 
are trying to poison the public mind against American 
business men—the very men who gave their all to the 
support of our Government at war and upon whom 
our country must ultimately depend for reconstruc- 
tion and development. 


**As 100 Per Cent Americans, Let Us Carry On’”’ 


“‘And last and best of all, gentlemen, let us, as 100 
per cent Americans, transform our war spirit of 
yesterday into a peace spirit of today—with the same 
devotion and patriotic purpose. Let us not forget 
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that 50,000 of our own sons and brothers have just 
sacrificed their lives on foreign battle fields for the 
cause of American freedom—(‘they paid with their 
bodies for the faith that was in them’)—and that it is 
now up to us to ‘carry on’ with the best we have in 
us that they may not have died in vain. We are 
living in the most momentous hour of American his- 
tory and it becomes us all to ‘sit steady in the boat’ 
and deal harshly with those who refuse to pull an oar. 
The demands for high quality service and sacrifice 
were never so great as they are right now. When the 
opportunity for service comes to us let us seize it as a 
priceless privilege. Though our vision may now be 
obscured by the turmoil of the times and our spirits 
sorely tried by the apparent strength of evil, yet we 
must know that the dawn is surely breaking on the 
day of permanent peace and security which will 
bring ‘peace on earth, good-will to men.’ 


“Ye who have faith to look with fearless eyes 

Beyond the tragedy of a world at strife 

And know that out of death and night shall rise 
The dawn of ampler life: 

Rejoice, whatever anguish rend your heart, 
That God has given to you the priceless dower 

To live in these great times, and bear your part 
In Freedom’s crowning hour; 

That ye may tell your sons who see the light 
High in the heavens—their heritage to take— 

‘I saw the powers of darkness put to flight; 


999 


I saw the morning break’. 


President Wilson Sums Up Situation 


President Wilson outlined what conventions really 
mean in solving the problems facing shoe merchants 
in the present unprecedented times and urged each 
to lend his aid toward community betterment and 
ever to keep in mind note and tone of mayor’s address 
toward betterment of moral conditions. 


Officers Elected 


The September 10 session was by far the largest 
and most enthusiastic of the whole meeting. The 
following officers were elected: President, J. E. 
Wilson (re-elected); secretary-treasurer, John Owen, 
Saginaw. President Wilson appointed the following 
Resolution Committee: D. Bendel, Bay City, A. B. 
Frederick, Traverse City. 

The Nominating Committee was composed of 
Ferdinand Adams of Saginaw and Harry P. Wood- 
worth of Lansing, leaving the other three members 
of the committee to be appointed by the floor. 

A Financial Committee was also appointed, con- 
sisting of the following members: Harry W. Wood- 
worth of Lansing, Ferdinand Adams of Saginaw, 
Rollo L. Chase of Owosso. This committee to be 
assisted in its activities by the secretary and treasurer. 

Elwyn Pond then read the proposed By-laws 
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of the association which were drafted by Daddy 
Sloane. 

A motion was made to affix a provision to the By- 
laws providing the Board of Directors with the power 
to call a special meeting of the association at any time 
or any place, for the purpose of important business 
discussions. 

A motion was then made to amend Article Eight, 
Section One, of the By-laws, to read, that the date and 
place of future conventions be set by the Board of 
Directors, in corroboration with the floor. 

A motion was made, seconded and carried to adopt 
the By-laws as read with the one correction. 

Resolutions were presented and adopted by the 
convention, as published on another page of this 
issue. 


Lansing was chosen as the next convention city, 
the date to be arranged by the directors. 


Credit and Trade Acceptances Discussed 


S. S. Robey discussed “Credit and Trade Accept- 
ances.” Mr. Robey spoke of trade acceptances as 
the most liquid form of securities handled by bankers, 
and which are considered by the banks as good as 
actual money. He said that he personally had never 
received a bad one. 


Concentrated Service Emphasized 


F. C. O’Meara of the General Motors Company 
gave an inspirational talk on the value and necessity 
of concentrated service towards those with whom we 
come in contact in every activity of life. ‘Business 
to be successful must be based upon the teachings of 
the Man of Galilee. The man who follows the dictates 
of his conscience and gives to others what he would 
expect for himself, will never face prosecution for 
profiteering.” 


Round Table Discussions 


The convention resolved itself into a round table 
discussion of buying problems for Spring, led by E. C. 
Logan; also of the comparative prices of hides, 
leather, and of shoes as treated in the Primer of 
Prices, published by the “‘Recorder.”” Normal buying 
with past selling records as guides, was emphasized. 
Paying help on other than flat salary basis was 
treated in a discussion led by George Owen of Sagi- 
naw. The discussion brought forth the fact that this 
method of payment showed increased efficiency of 
salespeople, stimulated by the commission plan and 


a decided growth in the business of those firms carry- 


ing out the policy. 

J. E. Wilson, president, outlined the policy of the 
commission and drawing account used in his stores, 
which is proving highly successful and satisfac- 
tory. 
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Three Per Cent of Gross Sales for Advertising 
Recommended 


The discussion of “Advertising,” led by Elwyn 
Pond of Flint, resulted in the recommendation of 
three per cent of gross sales as an advertising allot- 
ment, with a large percentage in newspapers. Win- 
dow displays, store appearance, and service rendered 
were stressed as important advertising mediums. 

The report of the Insurance Board shows the 
Michigan Shoe -Dealers’ Mutual Fire Insurance 
Company rapidly growing, and saving the merchants 
30 per cent over the board rates. 


A Live Wire Gathering 


The convention was assuredly a 100 per cent 
live-wire gathering and proved to be an unqualified 
success, due to the combined efforts of all concerned. 
Those attending expressed themselves as _ being 
greatly benefited by the result of personal contact 
with progressive merchants from all over the State. 





John M. Adams Dead 


Veteran Shoe Traveler Dies in Natick 


In the death of John M. Adams last week at Natick, 
Mass., salesmen who traveled Central Western terri- 
tory a generation ago will call to mind one of the most 
successful salesmen who ever represented a traveling 
craft in the great Boston market. 

Many merchants, too, will remember the name of 
John M. Adams, who was the first salesman to repre- 
sent J. D. Lewis Company in the Central Western 
territory. He was with that concern until its retire- 
ment from business, a tireless worker and one who 
had the right commercial instinct to handle any 
problem that came to hand. He was a fine judge of 
men and credits, and was the patent upon which many 
a junior salesman set his ambition. 

No better tribute can be given than that of Charles 
F. Maxwell, who says, ‘““He was the hardest worker 
and one of the most successful salesmen I have ever 
known.” 





- Shoe Sellers’ Picnic 


The employes in the Queen Quality Shoe Depart- 
ment of M. Rich & Bros., Atlanta, Ga., held their 
annual picnic, August 23, at Jester’s Old Mill. Eighty- 
five people answered the “‘roll call’ when a barbecue 
dinner was served. Except for a few friends, the 
picknickers included the entire salesforce of women, 
a most distinguished body in the commercial world, 
because of the fact that several of the members rank 
with the best shoe sellers in America. Two of them 
have a combined annual volume of more than $80,000 
annually. The department as a whole, it is reported, 
will exceed the $500,000 mark this year. 
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Bostonian Shoe Store—Notice Show Window 


Bostonian Shoe Store 


Opening Held September 13 at Cincinnati, Ohio 


FTER fourteen years’ experience in the retail 
shoe business, G. R. Van Meter will hold the 
formal opening of his new store on Vine Street, 

today, Saturday, September 13. He will be the ex- 
clusive agent for the Bostonian shoe in Cincinnati. 
Mr. Van Meter was for years manager of the Gibson 
Boot Shop. He is one of the most popular retailers 
of men’s shoes in the Middle West. 

Van Meter’s Bostonian Shoe Store has many inter- 
esting features. It will be noticed that the show win- 





Bostonian Shoe Store—Light Green and Tan Effects 





dow is set back about twelve inches from the line of 
the sidewalk with the word “‘Bostonian’”’ set in the 
tile directly in front of the base. Another feature is 
that of the transom above the window, insuring good 
ventilation. The color scheme is light green and tan. 
The store throughout is very plain, which in itself 
makes it attractive. The lighting fixtures are of 
the latest modern dust-proof commercial type. The 
store is equipped with single-carton shelves through- 
out, having a capacity for approximately 6,000 pairs. 





Bostonian Shoe Store—Single Carton Shelves Throughout 
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Research Shoe Factory of the Goodyear Tire and Rubber Co., Akron, Ohio 


Synthetic Sole Application 


Research Work Develops Standardized Process by Which Problem Is 
Solved---Shoe Merchants Offered Wear Guarantee 


HE problem of the synthetic sole has touched 
T every shoe man. We publish this story about 
the Goodyear Research factory at Akron, 
Ohio, because we feel that the entire industry, par- 
ticularly the retail shoe merchant, will be interested 
in the course adopted by one of the large makers of 
non-leather soles and the results obtained. 

This step forward in the merchandising of the syn- 
thetic sole may be traced directly to a little research 
factory back in Akron, Ohio, with its two years of 
experimental work, which has solved the problem of 
synthetic sole application for both new and worn shoes. 

The one aim of the Goodyear Tire & Rubber Com- 
pany in building its shoe factory was the standardi- 
zation in the shoe factories of the country of a simple 
method for applying Neolin soles. They never enter- 
tained the slightest idea of ever placing a line of 
shoes from this factory upon the market. The idea 
was to conduct this factory to prove that a synthetic 
sole has a distinct place in the industry and that it 
was possible to develop a simple process of application 


which would not demand any major change in the 
routine of the factory using varying amounts of both 
leather and synthetic soles. A standardized process 
has now been perfected by which Neolin soled shoes, 
built by those factories, who apply them correctly, 
will be guaranteed direct to fhe retail merchant. 

In every large city in the United States, the syn- 
thetic soles applied by the research factory at Akron 
have stood exhaustive tests. In scores of cases, shoe 
manufacturers dissatisfied with their application 
method or their soling materials have submitted 
sample shoes for tests, which have been made and 
satisfaction given. 

The shoe manufacturers of the country have given 
much assistance in this research work. About one 
year ago, Superintendent John W. Sullivan, after a 
previous twelve months of experimenting, declared 
that he was ready to make public the work of the 
little plant. The company then began to train men 
for practical demonstration and regular inspection 
work in the various shoe manufacturing centers. In 
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addition, thirty practical shoe repair men trained in 
the research factory are already convincing repair 
men of the simplicity of synthetic sole application. 

A few salient points of application are as follows: 


The bottom of the shoe must be thoroughly ce- 
mented, and the cement allowed to dry before the 
sole is laid. 

The sole must be rolled down, so that it adheres 
closely to the upper. 

In stitching, an awl, needle, and thread of similar 
diameter will be found most practicable. The awl, 
if not a round-blade, round-point, should be filed to a 
round point. Lock and shuttle thread should be of 
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the same cord, the bobbin thread being of soft weave, 
and both threads being run through hot (not warm) 
wax. The lock should be high, about 1-16 inch under 
the outer surface of the sole. The length of the 
stitch varies with the type of shoe, and size of thread, 
from 7 to 9 to-the inch. 

In the application of the half-sole, the heel of the 
tap should be carried well down in the shank, and 
across the shank should be nailed with barbed, flat- 
head, clinching nails. 

In applying the synthetic sole, either to a worn shoe 
or a new shoe—the shoe should be kept carefully bal- 
anced. Do not apply a light sole to a heavy shoe, nor 
an extremely heavy sole to a light upper. 
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TELLING THE PUBLIC 
Thé Detroit Retail Shoe 
Dealers’ Association has 
entered upon a cam- 
paign of propaganda in 
which the consuming 
public will be informed 
of the true state of the 
shoe industry as far as 
it relates to high prices. 

Merchant members 





are indignant that a 
whole industry should 
be selected for odium 








_— have advanced so far in price and so fast 
and there have been so many predictions that 
still higher prices would soon be charged that: the 
public has naturally become greatly concerned. 

As the RETAIL SHOE STORE is the last connecting link 
from the raw product to the consumer, the dealer has of late come 
in for a great deal of harsh criticism and is regarded with glances’ 


of unjust suspicion. 


In this and the following series of articles we will, therefore, give a 


when they know that 
there cannot be any real 
reason for the charges. 
If isolated cases of prof- 
iteering are found in the 
trade, that is no reason 
why all should be con- 


demned. 


full, free and absolutely impartial exposition of the price situation in 


shoes, leather and hides. 


The Average Shoe Dealer Makes Less 
‘Profit Than Almost Any Other Dealer 
of Any Other Kind of Merchandise 


The Increased Cost Begins With the Raw Material 


Hides and Skins are the basic materials of the leather industries and influence all the departments of tan- 


ning and shoe manufacturing until the shoes are sold to the people. 


Cattle hides produced by the big western packers, which were in oversupply years ago and sold as low as 5c 


a pound, are now scarce and keyed up to 52c a pound. 


At first glance it may seem as if this big advance in price was brought about through the deliberations of 


the packers, but such is not the fact. 


The Entire Leather Industry is Based on By-Product 


ition of the law of supply and demand. 
CATTLE ARE NOT RAISED OR SLAUGHTERED FOR THEIR HIDES, BUT ARE KILLED ONLY FOR THE SALE 


Hides are distinctively a “By-Product™ and do not follow the ordinary opera‘ 


UF BEEF. * 
Hides have advanced through a natural and inevitable trend of conditions. 


See roe 
TIT UIT 





The first advertise- 
ment ofa series telling 
about shoe prices is 
herewith reproduced. 

It will be noticed that 
the advertisement is not 
signed and may be con- 
sidered by the consumer 
as coming from any 
branch of the leather 
industry and not partic- 
ularly from the retail 


stores. 
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GEORGE E. ROBERTS 
Vice-President National City Bank, New York 


Causes Underlying Social Unrest 


By GEORGE E, ROBERTS 


Big men of accompuishing vigor are to write for us—the reason for it is predicated on the 
naive candor of Henry Ford, who taught us that he was in a world “‘which.no one of us can 


entirely understand.” 


We start in this issue a new department, “‘In the Minds of Men,’ 


’ 


so that “though men 


still will have to know their own business, henceforth no man can know his business unless 


he knows its relationships with the society of which it forms a part.” 
interesting perspective of American industry. 


HESE are troubled times. The whole system 
T of industry and fabric of society are threatened 
with disorganization. Nobody has made 
society what it is by any plan. It has come to be 
what ,it is by development, a process of growth, 
constantly changing with the needs of society and the 
development of the people. It tends always to be- 
come more complex and highly organized, more inter- 
dependent. I remember when I was a boy in Eastern 
Iowa going to a grist-mill with my father and amusing 
myself along the stream and about the mill dam all 
day until the grist was ground, and we took home the 
flour made from the identical wheat that we took to 
the mill. I remember going to the village shoe hop 
and being measured for my first pair of boots. Each 
community in those times and even more so in times 
preceding was much more self-contained and more 
independent of the world outside than it is now. We 
have all become specialists. We sell our products in a 
general market and buy in a general market. The 
exchanges do not take place face to face. And with 
the development of machinery and the use of power, 
capital becomes an increasing factor in industry, and 
industry has become concentratec. Thousands of 


We promise you an 


people have become wage-earners and work for an 
employer, instead of working direct for the consumers 
as the old shoe-maker used to do. 


New Methods of Industry 


This tendency is unavoidable. The present popu- 
lation of the United States and Europe could not be 
supported by the old methods of industiy. But while 
it is necessary that there shall be development in 
methods, and development in machinery, it is also 
necessary that there shall be development in indi- 
vidual intelligence, and in comprehension and under- 
standing of this modern system of industry. I somé- 
times wonder if the development has not gone beyond 
the comprehension of the people, if we have not 
developed a machine that the great body of the 
workers do not understand. 

If a man does everything for himself he knows that 
the harder he works the more he will have, and that 
there is no danger of over-production so long as he 
has wants unsatisfied. If he trades work with a 
neighbor, he has the whole process in view. but if he 
works for an employer who sells the product on the 
market, the relationship with other workers and con- 
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sumers is lost sight of, although the principle remains 
the same. He doesn’t look beyond his employer, and 
gets suspicious and antagonistic toward him, with 
the result that a large part of the efficiency of the 
system is lost in friction. 


Modern Industry Essentially Co-operative 


There is failure to see that modern industry is 
essentially co-operative. The workers in a shoe 
factory are making shoes for the workers in all the 
other industries; the workers in the cotton mils 
are making cloth for all the other workers; the 
workers in the fields are growing food for all the 
other people; the workers on the railroads are carry- 
ing these necessaries back and forth in the exchanges. 
They are exchanging work with each other, and they 
all owe loyalty and honest, fair dealing to each other. 
In effect one man gives so many hours’ work in a 
cotton mill or shoe factory for so many hours’ work 
in a grain field; each owes fair dealing to.the other. 
The basis for peace between industrial groups, as 
between nations, is fair dealing. 


Artificial Prices and Wages 

It seems to be the accepted thing nowadays that 
every class or group of workers shall fix its own con- 
ditions of labor and compensation, but the farmer 
is bound to be at a great disadvantage under any 
such arrangement. He has never been able to fix 
the prices of bis products, and there is no likelihood 
that he can do it in the future. He must take the 
natural price, made by supply and demand, and there 
is no hardship in that if everybody else is paid on 
the same basis. The farmer is not interested in sup- 
porting artificial methods of price-fixing... 

Moreover, let no one think that wages and prices 
can be long sustained in the other industries when 
farm products decline. One-third of the population 
of this country lives on the farms or in communities 
directly dependent on the farms. When the pur- 
chasing power of this one-third declines the rest will 
feel it. There is a necessary reciprocity in the modern 
industrial system. If the farmer’s income falls to 
what it was before the war but he is asked to pay 
double the pre-war prices for what he buys, he will 
only buy one-half as much, and the effect will be felt 
throughout industry. General prosperity cannot be 
had on any such artificial basis. 


Rising Costs of Food and Raw Materials 

And what is true of foodstuffs is true of raw ma- 
terials. It is true of cotton and wool and hides and 
lumber, and when food and clothing and building 
materials go up, wages must go up, and when wages 
go up, manufacturing costs and the costs of doing all 
business must go up, except as by improved methods 
their influence is overcome. The price-tables show 
that manufactured goods have increased by lower 
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percentages than the raw materials and labor that. 
enter into them. Raw materials, foodstuffs and labor 
are the factors making for higher prices, and ma- 
chinery, capital, improved processes and manage- 
ment are influences tending to hold prices down. 
The investment of new capital is everywhere a modify- 
ing influence, tending to hold down these rising prices, 
but strangely enough the discontent engendered by 
the rising prices is directed almost wholly at capital. 

This tendency in foodstuffs and raw materials has 
put the whole industrial organization under strain. 
Wage-earners and salaried people have felt that their 
pay was not going as far as formerly and have wanted 
more. Business men have found their costs increasing 
and have pushed up the price of what they had to 
sell. Everybody has been reaching out to recoup 
himself, and discontent has been growing because of 
a common feeling that something was wrong and that 
somebody was to blame. The most unfavorable 
position the wage-earning class can occupy is that of 
being constantly obliged to get wages increased in 
order to hold its own, and it has been in that position 
for the last twenty years. But it doesn’t follow that 
somebody is to blame. The explanation is in the 
more complete settlement of this country, in the 
pressure of population upon natural resources. 

People wonder why it is that with all the improve- 
ments made in industry the results in living con- 
ditions are not more apparent. They read of all the 
labor-saving machinery in use on the farms—and yet 
farm products go up! They read of the improvements 
in cloth-making machinery—they are wonderful; 
you can go into a weaving mill and see one man 
tending acres of looms, but if the mill did its work for 
nothing with raw cotton at the prices of recent years, 
clothes would have to cost more. And so they read of 
improvements upon the steam engine and the loco- 
motive, of the applications of electric power, and of 
new inventions and facilities in all the industries, and 
they ask what becomes of the benefits. Where is the 
leak? What is the matter? 

The advocates of socialism say that there is a lack 
of distribution; but the answer to that is that all new 
accumulations of capital, whoever owns them, are 
employed in improving and enlarging the facilities of 
production, and yield results for the common welfare. 

The census figures show that capital is a constantly 
increasing factor in production. In 1899 the capital 
invested in manufacturing in the United States 
amounted to $1,770 for each person employed in the 
same industries, in 1904 it was $2,117 to each person 
employed, in 1909 it was $2,488, and in 1914 it was 
$2,848, all of which means that we are working with 
more effective agencies. Even the farmer now must 
have an important investment in equipment, and the 
real hope for social progress in the future depends on 
large investments in equipment. 
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A Store’s Individuality is as distinct as a Personality. 


High Ideals are essential. 

Your Daily Thoughts and Acts will make or mar your 
progress. 

You must think well of the Institution you. represent. 


the service and convenience it can offer its patrons. 
To better serve, and give the best that money can 
obtain for every dollar received is the foundation of all suc- 
cessful business houses. 

To accomplish the desired results it is essential that all 
employes should have a clear idea of the principles and ideals 
adopted by the institution they represent. 

In order that none may have an excuse for failure to carry 
out the policies of the firm, this booklet has been written, and 
contains most of the ideas for the conduct of the business. 


T HE only excuse a retail store has for its existence is for 


**Confidence Is Essential’’ 


Unless you feel that the firm is right, and has the highest 
ideals and principles for its conduct, you are wasting your 
time to even consider becoming an employe. 

You must have faith in the business you are trying to help 
develop, or you will not only be in the way of your own 
progress, but you do harm to the business itself. 

You cannot hope to be a success as a salesman without 
confidence in the merchandise you are selling. If you feel 
that you are not giving the best of values you will surely fail. 

Study the business, learn values and what is required to 
make a business success, this will enable you to judge what 
is right and convince you of the value of the service being 
given. 

“The Test of Service”’ 

Every transaction has to stand the test of service, and you 
will find it to your interest to take a real interest.in your 
customer’s wants and see that these are properly filled. 

Do not feel that the most essential thing is to make the 
sale. Consider first if the merchandise is desirable and fitted 
for the purpose it is wanted. 

A sale is not complete until your customer has been pleased 
in every essential. Do not suggest things that you know 
will not prove satisfactory. You are either developing or 
retarding the progress of the business with every sale you 
make. 
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A Store’s Mission Is to Serve 





Proper Viewpoint of the Retail Salesman Towards 
the Public Is the Big Essential of the Day 





Information for Employes Is Given In a Wonderful Little Booklet 
Issued by the John B. Ragland Mercantile il 
Kingsville and McAllen, Texas 





If you are in doubt about any question you are called on 
to answer, ask some one who knows and can give you the in- 
formation wanted. Always be sure that you are right. 


**Advertising”’ 

All advertising must be based on facts. Exaggerations 
must not be resorted to. It’s a waste to pay for space filled 
with hot air. 

Statements that state the facts in the most simple words 
and tell your prospective customers as near as it is possible 
just what may be expected bring the best results. 

Lincoln said: ‘‘You can fool all the people sometimes, and 
some people allthetime.” If you want to build upa business 
and succeed there are not enough people in the community 
that can be fooled all the time to make the effort worth while. 
It pays to tell the truth. 

Be sure to read every ad and try to see that every promise 
is fulfilled. The value of the firm’s advertising increases as 
people more fully learn to appreciate the merit of the ad- 
vertising policy, and accept the statements for their full 
value, this will make every word a paying investment for the 
future when properly and honestly carried out. 


**Comparative Prices”’ 

Comparative prices should not be used except when 
actually justified, and where prices have actually been re- 
duced. This is good business when you are actually giving 
more than value received. 

Comparative prices when used to get business away from a 
competitor never should be considered whether you can make 
statements that are really facts or not. Never use a com- 
petitor’s merits or shortcomings to get business. 

Comparative prices, explaining the difference in the value 
of anarticle you are trying to sell and one that offers less value 
at a lower price, is good business. It’s the value and not the 
price of an article that is longest remembered. 

When you find an opportunity to save your customer 
money by suggesting an article that will fill the need satis- 
factorily at alower price, you are using good judgment and will 
make friends. 

**The Reason for Sales”’ 

Merchandise that has its value based on Style loses in 
value as the season advances and something else is produced 
to take its place. Seasonable merchandise must be sold 
during the period that it was intended to serve its purpose. 

Sales on style merchandise are not only justified but 
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essential. The price in this character of merchandise is 
based on the newness of style, and loses its value when this 
feature is eliminated. Hence garments bought for a certain 
period are almost worthless when this time has expired. 

Sales are a necessity to keep a stock clear of all odds and 
ends, to allow goods to remain in stock beyond the period 
during which they should have been sold is only creating 
losses in the end, and no one serves the firm better than he 
who always makes special efforts to have clean stocks. 

Cutting prices and having sales, just to increase volume 
and disregarding the fundamental principles of good business 
practices will lead to loss of confidence with the consumer 
and react to the final detriment of the firm. 


**Guarantees”’ 


Most guarantees have very little value, due to the fact that 
the customer has been too frequently misled, and does not 
feel that guarantees are justified or worth while in most 
instances. 

An argument based on the guarantee of the article meeting 
certain requirements should never be used without first 
making sure that there is no doubt about the claims made. 
It is seldom necessary to make guarantees. 

The reputation of the firm should be such that the fact that 
the goods are being offered in itself offers sufficient guarantee 
of its value, in fact no merchandise should be accepted or 
offered for sale about which a doubt exists as to its real merit. 

As a matter of good business, if for no other reason, every 
article offered by the firm has the stamp of its approval, and 
carries with it a guarantee of perfection and satisfaction, any 
merchandise that is defective or unsatisfactory will be cheer- 
fully taken back when the claim is justified. 


**Courtesy”’ 


The most inexpensive asset we have is courtesy. We can 
be courteous to everyone we meet without any cost to our- 
selves, in fact to practice courtesy is improving our own worth 
at all times. 

Customers at times feel that they for some reason have 
been mistreated, and will say things that are not pleasant 
and really not justified. To return angry remarks only adds 
fuel to the flame. 

When a customer complains and makes really unreasonable 
demands that cannot be granted, the least said is soonest 
mended. It is in most cases better to refer them to some one 
who can discuss the problem and make the necessary adjust- 
ment if required. 

A mild answer and a real effort to find the cause of the 
complaints will frequently eliminate all trouble, especially 
when imaginary, which is at times the case, but never under 
any circumstances allow yourself to become angry and talk 
back. 

A **One Price To All’’ 

A piece of merchandise has its definite and real value, based 
on its original cost, with the cost of doing business and a 
reasonable amount for net profits added, and is worth as 
much to one as another of a store’s patrons. 

To be successful, a store cannot and must not take into 
account the standing of the individual ir the community, all 
patrons must have the same service, given the same values 
and consideration under all circumstances. 

To grant special favors by giving special discounts or 
prices to certain patrons is not only poor business but really 
dishonest and cannot be tolerated under any conditons and 
would probably destroy confidence more quickly than most 
any method that could be pursued. 

If an article is not worth what it is marked, the one in 
authority should change this price at once and re-mark it. 
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Do not try to fool your customers, it’s neither honest nor good 
business for the present or future. Give all the same square 
deal under all circumstances. 


**Don’ts”’ 


Do not allow customers to wait near you without being 
spoken to, regardless of how busy you are. 

Do not spend your time and energy worrying about the 
other fellow’s job, improve your own. 

Do not allow goods to leave the house without being posi- 
tive that the proper charges have been made. 

Do not accept goods for return that have been damaged or 
abused, and always be sure that the proper credit is given. 

Do not entertain friends while customers are waiting for 
some one to attend their wants. 

Do not gossip. It is bad for one’s character at any time, 
but worse for a store and will do a great deal of harm. 

Do not give a customer a misfit in anything as you and the 
store will have to take the blame even though it’s the cus- 
tomer’s own choice. 

Do not complain to your customers about your surround- 
ings. If you are dissatisfied go to the one in authority and 
complain or change your position. 

Do not avoid a customer you feel does not want much. 
Today’s penny customer may mean your best sale in the near 
future. 

Do not hesitate to look after the little things. It’s the 
small items that make up the year’s business and the pennies 
represent the firm’s profits. 

Do not envy the fellow ahead of you. There is always 
room at the top and the proper efforts to improve yourself 
and hard work to succeed will better your condition. 

Do not mind showing everything that your customer shows 
an interest in,even though it may seem energy wasted, it may 
lead to sales in the future. Your customers will talk. 

Do not be persistent. Always show goods willingly, tell 
all you know about them that is interesting and worthwhile 
but never insist on purchases being made. 

Do not practice familiarity. It is not good manners, 
neither is it good business. Many people resent being treated 
in a familiar way. It is better to just be courteous. 

Do not use slang. It may sound good to a crowd having a 
good time, but is out of place in a store. You can look 
pleasant, feel happy in your work and really have a good 
time without being hilarious. 

Do not fail to make your customers feel at home. Con- 
sider them as your individual guest while looking after their 
wants and accord them the same consideration you would 
expect in another’s home. 

Do not make unjust statements about anything and never 
exaggerate to make a sale. It leads to difficulties and loses 
customers in the end. 

Do not argue with a customer about the merit of a com- 
petitor’s merchandise or reputation. Everyone has a right 
to their own opinion. ; 

Do not fail to read and study the store’s advertisements 
and keep posted about the business in all departments. You 
will find it a good investment for your own advancement. 


**Education”’ 


Boston has the distinction of taking the lead in teaching 
retail salesmanship and having specially equipped schools for 
co-operating with department stores for the advancement of 
a better service. 

Parliament in England is considering the problem, and 
under consideration a law for compulsory education for all 
retail clerks, making it necessary for all who wish to become 

(Continued on page 57) 
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Telling the Other Side of the Story 


Wisconsin Merchants Believe the Public Entitled to the Truth and 
the Whole Truth 


O much has been said in the daily press recently 

S about the excessive price of footwear and the 

extremely large profits which retail merchants 

are taking that the retail shoe merchants of Wisconsin 

have appointed a publicity committee whose duty it 

will be to prepare a series of articles for publication 
in the daily press of that state. 

Over and over the newspapers have stated that 
the regular profits of 
retail shoe merchants 
range from 35 to 50 


SHOE RETAILERS NOT PROFITEERS 


A Statement to the Public from the Shoe 
Merchants of Wisconsin 


The retail shoe dea'ers of the State of Wisconsin 
have always followed a course of fair dealing with the 
public, and always will. We do not intend, therefore, 


to let go unchallenged the charge of profiteering made 
in the recent report of 


the} {Federal = Trade 


Commission. 








per cent. Nothing in 
those articles tells the 
other side of the story, 
that is, that overhead 
expenses and depre- 
ciation eat up all of 
this supposed profit 
excepting 3 to 7 per 
cent which the retail 
merchant saves and 
which represents the 
net profit on his in- 
vestment and the risk 
he has incurred in his 
business. 

Herewith we are 
printing the first of 
the series which will 
appear in various 
newspapers of Wis- 
consin. 

F. H. Stover of 
Milwaukee, as Chair- 
man of the Publicity 
Committee, will send 








That report charged 
every branch of the 
shoe and leather in- 
dustry, including the 
retailer, with profit- 
eering. 

The retail shoe mer- 
chants of Wisconsin 
deny the accusation 
absolutely and wé 
take this opportunity 
of presenting our de- 
nial to the people of 

- our state, along with 
a statement of such 
facts as are avail- 
able. 

' What we say re- 
garding the retail 
shoe dealers of . Wis- 
consin, we believe to 
be true generally re- 
garding the retail 
shoe dealers the coun- 
try over, but speak- 
ing specifically for the 











copies of the various 
articles prepared by 
his committee to 
merchants through- 
out the state who 
will, in turn, en- 
deavor to have them published in their local 
papers. ; 

We believe this to be an excellent plan of acquaint- 
ing the buying public with shoe conditions as they 
actually exist, and a plan that could well be put in 
vogue in every:state and in every community of that 
state in the Union. 





BETTER FEET FOR CHILDREN 


The call for larger sizes comes after a Summer of outdoor activity. 
The real shape of foot and Jast is here revealed 





shoe merchants of 
Wisconsin, we assert 
without fear of con- 
tradiction that we 
are in no way re- 


sponsible for the existing price of shoes. 


No Excessive Profits 


Shoe retailers have not made and are not making 
excessive or even unusually large profits in the State 
of Wisconsin. The facts are that the books of the 
average shoe dealer in this state will show that his 
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gross profits this year are no larger than they were last 
year or during the other years of the war period or 
pre-war period. The retailer has not raised his per- 
centage of profit. The net profits of retail shoe dealers 
in this state, and for that matter. those throughout 
the country, average today 3 to 7 per cent on all 
classes of shoes sold, and examination of retailers’ 
books for 1914 and through the intervening years 
shows that they made practically the same percentage 
of profit before the period of high prices. 


Operation Costs Higher 


It will be seen readily, of course, that, the shoe mer- 
chant’s gross income, figured at the same percentage 
of profit, has grown as selling prices increased, but 
this growth has no more than kept pace with the 
growth in operation costs. 

There is no disputing that it cost the shoe merchant 
a great deal more to conduct his business today than 
it did in 1914, or 1916 or 1918. Rents have increased 
greatly in many cases and the cost of clerical help, 
fuel, advertising and other operating expenses have 
soared. So the facts are that the shoe merchant who 
was conducting his business before the war on the 
same percentage of profit, and is still doing so, is 
actually making no more money that he did before 


the war. 
Investigation Welcomed 


The Federal Trade Commission does not charge any 
monopolistic conspiracy or combination to raise the 
price of shoes, but since it has raised the issue of 
profiteering, we shoe retailers not only welcome, but 
urge a thorough inquiry by Congress in which all 
trade interests will be given an opportunity to 
be heard. The books of the shoe merchants of 
the State of Wisconsin are open to Government 
scrutiny. 

If there has been profiteering in the shoe business, 
the retailers of Wisconsin have not been a party to it, 
and we believe that we are fairly entitled to an oppor- 
tunity to have the record made straight. 


The Price Scare 


There has been too much talk about $20 shoes. 

We know that when the public refers to shoe prices, 
it refers usually to the highest grade shoes, made of 
the highest priced and scarcest materials. The 
average congressman, as well as the man or woman 
who does not stop to think and consider, jumps to the 
conclusion that all shoes are in that class. The poli- 
tician in Congress and that portion of the public 
which listens to him are quite likely to fail to realize 
that a well constructed, staple made shoe, durable and 
comfortable, can still be obtained at a price which in 
comparison with the American wage today is no 
greater than it was bef>re the war. 
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The man or woman who does not demand the extra 
stylish or extra fine shoe can go down the street in any 
city in Wisconsin today and find a good pair of shoes 
at prices ranging from $6.50 to $14.00. Most shoe 
merchants have already bought sufficient stocks to 
carry them over the Winter and Spring at prices 
based upon former leather and manufacturing costs, 
which means that they will not be sold at prices 
above $16.00, or near it. 

Shoes are not sold on market prices; that is, the 
shoe merchant does not increase the retail pr’ces on 
his stock of shoes as leather prices, or manufacturers’ 
prices change. When he gets ‘n a sh’pment of shoes 
he gives them a price in conformity with the per- 
centage of profit he regards necessa y to keep his 
business going. If that price changes at all it changes 
when the merchant finds it necessary to reduce it in 
order to clear that shipment of shoes from his shelves. 


Facts Are Desired 


Prices were bound to advance considerably between 
1914 and 1917, regardless of profits. Hides and all 
other material required for shoe manufacture, to- 
gether with labor, cost more and more as the war pro- 
gressed. Black calfskin, for example, that cost 30 
cents per foot in 1915, cost $1.00 to $1.50 per 
foot in 1919. Other items went up in equal propor- 
tion. 

The Federal Trade Commission, however, has 
dec ared that there has been profiteering. Frankly, 
we retailers are not in a position to say whether profi- 
teering was responsible for prices which have been: 
passed down to us by the manufacturer and which 
we have been compelled to pass on to the public. 
It should be the Government’s business to find out 
and to place the blame where it belongs, if profiteering 
is shown. 


Retailers Have Nothing to Fear 


Retailers have nothing to fear from such an investi- 
gation and stand ready to offer all the assistance pos- 
sible if the Government wishes to obtain the actual 
facts. The shoe merchants, who must meet and deal 
with the protesting customer, have long deplored the 
rising prices of shoes and will be only too glad to aid 
in stabilizing the industry. 

In conclusion let it be said that a canvass of the 
leading shoe merchants of Wisconsin shows that their 
hands are clean; that they are anxious for any investi- 
gation that will make all the facts regarding shoe 
prices fully known to the public, and that they have 
faith enough in the fairness of the people of Wisconsin 
to feel assured that they will withhold judgment until 
the true facts are known. 

Respectfully submitted, 
WISCONSIN SHOE RETAILERS’ 
ASSOCIATION. 
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Salesmanship Suggestions 


Presented by R. C. Hearne, Buyer and Manager of Daniels & Fisher 
Store Company, Denver 


Daniels & Fisher Store Company, Denver, 

Colo., was a recent visitor at the “Recorder” 
office. Mr. Hearne is president of the Denver Retail 
Shoe Dealers’ Association. He is also a Director in 
the Mountain State Retail Shoe Dealers’ Association 
and takes an active interest in association work. 
Mr. Hearne started in the retail shoe business fifteen 
years ago as a store salesman and has some very 
decided ideas as to rules which 
should be followed by the success- 
ful shoe store salesman. The first 
principle emphasized by Mr. 
Hearne is: : 


R C. HEARNE, buyer and manager of the 


Maintenance of Enthusiasm 
Necessary 


The maintaining of enthusiasm. 
“The retail salesman,” said Mr. 
Hearne, “‘should every morning of 
his life appear on the job with the 
same interest and the same en- 
thusiasm that he had on the day 
on which he first entered the shoe 
store. You will find that most 
salesmen after being with a firm 
some little time begin to lie down 
and lose their ‘pep.’ If the sales- 
man will take an inventory of 
himself, he will find that he has 
made no progress over that made 
in the first days of his business 
connection. He should try and 
‘reorganize’ himself and start in 
each morning with the previous 
day’s record forgotten except to serve as a stimulus 
to fresh effort.” 

The second point stressed by Mr. Hearne is “The 
making of customers through missing them.” “My 
second suggestion,” said Mr. Hearne, “‘is that there is 
as much cleverness in missing a customer as there is 
in selling a customer. A customer properly missed is 
a future customer. For instance, a woman enters 
your store and you fail to sell her, but you must not 
let her walk out with simply a ‘good afternoon.’ 








Photo by Bachrach 
R. C. HEARNE 


Say, instead, ‘I would like to have you come in at a - 


little later date—mentioning the time—when we 
expect to have a new line which I would like to have 
you inspect.’ This means that you probably have 
stamped in your customer’s mind the thought that 





she will call at your store in the future. Nine times 
out of ten she will come back to your place of 
business.”’ 


Customer Concentration Important 


The third rule is: ‘Customer concentration.” “If 
a store salesman,” said Mr. Hearne, “‘will adopt this 
rule, he will increase his sales greatly. He should 
decide firmly in his own mind that each day he will 
so serve his customers that they 
will return when they want their 
next shoes and will call upon 
him. For instance, in the 300 
working days of the year, the 
salesman may have 300 custom- 
ers. Allowing for ordinary things 
which may prevent their return- 
ing, 100 out of the 300 will pos- 
sibly come back to the store. 
The idea is for the salesman to 
make satisfied customers and not 
to sell so many accounts that he 
fails to give every possible atten- 
tion to each customer who comes 
to him. 

“Although I have cited one cus- 
tomer a day for a salesman there 
is no question but that with deter- 
mination to the task of pleasing 
customers he can easily acquire 
more than one client. After a 
salesman’s first year with a house, 
he has a following. In his second 
year, this following should be re- 
tained and added to so that his 
book will show about $6000 a year, depending largely 
upon the class of customers and the merchandise he 
is selling. Continuing these accounts through the 
second and third year, he will find, in his fourth year, 
that his value to his employer is enhanced greatly. 
And, in the meantime, he will notice that his pay 
envelope is also increased. 

“T pay my sales-force a straight salary and raise 
each salesman or saleswoman as his value to me in- 
creases. Every store has its own local and peculiar 
conditions to meet. We have a very high grade and 
exclusive trade and our customers are not limited to 
the one or two pairs. 

“When a customer is thoroughly waited upon and 
proper suggestions made, a number of pairs of shoes 
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may be sold in any store. I have always felt that on a 
percentage basis, there is a possibility of the salesman 
hurrying with one customer in order to obtain an- 
other and thus increase his amount of sales and, conse- 
quently, his salary. 

“The present-day mode of living seems to make the 
average woman require a number of pa‘rs of shoes; 
a pair for morning, afternoon and evening. Where a 
salesman usually makes a mistake is by not listening 
closely to his customer’s conversation. He will often 
find that he can sell another pair by references that 
his customer may make. For instance, she may often 
talk about a motor coat, although she is buying a shoe 
for afternoon. The salesman can just as easily sell a 
pair of motor or mountain boots when he sees that 
she is contemplating a motor 
trip to the mountains. If 
the salesman will make it a 
point to carefully observe 
his customer and listen to 
the different comments she 
may make, he can readily 
increase his sales by this 
policy. . 


The Customer Is _ the 
Real Paymaster 


“T don’t believe in calling 
a sales-force together for a 
general discussion. I rather 
prefer to speak to each one 
personally. It may be that 
the opposite plan has been 
found beneficial in the 
majority of stores, but. in 
my particular case I find 
that generalized remarks are 
not as effective as personal © 
talks with each salesman as 
to weak spots which he 
may correct. I feel that 
personal talks are less em- 
barrassing to the average 
man. In talking with my salespeople, I try to im- 
press upon them that the customer helps pay their 
salaries and that they certainly cannot afford to be 
unkind or discourteous to any one who is paying their 
salaries. I tell them that the boss doesn’t pay 
their salaries, neither does the manager, it is the 
customer who is supplying them with their daily 
needs.”’ 

Mr. Hearne’s sales-force consists ¥ of 25 people, 
three of whom are women employed in his women’s 
and children’s departments. 

He is here on a buying trip and reports that he has 
been very successful in securing lines for his Fall, 
Winter and Spring, 1920, trade. 
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A STORE’S MISSION IS TO SERVE 
(Concluded from page 52) 


sslesmen to attend a special school for boys and girls from 16 
to 18 years. 

}- The object is to improve economic conditions to eliminate 
as far as possible the numerous failures among retailers, and 
lower the cost to the consumer by giving a more intelligent 
and practical service at all times. 

You cannot hope to meet future keen competition in all 
fields of endeavor without a thorough knowledge of your 
business. For your own advancement it is necessary to make 
a greater effort to study your business. 


**Success”’ 


Success for the firm means that there must be a distinct 
and steady advance in the merit of the service given, in the 
manner in which the customer is served as well as the char- 
acter of the merchandise sold. 

Your success depends in a 
great measure upon the success 
of the firm, you will advance 
as the firm builds up, hence 
your efforts to help carry out 
the suggestions made in this 
booklet will go a long way to 
accomplish our goal. 

Use every precaution against 
allowing false impressions te 
be made. Be careful about 
your statements, but study 
your part of the business so 
well that the knowledge that 
you are right will give you 
enthusiasm for your work and 
lead you to success by knowin 
that you are right. . 

Confidence is _ essential. 
Without confidence in our- 
selves, the firm and the mer- 
chandise we sell we cannot 
make a success. Study mer- 
chandise and when in doubt 
investigate and satisfy yourself. 
Do not take anything for 
granted or conclude that it’s 
the best that can be done. 
Either will do you untold 
harm and act as a handicap 
to the firm. Questions are al- 
ways gladly answered. 








Trade Acceptances Useful 
In High Priced Days Demonstrate Utility 


These days of higher prices, additional capital must 
be put into the business, or the capital already in the 
business must be made to produce more. In the 
latter purpose, trade acceptances are proving of 
value. Indeed, they are the salvation of firms with 
limited capital. The trade acceptance enables the 
manufacturer to collect for his shoes most promptly, 
and to turn his money back into his business. The 
trade acceptance secures to the merchant the aid of 
his bank in paying for his shoes. 
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WEYENBERG $S 


th 


HIS trade mark has been 
T working for us nights, Sun- 

days, holidays and all the 
time. 


It assures shoe wearers that the shoes 
upon which it is stamped are worth 
the price asked for them—it is a 
guarantee of high class, honest foot- 
wear. 
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Portage, Wis., Plant No. 4 


T affords us great pleasure to 

announce that ground has 
been broken for our new 
plant at Portage. 


Pride of accomplishment, the 
satisfaction of knowing that we 
have succeeded in making good 
shoes, actuates us in erecting such 
a plant as will be a credit to 
Portage, to the shoe industry 





and to us. 


HIS building is to be de- 
voted exclusively to the 
manufacture of Semi Dress 

McKay Shoes for Boys, Youths 
and Little Gents. Six hundred 
shoe makers will produce 4,000 
pairs per day. 

Every possible effort. has been 
made to have this building a de- 
sirable place to work. Floods of 
natural light, plenty of pure air, 
modern machinery and safety 
appliances. 





We make all the shoes we sell and we 
make more than any other manu- 
facturer in the Northwest. 


Dunham Brothers Co., Brattleboro, Vt., are our New England Distributors 


Weyenberg Shoe Manufacturing Co. 


Milwaukee, ee, See Wisconsin 
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Have You Received Catalog and Price List 
FOR SPRING 1920 
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HAGERSTOWN 
SHOE & LEGGING CO. 
Hagerstown, Maryland, U. S. A. 
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IN STOCK 


Only 75 Cases of These Boots 
Order at Once 
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FOUR SELLING POINTS! 


The ELITE Spats are valuable to your 
business. 

They sell because of their style—because 
of their quality—tbe workmanship that is 
in them and within-reach price at which 












Levours Beaver Lace Boot, 9 inch wave top, 
whole quarter, imitation tip, 18/8 leather 
Louis heel, aluminum plate, AA to D, 244 
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N to 8. $6.75 

\. Novelty Shoes In Stock First SS 
NYY Nh 
N\ Tober-Saifer Shoe Co. }) 
\\ Tober-Saifer Shoe Co. }, 
S s 
\ 1312 Washington Avenue St. Louis, Mo. On 
Nos SN ANNA RAN AS ANNNANANANSRARERRRASRRRAR 








they are sold. 


In felt, 10 button, $12.50 a dozen. 
12 button, $14.00 a dozen. 


Kersey from $21.50 a dozen up. All colors. 
Prompt deliveries! 


BROOKLYN SLIPPER CO. 
409-411 Osborn St. BROOKLYN, N. Y. 
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Fine shoes for children—sturdy, 
dependable, perfectly made of 
best quality leathers—sold at 
popular prices—these sum up 
the main features of the K-Z 
line. 


No line of children’s shoes re- 
ceives more attention to de- 
tails—more thought of wear and 
appearance—closer observation 
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>| QUALITY— 


That’s What K-Z Stands For 




















of those features which make 
the finest kind of substantial 
footwear for youngsters—than 
do the shoés made by Kalt- 
Zimmers Mfg. Co. 


To merchants who wish to stock 
this exceptional quality line of 
trade builders, we offer to send 
samples and an opportunity to 
examine full line. 


KALT-ZIMMERS MANUFACTURING CO. 


MILWAUKEE 


WISCONSIN 
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GRIFFIN iat 
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For all white kid shoes. A perfect white 
c that gives a kid glove finish. 
Small (15c size) $13.75 per gross, $1.20 
per dozen. Large (25c size) $22.50 per 
gross, $2.00 per dozen. 


For all white shoes except kid. A thorough dark 
cleaner, not a whew aso oz. size Cleans, us . 
foldi carton, . per gross, Contains no injurious acids. 

$1.20 per dozen. 5 oz. size, neck box, leather what cold cream is the skin. 


$22.50 per gross, $2.00 per dozen. 








THREE OF A KIND 


—and that kind the best. 


These three Griffin Shoe Dressings will appeal 
to your customers—will give entire satisfaction, 


You can recommend each one of them and feel assured that they 
will live up to every good word you say. 


We have “A Dressing for every shoe’’ — write us for fullest 
information. 


All goods shipped F.0O.B. New York on orders of 100 lbs. or over 
(which would take in one gross of the small or large Peuerwhite, 
large Kidine or one gross of the Lotion Cream 2 ounce size) we 
make an allowance of 75 cents per 100 Ibs. If the rate to your 
city is less than this we would pay the entire charges. If more, 
this allowance will be deducted from the actual rate. 























In white, black, light tan, Havana brown, 
brown, light gray and dark gray. 
sof! i polishes all ; 





GRIFFIN MFG. CO. 


69 MURRAY ST. . 


NEW YORK, U.S.A. 
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COLOR No. 75 
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Lynn, Mass., 





A smooth finish Ruby Red 
—the accepted Fall style— 


Also in boarded finish if desired 


. 5. Barnet & Sons, Inc. 


Tanneries at ; Salesrooms 


NEW YORK OFFICE, 154 NASSAU STREET 
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U.S. A. 75 South St., Boston, Mass. U. S. A. 
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YONDER 


Shoe Polishes 


QUALITY VARIETY 
Sold in the Market Places cf the World 


THE POLISHES THAT PUT PEP IN SALES 
LONGEST LINE OF QUALITY POLISHES PRODUCED 


Every leather produced can be cleaned, dressed it. When you can have the] choice of the best 
and beautified by use of Whittemore’s polishes. from one firm, why divide; your polish pur- 
No matter what the special shade, or the grade, chases among several }firms? Be a specialist on 
there’s a Whittemore polish to preserve Whittemore’s. 






























‘‘Quick White” puts the 
newness back on worn i 

shoes in a jiffy. Your WUICK 
trade will like it. Put up * es 
and in a rainbow variety in Whittemore’s time-. 
of shades for colored saving packages for re- LF AN 
leather shoes. Teo Stace tailing without wrapping 


“Bostonian Cream” is 
the ideal cleaner of kid 
and calf. Can be had 
for tan or white shoes 
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Whittemore Bros. Corp., Boston, Mass. 


Ask your jobber salesman or write for complete catalogue 
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THE IMPROVED 
INVISIBLE TOP-TREE 


Nothing will so emphasize the good lines of your Fall styles like May- 
hew’s Invisible Top-Tree. 

Hundreds of shoe dealers all over the country use and endorse these 
high grade top trees. No store can afford to be without them. 
Because they improve the a 100 cent and last you a lifetime. 
Remember they are made of cold steel and cost you only $6.00 


VERY GOOD REASON Ss ay SAMPLES and test it out. See how much more 


attractive and handsome the shoe looks when supported by Mayhew’s 


for using Top-Tree. 
We will make exchange on all 1917 Top-Trees “Direct only” at a 


A O charge of 25c per pair when old Trees are returned. 
] j ORDER BY NUMBERS 
No. 8 for open form. No. 6 for closed form. No. 4 for men. 


Pure Castile Soap in Better Shoes in Your Window 


Manufacturing Shoe Dressings: 





























ABSOLUTE PURITY NO FREE ALKALI 4 Means 
WITH UNIFORMITY NO FOAM MORE 
Laco Pure Castile Soap is a white, absolutely pure, 
olive oil soap; economical, and unequalled for use on SALES 
leather. 7 
in 
The best method for cleaning tan and russet Your 
shoes and prevent cracking is to use LACO 
Pure Castile Soap. STORE 
Sold by 
Write for samples and quotations. Jobbers 
or 
Direct 





Lockwood, Brackett & Co. 
se the coasters vans taaiin, ied JAMES N. MAYHEW CO., Inc. 


218 State St., Boston, Mass. MINNEAPOLIS - - - - MINN. 
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REG. U.S. PAT. OFF 
FRED RUEPING LEATHER CO. 


FOND DU LAC, WIS., U.S. A. 


Mohawk Sides 


The logical leather to use as a 
substitute for Smooth Black Calf 
in men’s and women’s fine shoes. 
Unexcelled cutting qualities, good 
flanks. A fine break, good finish 


and mellow feel assure you of a 








shoe with a Calf appearance. 





= on. 





sme | 
Fred Rueping Leather Company 
Fond du Lac, Wisconsin 


'—BRANCHES- 
Cincinnati Milwaukee 
Chicago San Francisco 

Northampton, Eng. 
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IN STOCK 


For Immediate Shipment 


Dark Tan Russia 
Calf Lace (Welt) 







No. 512 


$9.00 


(Price subject 

to change , 
without 

notice) 





Per eer ers ore 414 to 8 
OU iii SS ay hind oe eee 414 to 8 
Ti sid es ald. ha sip headgalibiaie Ga aoaie 4 to8 
Msi js siabndassotesen teased ae 3 to8 
Pr Re Ce eens mre 21% to 8 
Ee ne eters re 21% to 8 


205 Last, Nine Inch Top, 14/8 Military Heel, 
Imitation Tip, Perforated Vamp 
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Wire Your Order 


CP Forg & Co 


ROCHESTER,N.Y. 
New York Office, 127 Duane St. 
E. H. Talbot, Jack Galway 
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Delivery Counts 
In Stock Now 


A 
Limited Supply 


Order at Once 
STOCK NO. 12012 


Creese and Cook Rich Ma- 
hogany Calf, Goodyear Welt, 
Fair Stitch. Brockton 
Made. 

10012 — $8.00. As 
above, only in Genu- 
ine Black Vici Kid. 

‘‘Snappy styles always 
in stock”’ 


THE L. B. SCHINDLER SHOE CO. 
99 Duane Street, New York, N. Y. 


P. S.—Have you sent in your request for our 
catalog. It will be off the press any day now. 








ee oe oe ae oe ae 























Subscribe to 


AMERICAN 
SHOEMAKING 


CONSOLIDATED WITH 


SUPERINTENDENT 
AND FOREMAN 


America’s two leading factory publications 
published as one superior journal, containing 
technical information of vital importance to 
the shoe factories of the world. Subscription 
price $2.00 per year, including a copy of the 
Shoe Factory Buyers’ Guide. 


SHOE TRADES PUBLISHING CO. 


683 Atlantic Ave. 
Boston, Mass. 
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Capitalizing the Humble Innersole 


VERY shoe retailer and manufacturer knows that style and comfort should 
E go hand in hand. Style speaks for itself, but the qualities that make for 
comfort are hidden from the unpracticed eye. Take the innersole for 
example. Is there anything that has more to do with a shoe’s comfort? This 
manufacturer evidently didn’t think there was, for he not only uses Korxole 
innersoles, but stamps the words “Cork Inner’’ on the outsoles. 


Did it ever occur to you as a merchant or salesman that you can really capitalize 
the public’s impression of cork as a light, soft, resilient, water-repellent material, 
in selling Korxoled shoes? 

This particular manufacturer is already doing so. Why don’t you, too? Korxole 
innersoles (like the cork from which they are made) are always soft and comfort- 
able under foot; always dry and smooth; never warp or crack; and never lose 
their shape. 
Keep these facts in mind. Ask the next salesman that calls, for Korxoled shoes. 
Give your trade shoes of added comfort and wearing qualities, as well as dis- 
tinctive styles. 

“What the Public Wants” and “The Shoe Salesman’s Series” sent free upon 
request to the interested merchant or salesman. 


Armstrong Cork Company 
132 Twenty-third Street Pittsburgh, Pa. 


Distributors in New England for Korxole and Allied Products, Armstrong Cork 
Products Company, 403 Shoe and Leather Building, 207 Essex Street, Boston, Mass. 


“The Flexible Cork Innersole That’s Built Into the Shoe” 
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HUBTIP 89, METAL TP é 


T BHERE is no metal in the tp= ai 
remain aiways a permanent wiack. 





“HUBTIP” ¢s @ Laces, 
Never Ship. 


Made of fast coior braid, will wear twice as long as o rdinar 


SHOE LACES 


consequently, they 


APPEAL TO THE CUSTOMER WHO NEEDS SHOE LACES 
THAT NEVER LOSE THEIR TIPS 
THAT NEVER FRAY OUT 


HUBTIPS BEING MADE OF BEST BRAID WILL 
OUTWEAR SEVERAL PAIRS OF THE ORDINARY 


Women’ s or Men’s 





Women’s or Men’s Men’s ’ 

a in. per gro. Strings .. . $2. ayes = in. per gro. Strings.. és “ro <7 in. per gro. Strings .. - 
Stews 33 On Strings... 4. $3] | G ASSORTMENT CABINET |D aoe pair 36 in. CABINET 

36 SE ae per eees 
F asnoursner CABINET] 234 PO 4g "Brrr o oor enn: So. ***-~ os 
Sorss Die esclckars } $3.00 ie fae ee iw“ sae 
Sechaba tage A ASSORTMENT CABINET 

E ASSORTMENT CABINET 36 pair 36 in........... ORDER A TRIAL CABINET 

36 pair 36 in........... $3.05 ie 4% ees tes. 15 with 

36 SIT a:ihenditblaceien . a MR she ntocute COUNTER DISPLAY EASEL 








FRANK W. WHITCHER CO. ~-Mfrs.--Boston and Chicago, U.S. A. 
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An Innovation 


in Arch Supports 





Notice that the support 
is BUILT INTO the shoe 


The STEINBRECHER Arch Support is unlike any other support 
on the market because it’s built imto the shoe. It absolutely 
prevents broken arches and tired feet. 

Supply your trade with STEINBRECHER Arch Supports— 
your repair department can my them in any make or model of 
shoe, new or old, in a very short time. and without changing the 
appearance of the shoe. 


Write foe Regtociere and prices on both the Arch Supports and 
the STEINBRECHER Arch Supporting Shoes. 


The Steinbrecher Manufacturing Co. 
1311 North Clark Street Chicago, Ill. 




















STOCK UP ON 


spATS NOW 


Get the 


TRUFIT 


before your 


Customers 


It is a superior quality spat—the fit is 
guaranteed. ' 
Made in Felt and Cloth in all standard 


- colors. 


Shipped at once ! 


Write for samples and prices. 


Laing, Harrar & Chamberlin 
43 North 3d St., Philadelphia 
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DE LUXE 


ee 











CAPACITY ASSURES 
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QUALITY 


—TO WHICH IS ADDED. 
ELEGANCE! 


DE LUXE spats are absolutely the last 
word in spat making. The choicest 
materials —the finest skill—the most 
perfect fit—all combine to make the 
line exceptional —a line you can offer > 


reservedly to your customers as the top 


grade product. 


In all prevailing heights, colors and 


exclusive DE LUXE styles. 


EWE ARE READY NOW FOR YOUR ORDERS. 
PROMPT DELIVERY. 


American Gaiter Co., Ine. 


Making the world’s best fitting and highest grade spats. 


FACTORY 
129-133 Grand Avenue ; NEW YORK OFFICE 


Brooklyn, N. Y. 


NN —— 
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Marbridge Bldg. 





DE LUXE 
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ALLUN QUALITY 


_ Four Staunch Leathers 
For the Spring of 1920 


AZTEC CALF 


Aztec Calf is recognized the world over as the standard of excellence for Spring and 
Summer shoes, for men, women and children. Pliable and strong, this leather is 
pleasing to the eye and comfortable on the feet. Aztec Calf will be offered in the 
coming season’s fashionable shades. 

















MANDARIN SIDES 


A chrome tanned side leather made in glazed and boarded 
finish and offered in two colors. Mandarin Sides are strik- 
ingly attractive and of the highest integrity. ‘They are 
designed to meet the call for fine shoes that can be sold at 
prices demanded by the great majority. 














NORWEGIAN VEALS 


One of Gallun’s specialty leathers—a heavy, rugged, high-grade leather that is the 
first choice of high-grade manufacturers for the popular brogue shoe. - Norwegian 
Veals are suitable for both men’s and women’s shoes and are produced in two colors 


and black. 














VIKING CALF 


A strong grained mellow calfskin that is moisture-repellent. 
This leather does not peal or chip and is especially adapted 
for a high-grade shoe. Viking Calf is favorably known and 
universally used by discriminating shoe manufacturers. 
It takes a brilliant polish and is offered for the coming 
season in five colors and black. 


A. F. GALLUN & SONS CO. 


MILWAUKEE, WISCONSIN 


A. F. GALLUN & SONS, Inc. - 
H. A. ELY, Manager, 11 EAST STREET, BOSTON, MASS. 
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War Department 
PUBLIC AUCTION SALE OF SURPLUS LEATHER 


Under Direction of Surplus Property Division 
Office of Quartermaster General, Director of Purchase and Storage 


VALUE OVER $800,000 


ZONE SURPLUS PROPERTY OFFICE 


Army Supply Base, Boston, Mass. 


STARTING 10 A. M., SEPTEMBER 18, 1919, AND CONTINUING DAILY 
THEREAFTER AT 10 A. M. UNTIL STOCK IS SOLD. 


16,000 Ibs. Black Harness Leather Backs 

93,000 lbs. Black Harness Leather Sides 

27,000 lbs. Russet Harness Leather Backs 
115,000 lbs. Russet Bridle Leather Sides 


4,000 sq. ft. Russet Strap Leather Sides, 5-7 oz. 
121,000 sq. ft. Russet Strap Leather Sides, 7-8 oz. 
80,000 sq. ft. Russet Strap Leather Sides, 9-1014 oz. 
27,000 sq. ft. Russet Strap Leather Backs, 314 oz. 
10,000 sq. ft. Russet Strap Leather Backs, 6-7 oz. 
228,000 sq. ft. Russet Strap Leather Backs, 7-8 oz. 


50,000 sq. ft. 
10,000 Ibs. 
7,000 Ibs. 
8,000 sq. ft. 
62,000 sq. ft. 
15,000 sq. ft. 
36,000 Ibs. 
17,000 sq. ft. 


62,000 sq. ft. 


67,000 sq. ft. 


38,000 sq. ft. Russet Strap Leather Backs, 9-1014 oz. 100,000 sq. ft. 


CONDITIONS OF SALE 


1. Bids to be made at an advance of not less than one-half 
of one cent per pound or foot. 

2. The highest bidder to be the purchaser, and if any 
dispute should arise between the bidders for any lot, it shall be 
decided by the Auctioneer. The Government reserves the 
right to reject any or all bids. 

3. Leather will be offered by tannage. No bid will be 
received for less than 500 pieces (unless quantity is below that 
amount) which bid will carry an option for the entire tannage 
of lot offered which must be ii iately exercised. 

4. Foot leather will be sold according to marked footage 
as a ted by the Government. Pound leather will be deter- 
mined at time of delivery, making an allowance of one pound 

© roll for wrappings, if wrap in paper. No claim will be 
allowed after removal. 

5. Sale without recourse as to quality, grade or designa- 
tion. The Government does not guarantee the tannage. 


ADDRESS ALL COMMUNICATIONS TO 


ZONE SURPLUS PROPERTY OFFICE 


Army Supply Base, Boston, Mass. 





6. The 


time the offer is made and all leather must be removed from the 
Government Warehouse within thirty days. 


7. The Government carries‘no insurance and all leather 
lett in the Government Wareh after purch will be at 
the risk of the purchaser. 


8. Terms cash f. 0. b. Warehouse, Boston, Mass. 
outa A apes of $1,000.00 pee check or cash) will be 
fore participating in - 
be returned after the sale has closed if no award has been made 


to depositor. 


e ... Leather can be seen and po ong Ene oe — - 
le on application to Surplus Property cer, me 
Office, Army Supply Base, Boston, Mass. eed 


i. Any 


Russet Strap Leather Bellies 
Russet Strap Leather Bellies Centers 
Russet Shoulders and Scraps 
Russet Bag Leather Sides 
Latigo Leather Sides 

Latigo Leather Backs 

Sole Leather Backs and Bends 
Smoked Elk Leather Sides 
Rawhide Calfskins 
Sheepskins (Jerkin Leather) 
Shearlings 


acceptance of the bids will be determined at the 





which deposit will 


further conditions will be announced at the sale. 
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Why the Round-Blade, Round-Point 
Awl Is Used in Stitching Nedlin Soles 


N stitching all Nedlin-soled shoes, 

which now carry the new guarantee 
tag for long wear and permanent appli- 
cation, a round-blade, reund-point awl is 
used. 


This is in accordance with the specifica- 
tions of the standard method of Nedlin 
Sole application, which has been adopted 
to date by 125 of the country’s oapntien 
shoe manufacturers. 


The advantage to be gained through the 
use of a round-blade, round-point awl 
seems most obvious. 


The round hole, made by the round awl, 
is completely filled by the thread. Thus 
all chances of rotting and ripping, which 
are possible when a chisel-pointed awl is 
used, are eliminated. 


As all Nedlin-soled shoes are guaranteed, 
direct to the retailer, against ripping at 
the stitches, this seemingly small detail in 
the stitching operation is of vital impor- 
tance, especially if the Nedlin-soled shoe 
is to meet the terms of the new guarantee. 


From the 125 leading shoe manufacturers . 


who have already installed the standard 
method of Nedlin Sole application in their 
factories, retailerscan order spring styles of 
Nedlin-soled shoes that are sold under the 
new guarantee plan. 


The Goodyear Tire & Rubber Comper 
Akron, Ohio 














Reason No. 2 for the New Guarantee 


If you are not thoroughly familiar with 
the operation of the new direct Guar- 
antee on Nedlin Soles—write for our 
booklet, **‘Nedlin Sole Guarantee and 
How It Operates.”’ 


Goodyear Wingfoot Heels are the 
walking mates of Nedlin Soles. They 
also are guaranteed—to outlastall other 
heels, rubber or leather. And they’re 
so dependable that only 1 pair in 
352,000 is returned for adjustment 


Neolin Soles 
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Wait Until You See 
The Keds Line 


Thousands of salesmen started Septem- 
ber Ist to show 1920 Keds—the most 


complete Fabric shoe line. 


Plans for the coming season are on an even 
greater scale than those of any previous year— 
larger style variety—more extensive advertising 
—increased production. 


Your profits will be measured by what you 
order in Keds when the Keds salesman arrives. 
Wait for him and then order. 





J United States Rubber Company ( | 
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Boots and Shoes 


Every rubber shoe factory in the 
country is running to as full capacity 
as its force of employes will allow. 
Bootmakers and shoemakers are in 
greater demand than supply, and the 
factories are pleading with former em- 
ployes who have retired to come and 
work part time or full time as their other 
duties will allow. In addition to this 
the companies are advertising for learn- 
ers, offering fair part pay while learning, 
and surety of steady employment when 
they have become expert at the work. 
Other inducements are offered. Indeed, 
one factory offers to furnish a well 
arranged nusery and children’s play- 
room for the offspring of former women 
employes who discontinued work when 
they married. 

The jobbing trade is hardly busy on 
immediate orders, but are daily ship- 
ping out goods ordered for September 
delivery. While most of them are well 
supplied with stock for present needs, 
the transportation situation has inter- 
fered with deliveries in some sections 
of the country. 

September is a fickle month, frosts 
have already appeared, and heavy cold 
rains started in on the very first day of 
the month. Retail trade is likely to 
start any day. Schools start in many 
sections this week and again the dealers 
are advised to push the sales of rubbers 
with all school shoes as well as with 
women’s Fall shoes. 


Tennis Goods 


The new tennis price lists which came 
out Iast week and this were a delightful 
surprise to the trade, both jobbers and 
retailers. Considering the steady, up- 
ward trend of prices, and the practical 
doubling of prices for leather footwear, 
many in the trade were inclined to 
expect an advance of 25, 30, or even 50 
per cent. Yet many lines advanced 
only 10 per cent, and few only 20 per 
cent. 

Tennis lines are the most economical 
footwear, value for dollar, of any in the 
market. And the high cost of leather 


Weekly 
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both upper and sole makes the canvas 
upper and fiber sole a well-worth-while 
purchase for such wear as the season 
allows. The manufacturers have im- 
proved the lasts, the construction, the 
processes and today’s samples vie with 
the stylish goods made in the best shoe 
factories. It is predicted that the 
season’s sales for the Summer of 1920 
will run somewhere between 50,000,000 
and 100,000,000 pairs. 


Crude Rubber 


Cables from London and from Singa- 
pore are to the effect that an upward 
movement has started in plantation 
rubber, and prices are now higher than 
they have been at any time in the past 
six months. As is usually the case ad- 
vances in prices tend to stimulate trade, 
and such has been the case the past 
week, the New York market showing 
greater activity than at any time since 
last Spring. The factories have started 
buying liberally, and with brokers buy- 
ing to cover deliveries contracted for the 
market has had a stimulus both from 
the producers and the consumers. Not 
only are spot prices advanced, but also 
forward quotations. It is said that the 


_ Japanese are buying heavily in the far 


East, but whether for speculation or for 
manufacturing is not fully settled. 

First latex pale crepe sells for 494 to 
50c for spot, while forward quotations 
are 50c for October-December arrivals, 
50 4c for January-March; 5lc for Janu- 
ary-June, and 52c for the whole year 
1920. 

Brazilian grades are very firm, with 
but moderate demand. Caucho ball is 
quoted higher for spot. Centrals are 
growing very scarce, with no arrivals, 
and Corinto and Esmeralda are now 
quoted at 32c. No change is noted in 
the guayule situation. 

We quote spot prices: 


First latex pale crepe ....4914@.50 
Smoked sheets........... 481446 %. . 
Brown crepe... 


Upriver fine para........ al 
OS ee .AT% 
Upriver coarse.......... 82 





MPR i ith) phe 








Islands coarse... . ... 21% 
Caucho ball upper 5 .3214 
Caucho ball lower. .. none 
BO EES NS DO 2114@. 22 
Centrals and Mexicans....30 @.33% 
Guayule (20 per cent 

py eet ae re a .29 


Scrap Rubber 


The scrap rubber footwear market is 
briefly described by the local represen- 
tative of one of the largest dealers in the 
country. He says: “Our customers are 
not buying, and will not buy at any 
price. I doubt if an offer of 5c a pound 
would tempt any one of them to buy a 
carload. The low price of crude rubber 
has hit the reclaiming business very hard, 
for almost any rubber goods manu- 
facturer would rather use new rubber 
than reclaim at. the present small mar- 
gin of difference in prices. . With stock 
on hand and no demand, we cannot 
buy at any reasonable price, and we are 
only buying when we can get stock at a 
price low enough to warrant our carry- 
ing it until reclaim comes to its own 
again. I would hardly dare quote you a 
price I would pay today for a shipment 
of boots and shoes.”’ 

Such being the case, the following, 
secured from other sources, are to a con- 
siderable extent nominal. 

Scrap boots and shoes, $7.20 to $7.40 
in Boston; $7.10 to $7.30 in New York; 
$7.05 to $7.25 in Philadelphia; $7.00 to 
$7.20 in Chicago. 

Trimmed Arctics, $5.25 to $5.75 in 
Boston; $5.00 to $5.50 in other markets. 

Untrimmed Arctics, $4.50 to $4.75 in 
Boston; $4.25 to $4.75 in other markets. 


John G. Koch Dead 


His Daughter Will Continue the 


Business 


John G. Koch, operating a shoe 
store under the name of the Pioneer 
Shoe House, established 1878, at Mt. 
Pleasant, Ia., died suddenly on Friday, 
August 14. 

The business will be continued un- 
der the same name by his daughier, 
Clara M. Koch. 
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LYNN STYLES 


Many Pumps and Oxfords Sold for 
Fall and Winter 


Lynn shops have settled down for a 
steady run to January 1. Some shops 
are 30 days behind on orders, and will 
not finish their present run until Feb- 
ruary l. 

Salesmen are slow in starting with 
their new samples. The manufacturers 
find it difficult to figure prices to be 
asked. Indications point to a higher, 
rather than a lower, range of prices. 
Some firms are unable to obtain forms 
on which to display their samples. The 
salesmen will wait for them, for shoes 
must be shown in full dress these times. 

Two months’ business has been lost on 
boots, according to some manufac- 
turers. Buyers suddenly veered from 
boots to low cuts. Many pumps and 
oxfords are being made in Lynn for this 
Fall and Winter trade, as well as for 
next Spring and Summer sales. A-nine 
months’ run on low cuts is predicted 
for next year. 

“Let the hen set’? says one manu- 
facturer, speaking of styles. He fore- 
sees few changes in footwear fashions. 
Manufacturers have difficulty in getting 
new lasts. They won’t be in a hurry to 
throw them away, and buy new ones, 
when they get the lasts they have or- 
dered, but have not yet secured. They 
will keep on using them until they pay 
for themselves. So there are likely to 
be few changes in lasts. 

Costs of making shoes, figured with a 
sharp pencil, show further advances. 
A line of stylish leather footwear, priced 
at $7.50 the past season, will cost $10 
to make at the present moment. A line 
of plain kid shoes, that sold at- $2.75 
in 1914, was priced at $8 on Septem- 
ber 1. A line of white fabric shoes, that 
sold at $4.25 a pair March 1, cost $6 
a pair to make on September 1. And 
the fabric cost was only 40 cents. A 
line of stock boots of kid and calf is 
quoted at $8.25 to $8.75 a pair. 


’ refined. 
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Lynn 


Two new’shoes were seen on prome- 
nade in Lynn the past week. One was 
a bronze pump, with a Louis hecl, and 
cross straps. It was worn with an 
autumnal brown dress. The other was 
a slim, low heel pump, that fitted so 
smooth it was hard to tell where the 
pump stopped and the stocking began. 
These are just test shoes. Plain and 
colonial pumps, oxfords and ankle ties, 
are the sellers. 

There is in one Lynn factory, orders 
for 50,000 pairs of shoes, which are 
already 30 days late, because the tan- 
ners have not yet delivered the leather 
of which to make them. 


DOLLAR LEATHER 


Of Best Cut Oak Tannage—Demand 
Exceeds Supply 


A Lynn cut sole firm paid $1 a pound 
for best oak leather the other day. The 
tanner told him the leather would cost 
$1.05 or $1.06 a pound, if made of hides 
at the present market price. 


A pair of No. 9 iron, first-grade -oles, 


*made of this leather will cost a shoe 


manufacturer 85 cents a pair. 

The soles are as strong and as flexible 
as a Packard limousine. The demand 
for them is greater than the supply. 


IMPROVEMENT IN HEELS 


The Leather Louis Has Been Re- 
fined 


The leather Louis heel has been 
As a consequence buyers of 
Lynn shoes are getting finer heels. 

The new heels are made of leather 
board, guaranteed 60 per cent leather 
fibre. Most of them have two grain 
leather lifts, instead of one. 

The leatherboard lifts are guaran- 
teed to be of even thickness. If they 
vary more than 1-64 inch, they may be 
returned. This assures to the buyer 
heels of equal height. 

The lifts are not nailed, but are ce- 
mented together. The adhesive is 
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colorless, so it will not soil the finish on 
heels. It is so strong that the makers of 
the heels guarantee that they will not 
check. 

Heels rival toes as a style point in 
women’s shoes these days. Merchants 
are advertising their shoes with ‘‘Louis 
19-8 heels” or “Military” 14-8 heels 
and leave it to the buyer to believe that 
the toes are long and slim. 


F. E. BESSE SHOP PASSES: 


Custom Shoemaker, Sold 
Out 

The custom shoe shop of F. E. Besse, 
Lynn, has been sold, and its equipment 
has been broken up. It is one of the 
last, if not the last, of the old time cus- 
tom shoe shops of Lynn. Mr. Besse 
carried it on for 40 years. His health 
has failed, he has sold out, and his cus- 
tom shoe shop is no more. 


TWO NEW FIRMS 


Cushing Shoe Company and Utility 
Shoe Company 


Cushing Shoe Company, recently in- 
corporated with a capital of $50,000, is 
starting to make women’s welt shoes at 
48 Oxford Street, Lynn. Morris Bron- 
ner is president and treasurer. 

Utility Shoe Company has started to 
make five cases, 72 pairs to a case, of 
McKay shoes for growing girls, misses 
and children, at 39 Wyman Street. 
Charles Rosen, formerly of the Rosen 
Shoe Company, heads the new enter- 
prise. 

NEWS BRIEFLETS 


Big Tax Paid by A. C. Lawrence 


Leather Company 

A. C. Lawrence Leather Company 

and National Calfskin Company pay a 

tax of $164,386 to the city of Peabody 

this year, and are the largest taxpayers 
in town. 

Prize Crops 
Joseph I. Melanson, head of Jos. I. 
Melanson & Bro., and George W. Melan- 
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Tober-Saifer Shoe Co. 


NOVELTY BOOTS 
AND OXFORDS 


IN STOCK. Ready to Ship 
Write for Catalog 


1312 Washington Avenue, St. Louis, Mo. 








IN-STOCK 


Deliveries At Once 


Black Kid, High and Low 
Heels, 9-inch Lace Boots. 


G oodyear ee aod ry 35 
Brown Kid 6.65 
Selected Stock. Terms 2-10 
net 30 


BARNETT SHOE CO. 
110-112 Summer St., Boston, Mass 








The House of Service 
Novelty Footwear 


IN STOCK 
In, Narrow Widths 


VINSONHALER SHOE CO. 
1211 Washington Ave., St. Louis 











COLLINS & STAPLES 
Makers of HAND TURNED 
PUMPS 





Full Louis Heels 
Leather, Satin and 
White Cloth 


Factory,118 Phoenix Row 
Boston Office, 110 Lincoln St, HAVERHILL, MASS. 











WHITES THAT ARE WINNERS 
PAIN MANY 


HARTMAN eT'Te) “COMPANY 


HAVERHILL, MASS 


(DERN FOOTWEAG a 
Went, MISSES »* CHILOREN us 


ti6 Duane _ a New Yorn. 








The Line of 100 Styles : 
of Comfort Shoes 
Juliets — Oxfords — Bals 
— Polish—Button—Theo 
Ties — Points — 
Gored Front —— 
Women's Flexible Welts 
and M Warm 
Lined — Men's Slippers. 
Tenegon BROS.,, Ine, 
Boston, Mass. 
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son, head of the Melanson Shoe Com- 
pany, each have farms in New Hamp- 
shire, and just now are showing prize 
specimens of their crops in stores of 
Lynn. 
Vamp Measurements 

One Lynn firm which is particular 
about the refinements of its shoes is now 
measuring its vamps to the eighth of an 
inch. 

Ready to Sell 

Four Lynn shoes, in stock and ready 
to sell, September 15, are these: 

A black kid boot, nine-inch lace pat- 
tern, with a 14-8 leather Louis heel. 

A No. 14 Russia calf, nine-inch lace 
boot, with a 14-8 leather Louis heel. 

A No. 14 Russia calf, nine-inch lace 
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boot, with a 19-8 leather Louis heel. 

A No. 13 Russia calf, nine-inch lace 
boot, with a-No. 25 Nubuck top, and a 
14-8 military heel. 


Black and White 


A new combination in black and white 
is a white buck oxford, with a patent 
wing tip, fox and stay, and a white sole 
and heel. It has perforations in plenty. 
It is a 1920 sport style. 


Re-employs Regiment 


The United Shoe Machinery Com- 
pany has provided employment for 
1,200 returned soldiers at its plant in 
Beverly, or roughly speaking, enough to 
make up a regiment. 


New York City 


FALL FOOTWEAR SALES 


Low Shoes Selling Well, Also School 
Shoes 


Sales of shoes by retailers in New 
York were only fair during the first 
week in September. The warm weather 
retarded the sale of Fall footwear, ac- 
cording to most merchants. The re- 
tail merchants, however, are optimistic 
concerning the future and say that the 
month of August this year was better 
than last year. Business on the first 
Saturday in September, when several of 
the large stores discarded their Saturday 
closing program, was remarkably good 
and on the strength of this the mer- 
chants are predicting a good Fall sea- 
son. Low shoes are still selling in good 
quantity and it is believed they will be 
worn by many men and women right 
up until snow flies and possibly later, 
with spats. 

The opening of the schools brought 
out good sales of children’s shoes. The 
high prices of these has not lessened the 
demand, according to most merchants. 


THE SPAT DEMAND 


Enormous Sales Expected by Manu- 
facturers 


That most retail merchants through- 
out the country have underestimated 
the demand that will appear for spats, 
is the opinion of Frederick Sayles of the 
Chicago Spat & Legging Co., who was 
in New York last week looking for 
cloth. Retail merchants who have not 
already ordered their spats will find it 
hard to obtain additional supplies before 
Spring, he says, as most of the spat 
makers are short of cloth. 

“TI don’t think there is a spat manu- 
facturer in the country,” he said, “who 


has more than a two months’ supply of 
cloth on hand and the spats to be made 
from this material are nearly all ordered 
now. It is impossible to get more good 
cloth, I find. Cloth manufacturers tell 
me they will have nothing to offer be- 
fore next May. Most of the retailers 
have ordered sparingly and will find 
themselves short of stock before the 
season is far advanced. The high price 
of shoes will force many people, who 
must economize, to use spats. As a 
fashion proposition they are increasing 
all the time. Even in the South and 
Middle West, where spats have never 
been popular with the men, retail mer- 
chants have put in supplies for Fall and 
expect a good business. In women’s 
spats’ the popular shades will be fawn 
and the new beaver color.” 


INCREASED REPRESENTATION 


More Concerns Booked ‘for Bush 
Terminal Sales Building 


Additional cases are being placed on 
the shoe service selling floor in the Bush 
Terminal Sales Building. There will 
be room for the representation of 143 
shoe and accessory concerns on this 
floor. In addition to this there are 
more than 30 firms in the building who 
have direct representation with their 
own offices and sales forces. Arthur I. 
Benedict, manager of the shoe section 
of the building, says that he has booked 
up a number of concerns for the service 
selling section and expects to sign con- 
tracts with many more in the near 
future. A list of the concerns will be 
announced within a couple of weeks. 


Completely ‘‘Sold Up”’ 


According to representatives of the 
Boyden Shoe Manufacturing Company 
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of Newark, this concern is completely 
sold up until December, 1920. The 
firm makes men’s high class shoes. 


Order for Greece 


One of the concerns represented in 
the Bush Building last week closed a 
big foreign order to be shipped to 
Greece. The size of the order was not 
made public, but it is said to be one of 
the largest foreign orders placed in this 
market for some time. The shoes were 
selected from the company’s regular 
line and are all American styles. 


American Lasts Wanted 


In connection with this, other shoe 
men who do a foreign business say that 
foreign buyers are trending toward 
American styles. They are now taking 
conservative American lasts in prefer- 
ence to the short vamped, round toed 
shoes, which have been a staple in the 
foreign market for many years. 


SPRING STYLES 


Selby Shoe Company Believe in Pop- 
ularity of Eyelet Pumps 


The Selby Shoe Company of Ports- 
mouth, Ohio, is the first concern in the 
Bush Building to show Spring styles. 
H. E. Marconnet, representative of the 
company, last week put in his Spring 
line of about 240 samples, and has be- 
gun to book business. Most of the 
samples are made in black, with small 
tags giving the other leathers and 
shades in which the shoes are made and 
the prices. Mr. Marconnet says that 
his company believes the coming Spring 
season will run largely to blacks. 
Orders so far have been mainly on 
pumps and oxfords in black kid and calf 
and tan in the same leathers. An ex- 
tensive line of white shoes also is shown. 
He also expects patent leathers to be 
good for Spring. 

This concern believes that few of the 
tongued and colonial pumps with 
buckles will be worn for Spring. 
Straight and one- and two-eyelet pumps 
promise to be popular, he says. The 
cutting down of the sample line to 240 
shoes was done as a leather conservation 
measure. This firm pursued the same 
policy with success last year. 


BUTTON SHOES 


Production Reported by One Maker 
at 1% Per Cent 


How about button shoes for Fall? 
This is a question which many New 
York shoe men are asking themselves. 
It is said that some manufacturers and 
jobbers have sold as high as 60 per cent 
button shoes for Fall and retailers are 
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wondering if buttons will take the popu- 
lar fancy. Most of the leading re- 
tailers believe that buttons will be in no 
greater demand than usual and have 
stocked their shelves accordingly. Others 
who have large quantities on hand 
admit frankly that if the craze for but- 
tons fails to materialize they will lose 
heavily. Up to the present there has 
been no indication from the public to 
stimulate a’ belief that buttons will be 
popular. One of the largest manu- 
facturing concerns who distribute wo- 
men’s shoes in all sections of the country 
reported that but one and one-half per 
cent of their Fall- production will be 
button shoes. 


AT REPLACEMENT VALUES 


Retail Shoe Merchants May So 
Mark Stock 


According to officials of the local fair 
price committee it appears unlikely 
that any attempt will be made to estab- 
lish fair prices for shoes or clothing. 
The shoe division under the direction 
of John Slater has reported the finding 
of no profiteering among shoe manu- 
facturers or retail merchants here and 
has issued statements to the public to 
the effect that present high prices are 
the result of a shortage of raw ma- 
terials and consequent high price levels, 
and to the high price of labor and the 
low productivity of shoe factories. 

Much unofficial discussion has been 


given the question of marking shoes at 


their replacement value. Opinion on 
the question appears to be about equally 
divided. The fair price committee will 
not render any decision on the matter, 
it is said, and retail merchants who wish 
to mark their stock at replacement 
value may do so without fear of being 
charged with profiteering. 


WITHOUT PROFIT 


Sale of Meade Shoe Company Cost 
Firm Much Money 


James “Meade, proprietor of the 
Meade Shoe Company, which con- 
ducted a large sale of army shoes at 
$5.50 a pair a few weeks ago, is search- 
ing for some organization that will sell 
15,000 pairs which he now has on 
hand. 

His experience in the last sale has led 
him to believe that more space and a 
larger sales force than he can muster is 
necessary to distribute the shoes 
properly. The sale cost him money, he 
says, because of the extra help and the 
closing down of his regular business for 
three days. The shoes were sold with- 
out a cent of profit. Local authorities 
are unable to give Mr. Meade the use of 


. City armories, as he suggested. 


79 


Pers To Buy 
Women's s Sh Shoes 








BULLETIN NO. 1 
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Dance Oxfords Dress Pumps 
IN STOCK 


Pat. Colt Dance Oxford. A-D $6.00 
Gun Metal Dance Oxford. A-D 6.00 
Gun Metal Pump A-D_ 5.00 


KNOX SHOE CO., Milford, Mass. 
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—~4 Gentlemen’s 
eltleton Shoes 


— A. E. Nettleton Co. 
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Buffalo, N.Y. 


FALL SHOES 


Local Merchants Advise Public to 
Buy Early 


The sale of Fall footwear has already 
begun. Buffalo shoe merchants are 
emphasizing the fact that Fall and 
Winter styles are fixed, and that now is 
the time to buy. Strong arguments are 
used to disprove the false theory that 
shoe prices are pointing downward. 
This is the way one shoe merchant 
handles the subject: 

“Our advice is to buy shoes early this 
year. Money might have been saved 
once upon a time by waiting, but not 
this season. Orders we place today, 
almost without exception, cost more 
than a few weeks ago. The whole trend 
of shoe prices continues upward.” 


FIRST PICNIC 


Held by Batavia Rubber Company 
Employes 

The Batavia New York Rubber Com- 
pany employes recently held their first 
annual picnic at Horseshoe Lake, the 
entire plant being shut down for the 
day. A program of sports was carried 
out, including a baseball game between 
men employed at the rubber plant. 
Dancing was enjoyed during the eve- 
ning. 

SCHOOL FOOTWEAR 
Specials Offered at Endicott, John- 

f son’s New Store 

Children’s school footwear was prom- 
inently featured and advertised by most 
of the Buffalo stores last week. Work 
for koys and girls has been so plentiful 
and profitable this Summer that the 
youngsters who were able to get their 
working papers earned plenty of cash in 
vacation time. Therefore, very few 
Buffalo children will be without good, 
serviceable footwear when the Fall 
term of school opens. 

These were among the specials in 
school shoes offered at Endicott, John- 
son’s new shoe store at 601 Main Street: 

Boys’ Russia calf shoes, sizes 1 to 5%, 
$4-$5; boys’ gun metal shoes, sizes 
21% to 6, $3 to $4.50; youths’ shoes, 
sizes 1 to 2, $2.75 to $4.50. 


“DOLLAR DAY” 


Event Well Advertised and Patron- 
ized 

Buffalo and other Western New 
York shoe and department stores have 
been joining in the “Dollar Day” mer- 
chandising campaign, popular in this 
territory. The event is extensively 
advertised and always draws a heavy 


patronage. The H. A. Meldrum Com- 
pany’s department store, Buffalo, which 
has a complete shoe section, uses ad- 
vantageously the “Dollar Day” a few 
times a year. The shoe merchants’ 
offerings at $1.00 include hosiery, rub- 
bers, odds and ends in infants’ footwear, 
etc. Just now when the chief theme of 
conversation is the higher cost of living, 
the opportunity to get anything of real 
value for a dollar is one which most 
people very gladly improve. 

On the foregoing subject a spokesman 
for a Western New York “Dollar Sale’’ 
recently said: 

“Some captious critic looking for 
loopholes in any attractive proposition 
may be moved to say that if good things 
can be sold for a dollar on one day, they 
might be always, but this does not fol- 
low. A large store, or a small one, for 
that matter, in the course of a year’s 
business accumulates a lot of very valu- 
able, useful merchandise which previous 
buyers have passed by unnoticed. 

“Sometimes a fair price for it would 
be $2 or even $3, but it goes unsold not 
because it is not worth the price, but 
because it does not strike an individual 
purchaser’s fancy. The worth and the 
value are there and it is better for the 
merchant to dispose of it at a positive 
loss than to carry it indefinitely. 

“In our ‘Dollar Day’ campaign 
there will be hosts of things sold for a 
dollar that are literally worth two or 
three. Then, too, the enterprising mer- 
chants realize and appreciate the advan- 
tage of having a large number of people 
visit their stores and become acquainted 
with them. For this reason it is good 


_business judgment for a single day to 


mark down certain things to cost or 
even below it. and that is done very 
generously.” 


CANADIAN EMBARGO 


Hides and Leather Products Cannot 
Be Exported 

A recent report from Bridgeburg, a 
Canadian town located across Niagara 
River from Buffalo, says in part: 

“The anticipated orders to place an 
embargo on all hides and products of 
leather were received by port officials 
here and from now on hide and leather 
shipments to the United States will be 
stopped, and in fact exportation to 
other countries as well. " This will cut 
off the exportation of thousands of 
dollars’ worth of Canadian leathers.” 


Store Expansion 


Davis Brothers’ department store at 
West Ferry and Grant Streets, Buffalo, 
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which handles shoes, will be enlarged by 
the addition of the main floor space 
formerly occupied by another firm. 
During alterations Davis Brothers are 
conducting a ten-day rebuilding sale. 


TO BALTIMORE 


Bertha L. Darling Leaves Flint & 
Kent’s 

Bertha L. Darling, advertising mana- 
ger of Flint & Kent’s department store, 
Buffalo, which has a large shoe depart- 
ment, and founder of the Buffalo League 
of Advertising Women, will leave soon 
to take an advertising position in Balti- 
more. Miss Darling came to Buffalo in 
September, 1912, and worked on the 
editorial staff of an afternoon paper 
until November, 1914, when she be- 
came identified with Flint & Kent. She 
founded the Buffalo League of Adver- 
tising Women last January, and was 
elected its first president. 


DESBRO COMPANY 


Will Build a $20,000 Factory at 
Hamburg 
A recent report from Hamburg, a 
village near Buffalo, N. Y., says: 
‘‘Hamburg. village is to have a new 
industry soon. The Desbro Shoe Com- 


pany of Rochester, of which Fred C. 
Bonnet of this village is president, has 
bought the Service garage property on 
Lake Street and will build on adjoining 
property. The additional building will 
cost about $20,000. The company ex- 
pects to employ at least 100 girls besides 
the male help needed and will make 
children’s shoes. 


NEW PRICE LIST 


Olean Shoe Cobblers Raise Charges 
on Repairs 

Cobblers of Olean, N. Y., believe in 
“striking while the iron is hot.”” With 
all Olean walking, on account of a 
street car tieup, the cobblers intend to 
make hay while the sun shines. Meet- 
ing recently they decided to raise the 
prices of shoe repairing. The high cost 
of living is one of their reasons. They 
said the high cost of leather, nails and 
wax also swayed them. The new price 
list went into effect all over that city. 


Uptown Location 
The Regal Shoe Company has leased 
from the Charles M. Bagg Hotel Com- 
pany the store at 568 Main Street, on 
the ground floor of the Bagg’s Hotel. 
This is an excellent uptown location for 
a shoe store. 


Philadelphia 


TRADE LIVENS UP 


Unexpected Late Demand for White 
: Shoes 


Retail merchants here report con- 
siderably larger sales volumes in the 
past week than in the one preceding. 
This is traceable, in a measure, to the 
fact that the preceding week was a 
short one. But aside from this there 
seems to have been a quite healthy in- 
crease in demand from the public. For 
one thing there are more calls for white 
shoes and tennis shoes than might be 
expected at this time of the year. Ap- 
parently the public still has the vaca- 
tion fever, although Fall has arrived, 
and in consequence the retail stores are 
benefitting. 


NEW STYLES ACCEPTABLE 
0.K.’d_ by 


Selections 


Public 


The new Fall styles, or rather the 
Fall stocks—for they are notable more 
for their similarity to those of the past 
season than for any departure there- 
from—apparently have met the- ap- 
proval of the Philadelphia consumer. 
Merchants quite generally declare that 


Merchants’ 


business so far indicates they antici- 
pated the public taste with a very satis- 
fying accuracy. 


LESS EXPENSIVE LINES 


Fewer High-Priced Shoes in Store 
Windows Tagged 

. There is a quite noticeable absence of 
emphasis on high prices in the window 
displays of the Philadelphia stores. 
This does not mean that expensive 
shoes are not being displayed, for they 
are. But in the majority of such cases 
they are displayed without price-tags, 
simply as high quality shoes for those 
who demand high quality shoes, on the 
assumption that to such the price is of 
secondary consideration. 

In general, however, it is the low- 
priced and medium-priced shoes which 
are being featured inthe windows. The 
reason for and experience with this 
policy, as described by one merchant, is 
quite instructive. 

“T suppose,” he says, “‘that the other 
stores are actuated by the same motive 
that we are in this policy. It occurred 
to us that with all this talk of profiteering 
going the rounds, and in view of the 
public’s well known ability to make 
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GUARANTEED 
siti:? TWO YEARS 


co RE Hub Gore means Quatity and 
Service, because Best of 
Materials and Highest Skilled 
Labor are Used 

BOSTON OFFICE NEW YORK OFFICE 

52 Chauncy St. 395 Broadway 
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TANDARD KID 
TRUE TO ITS NAME 
IT’S STANDARDIZED 

Standard Kid Mfg. Co. 
207 South St., Boston, Mass 


The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish 


Creese & Cook Co. %$5eut> Street 


Tanneries at Danversport 

















T. W. qonees, Pres. 
w. . DONALD, Vice-Pres. 
F. E. JONES, Treas. 


F. E. JONES COMPANY 
FANCY 


cocors MAT KID 


95.South Street, Boston 


Manufacturers of 
Exclusively 
Fine Calfskins 
HUNT-RANKIN 
LEATHER CO. 
BOSTON MASS. 


YOU KNOW? 


that you can buy it—or 
sell it— through the 
‘Where to Buy” columns. 
This feature in its quick 


service is a time saver in 
meeting immediate needs 
































82 


NIVERSIT 
Elgort ok 
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COLOR PRINTING DESIGNING 


CATALOGUES 


Telephone Main 3408 


HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 











Everybody in the 
knows us,originators 
for Shoe Cartons. § 
ples which speak fo1 








ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone Beach 4960—4961 








Mailing Addressing 
MULTIGRAPHING 


Rapid, Accurate Work. Low Prices 


Devonshire Multigraphing Co. 
85 Devonshire Street, Boston 
Tel. Fort Hill 1223 











Wrere Fo Bay 


Shoe Patishes - 








The Proper Dress- 
ing for Every Shoe 


Griffin Mfg. Co., Inc. 
67-69 Murray St. 
New York 











No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 
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All the Time 
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snap judgments that are superficial and 
unfair, it would be better for us to make 
a point of calling attention to our lower 
priced goods only. If a consumer 
comes in the store and wants something 
more expensive than what we have in 
the window, of course we sell it to him. 
And just to let him know that we have 
it in the store, we put some of these 
shoes in the window. 

“You would be surprised at the re- 
sults. The public walks by the win- 
dows. It glances at the displays. It 
notes prices of six and eight dollars 
where last season it saw prices of ten 
and twelve emphasized. And the pub- 
lic just naturally assumes that prices 
have gone down. Then it walks into 
the store and as likely as not buys a ten 
or twelve dollar pair of shoes, just as it 
did last season, and pays the price 
cheerfully.”’ 





FACTORY ORDERS SWELL 


Salesmen Report Satisfactory Busi- 
ness with Right Conservatism 


Manufacturers’ generally express 
themselves as quite well pleased with 
the way orders are coming in. They 
seem to give every evidence that the 
demand from the retail trade is going to 
balance much better this season than it 
did last with the ability of the factories 
to supply it. The recail trade in all 
sections appears to be buying well but 
with just the right amount of conser- 
vatism in its orders and the manu- 
facturers are hopeful that what 
promised to be a very ticklish season 
will be maneuvered with benefit to the 
entire trade, and will be very satis- 
factorily stabilized if only the element 
of speculation in raw materials can be 
held within bounds. 


Kansas City 


H. R. Barton of the McElwain Bar- 
ton Shoe Company, Kansas City, Mo., 
believes that the shoe manufacturers 
and wholesalers have before them a big 
season. In an interview last week he 
said: 

“Three weeks ago our salesmen left 
Kansas City after attending one of our 
most successful sales conventions. Dur- 
ing the past three weeks these sales- 
men have been successful in disposing 
of a great many more shoes than we had 
anticipated. The sales from all terri- 
tories show a decided increase in num- 
ber of pairs sold, as well as in dollars 
and cents. 

“We are sure that this season will 
prove to be a very successful one for us 
and will also prove to be a larger sea- 
son.” 

Mr. Barton expresses the opinion of 
their wholesalers whose men have been 
out in their territories for several weeks 
that shoe merchants are buying liberally, 
which, in turn, reflects the continuous 
healthy consumer demand which is 


constantly depleting retailers’ stocks. 


DAY OF MERRIMENT 


U.S. Specialty Manufacturing Com- 
pany Entertains Its Employes 


Lincoln Park, one of the most beau- 
tiful and picturesque parks in the Mid- 
dle West, was the scene of one of the 
most enjoyable affairs of its kind, 
August 28, when the U. S. Specialty 
Manufacturing Company, Pittsburg, 
Kansas, entertained its employes. All 
kinds of athletic sports were engaged in, 
and prizes were awarded to “Dick” 


Wolf, “‘Nick’’ Carter, “‘Slim’’ Dill and 
“Clair”? Hartshorn. 

An ample supply of delicious refresh- 
ments was no small item of the occasion, 
and -‘“‘Nick’”’ Carter was awarded a 
special prize for indulging in the largest 
quantity of ice-cream. ‘Nick’ says 
there is nothing equal to its cooling 
effect on a warm August day, and 
besides Kansas is noted for its good ice- 
cream, as well as warm Summer days. 

Shoe merchants all over the country 
are sending orders for “‘Ajusto” Boot 
Top Forms and the company has found 
it necessary to enlarge its quarters. 


WICHITA NOTES 


Cc.’ L. Brosius Appeared Before 
County Attorney 


“Prices of shoes are going higher and 
higher and within the next thirty days 
an increase of twenty to forty per cent 
is expected by retail merchants.”’ This 
forecast was made by C. L. Brosius, of 
the Walk-Over Boot Shop, who ap- 
peared before the county attorney in- 
vestigating the high cost of living here 
this week. 

“While retail prices are increasing the 
sales are falling off,’’ he said. He de- 
clared sales have decreased one-third 
since the drive on the high cost of living 
began. 

“The consumers themselves,” Mr. 
Brosius declared, ‘“‘are in part responsi- 
ble for high prices, because they demand 
better qualities in footwear. The better 
qualities cost more money and many 
women are not satisfied unless they pay 
the higher prices. 
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THE HECHT FIXTURE CO., MEDINAH BLDG., CHICAGO 





BEAUTIFUL WINDOW RUGS 


Made of Rich Ribbed Silk Velour 

WITH ART BORDERS 
These Rugs Are Distinctive and Without a Peer in the Market 
THEY ARE EXCLUSIVELY OUR OWN CREATION 


Rugs for the floor of windows are a comparatively new innovation and are the final 
touch of beauty and effectiveness to a display. 


They Lend Class and Character 
and no window can be said to be complete without them. 


They are often used to cover an unsightly floor completely but the best effects are 
secured by using one Rug in a small window, leaving about six inches of floor exposed 


on all 4 sides. 
(Continued on next page) 








For larger windows several are called for, leaving spaces between the rugs and on all sides. 


For instance a window 4 feet by 8 feet could be 


inch or long way pointing from front to back. 


planned as follows: 3 Rugs, 24x36; the 36 


Another plan: 1—24x24 and 2—24x36—The 24x24 naturally forming the center. 


Third plan: 2 Rugs, 36x36. 


A practical way to plan being to chalk off your floor and your judgment will then suggest to 


you the sizes best suited to your ideas. 


Illustration on preceding page shows one end of a rug cut off, on the finished article, borders 


—COLORS— 


naturally appear on all 4 sides. 


Colors furnished as follows: 


Tobacco Brown, No. 482; Silver, No. 483; Ruby Red, No. 481; 


Old Rose, No. 480; Dark Green, No. 484; Royal Blue, No. 486, and Gold, No. 490. 
Net Prices of Velour Rugs. 


12” Wide 20” Wide 
12x18 .. ..$2.75 20x24.. .$ 6.00 
12x24.... 4.00 20x30... ~«O72.00 
12x30.... 5.00 20x36... 8.00 
12x36.... 5.50 20x42 | 9.00 
—— = en 20x48... 10.50 

-. +. ©. 20x54... 11.50 
12x60..... 8.00 20x60... 13.00 

18” Wide aad 
18x18 .. .$ 5.00 22” Wide 
18x24... 5.50 22x24.. .$ 6.50 
18x30... 6.75 22x30... 8.00 
18x36... 7.25 22x36... 9.00 
18x42... 8.50 22x48... 11.50 
18x48... 9.50 22x54... 13.00 
18x54... 10.50 22x60... 14.50 
18x60... 11.50 22x72... 18.00 


24” Wide 30x84... 25.00 
24x24 .. .$ 6.50 30x96... 27.50 
24x30... 8.00 36” Wide 
24x36... 9.25 36x36 .. .$12.75 
24x42... 10.50 36x42... 15.00 
24x48... 12.00 36x48... 17.50 
24x54... 13.50 36x54... 18.75 
24x60... 14.50 36x60... 21.00 
24x72... 17.50 36x72... 24.50 
24x84... 20.00 36x84... 27.50 
24x96... +.23.00 36x96... 30.00 

30” Wide 48” Wide 
30x30 .. . $10.00 48x48 .. . $22.50 
30x36... 11.00 48x54... 26.00 
30x42... 12.75 48x60... 27.50 
30x48... 14.00 48x72 .. . 33.00 
30x60... 17.75 48x84... 37.50 
30x72... 21.50 48x96... 42.00 


No. 591 Rug has gold tinsel border—and is sold at 15% advance over list, any other colors 
can be had with these same borders at the advance price. 


Nos. 701-702 are rugs for displaying a pair of shoes. 


Women’s size 6x10, per doz., $11.50. 


Men’s size, 8x12, per doz., $14.50. Any colors furnished which are shown in large rugs. 
Rugs shown with borders can be made to include also fringe at 10c per foot extra. For instance: 


Rug 2 ft. x 3 ft. would be 10 ft. or $1.00 extra. 


NOTES 


All sizes are in inches. 

All in between sizes the same as next size larger. 

All sizes larger than listed, figured at $1.35 per 
square foot. 

All orders accepted with the understanding that 
we have the privilege of substituting Borders if we 
are out of style shown. 

Any Rugs wider than 48 inches will be pieced. 

No orders accepted for oval, round or any special 
shapes. Rugs made slanting are figured at the 


widest point and will not be furnished over 48 in. 
wide or 96 in. long; no rug sold at less than $2.75 
except Nos. 701 and 702. 


THE HECHT FIXTURE CO. 


Medinah Bldg., Wells St. and Jackson Boul. 
CHICAGO 





New York Show Room 
65-67 East 12th 
Bet. Broadway and 4th Ave. 














; In view of the magnitude of inquiries it is very dif- 
ficult for us to comply with requests for samples. 


Do not hesitate to order what you want. Take our 
word for it—there is no chance for a disappointment. 


Ask us for samples of Window Valances and 
Decorating Plush. 


We have catalogs “E” of Metal Fixtures, Forms, 
Racks, Hangers, Valances, etc. 


Catalog “L’”’ of Period Wood Fixtures. 
Catalog “GG” of beautiful Glass Fixtures. 
Catalog “W” of Plain Wood Fixtures. 
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“If we show two boots of the same 
quality and place a price of $15 on one 
pair and $10 on another, the woman 
customer usually shys at the lower 
priced shoe and will think she is not 
getting as good a shoe. So she buys the 
higher priced article,” said Mr. Brosius. 

“The volume of shoe business in 
Wichita nets only ten to twelve per cent 
profit a year. Depreciation is heavy 
since the advent of fancy shoes. If 
merchants handled only the staple lines 
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a much smaller profit would be shown. 
Shoes that cost $3.60 several years ago 
and were sold for $6 a pair are now 
bought for $8.30 and sold for $12 to $14 
a pair. 

“Merchants,” said Mr. Brosius, “‘can- 
not buy Spring shoes after December 1 
except under ‘open prices.’ It means 
that wholesalers will not take orders for 
Spring delivery at the present prices for 
fear of increases and the loss that may 
follow.” 


St Louis 


ACTIVE BUYING COMMENCES 


Many Purchases. for Winter and 
Spring 

Reports are beginning to come in 
from the salesmen of the wholesale shoe 
houses and manufacturers indicating 
that the buying is beginning freely and 
that the retail trade is inclined to take 
goods against the possibilities of the 
future, rather than trust to the coming 
of lower prices with the accompanying 
danger of waiting too long to get the 
merchandise in time for their needs. At 
the same time there are no reports of 
speculative buying, although retail 
merchants aver that their customers are 
speculating in a sense in that they are 
buying more than the usual quantity of 
footwear right now against the Winter 
and Spring needs. This is believed to 
be due to the agitation that has been so 
pronounced with relation to high shoe 
prices and the seeming belief. of the 
consumer that buying at present prices 
is the same as getting a bargain next 
season. 

To Labor Capacity 

The local factories are working up to 
their labor capacity and are making 
reasonably satisfactory progress in the 
matter of deliveries for the Fall and 
Winter trade. They will, in all prob- 
ability, clean up their back orders and 
also put thé in-stock departments in 
good shape for the fill-in orders which 
are expected later. Generally speaking, 
the manufacturing situation is in good 
shape with labor contented, even if in 
short supply, the hours and wages 
questions having been adjusted. In 
this respect, the shoe trade in St. Louis 
has been particularly fortunate as there 
have been no difficulties resulting in the 
impairment of production. All negoti- 
ations have been completed without 
strikes, etc. 


SHIPMENT REPORTS 
Indicate Greater Volume in Pairs 
and Dollars 
_ The reports of shipments of the vari- 
ous St. Louis factories and wholesale 


houses are of greater volume, both in 
pairs and financial value, for August, 
1919, than for the same month last year. 
This statement is made by practically 
all houses, although in most cases state- 
ments of figures are withheld according 
to the policy adopted a year or more ago 
by the large concerns of not giving out 
statistics of their business. The Mc- 
Elroy-Sloan Shoe Company is the only 
concern giving out its figures at present 
and these relate only to gains made, 
which have been continuous each month 
ever since the reports were first issued. 
For August the gain was $42,572.59, 
with the gain for the eight months of 
the calendar year $744,695.96. 


THE PUBLIC DEMAND 


Tendency Toward Paying the 
Higher Prices 

A statement telegraphed from Wash- 
ington that a shoe manufacturer was 
authority for the statement that a good 
quality shoe put on the market to retail 
at $6 to $8 per pair had been withdrawn 
because it would not move, while the 
higher priced goods did, was of some 
interest to manufacturers in St. Louis. 
While none of them have had just such 
an experience and while all their lines 
and numbers are moving to capacity it 
was the general expression that good 
footwear, with style and quality, but 
still not up to the specifications of the 
high grade goods, was not moving in 
proper proportion to the high priced 


- goods. While not caring to be quoted 


individually it was the very general 
feeling that the public’s tendency to- 
ward high price paying was in part at 
least its own fault and that manu- 
facturers were chiefly following the 
public demand and not themselves 
entirely to blame for the extremes pre- 
vailing in certain numbers. 


JACKSON JOHNSON RETURNS 
In Time to Participate in President 
Wilson’s Visit 

Jackson Johnson, chairman of the 
Board of the International Shoe Com- 
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‘e To Buy 


Miscellaneous 


of Shoe and Leather Firms Solicited 
41 BEDFORD STREET, BOSTON 











ATTENTION, MR. SHOE MERCHANT 
Change your Faded or Off Colored Shoes to 
Latest Fashionable Cordovan Shades. We will 
RECOLOR them by our Patented Process at 
our Recoloring plant. Simply send us your 
stock. Best stores in country use our system. 
Colors permanent. NO PAINT. Write us for 
full information or send mele peice for trial. 
It will i Pye ALBANY SHOE REPAIR- 
ING COMPANY, Recoloring Department, 
157 Kingston Street, Boston, a 








Te mark of ~™ 


600d shoe buckles 
ever since lLIOS5 

L. ALTERSON & CO. 
"HONE GREELEY 606 


2 W 34% St., New Yor! 











RITE-AWAY 


TRADE MARK 


REEL OUTFIT 


PATENT PENDIN 
BRAID ON THE REEL 
MANUFACTURED BY 


H. W. RAMSAY & COMPANY 
145 FEOERAL STREET, BOSTON, MASS. 








ewe l= 


CS ie 


C 


a 


“ShoeStaink 





Fox 2-Ply Shoe 
i" 
pS : 


Made Ezclusively by 
THE FEDERAL OVERGAITER CO. 


16-18-20 E. 12th St., New York, N. Y¥. 








QUESTIONS 
ANSWERED QUICKLY 


in **Where to Buy”? columns—a 
growing directory forall the trade, 
presenting answers briefly to cur- 
rent problems in merchandising. 











INFORMATION fieccce 


“Where to Buy” contttites a 
source of kno so that he who 
runs pages may read 
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Where to Buy 


Men’s Shoes 











- Men’s Welts 


lee UNBRANDED UNION MADE 


IN STOCK 


DIAMOND SHOE CO. 




















Factor Salesroo 
anenet he Mark Breckton New York, N. Y. 
[aor wy, \46 
-& FORNMEN 


who care to dress 
a 


TDBARRYCO 


Brockton. Mass. 








TRADE MARK REG 
US Pat oFnice 























FINE FASHIONS FOR MEN 


PLAIN 
(CARTONS 


UNION 
MADE 





FISKE SHOE & LEATHER CO. 


717-719 Atlantic Avenue, Boston 














Where to Buy 


Men's, Women’s and Children’s Shoes 








AShoe for Boys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 











ELIAS BERLOW 
Selling Agent 
“FISKE”—MEN’S SHOES 
“ASBORN” CHILDREN’S SHOES 
DUSTEN WOMEN’S SHOES 
TWEEDIE BOOT TOPS 


110 Duane St., New York, N.Y. 








IN-STOCK 
Style Specializers of 


WOMEN’S 
NOVELTY 
SHOES 


Sur 


Washington Ave., 
St. Louis 








Where to Buy 3tyies 


readers, free for the asking, with autheatic 
information on current problems. 





An extra editorial service to “Recorder” : 
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pany, who has been spending the past 
month at Harbor Beach, Mich., with his 
family, returned to St. Louis in time, as 
president of the St. Louis Chamber of 
Commerce, to participate in the Cham- 
ber’s entertainment of the President of 
the United States at luncheon last week 
Friday. The luncheon was a non- 
partisan affair and was attended by 
more than 1,200 who were seated in the 
roof garden of the Statler, while about 
500 others were accommodated in an- 
other dining room and given‘ standing 
room in the roof garden to hear the 
President’s first address. His second 
speech was in the evening. 


REGARDING VACATIONS 


A. C. Brown and George M. Shank- 
lin Back Home 


President Alanson C. Brown, of the 
Hamilton-Brown Shoe Company, who 
has been in the East on a combined 
vacation and business trip, has returned 
to the city. His survey of the shoe and 


Fall trips. 
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leather situation while away brought 
him back well prepared for the problems 
of the Winter and Spring season despite 
their difficulties. 

George M. Shanklin, leather buyer 
for the Brown Shoe Company, has re- 
turned from his vacation trip, but Vice- 
president E. R. McCarthy and Sales 
Manager T. F. James are both still 
away, having deferred their rest period 
until after they had put the sample lines 
in shape and got the. men out on their 
Both are expected back 
soon. 

G. W. Brown Still Away 


George Warren Brown, chairman of 
the board of the Brown Shoe Company, 
Inc., who has been at Rye Beach, N. H.., 
is expected back soon. Mr. Brown did 
not take his usual vacation until later 
in the seasor than his custom and is 
therefore remaining away later in the 
Fall. He has quite recovered from his 
recent severe surgical operation at 
Johns Hopkins Hospital in Baltimore 


Chicago 


FALL SHOE SALES 
Hindered by Week of Warm Weather 


Weather that has been extremely 
warm, compelling the shedding of all 
heavy garments for those of midsum- 
mer lightness, was all but beneficial to 
the shoe trade, during the week of 
September 1. While the first week 
of September has seldom been wrought 
with excessive business among the shoe 
stores, yet a larger volume of business 
was expected this year than in previous 
seasons on account of the changed 
conditions. These expectations un- 
doubtedly would have materialized had 
not a siege of hot weather prevented 
very few calls for boots. 


BLACK SHOES PREDOMINATE 


Low Shoes Have Been in Great 
Demand 


Black lace boots for women are every- 
where the dominating style. Dull black 
kid, patent vamps and dull kid tops, 
black suede are featured, and have the 
most popular demand. Button boots 
have not reached the call the merchants 
had expected them to attain, although 
most of the merchants predict that later 
in the season button shoes will come into 
their own from a standpoint of sales. 
The sale of colored combinations is 
light, but these styles in lace are moving 
more rapidly than all styles of button 
shoes. , 

During last week low shoes have had 


a vigorous call, particularly black satin 
pumps, black kid pumps and brown 
oxfords with walking heels. The warm 
weather was a considerable factor in 
lifting the sales of these. 


A STYLE FORECAST 
By the Cutler Shoe Company 


The Cutler Shoe Company forecasts 
Fall footwear styles in the following 
order: black first, with these color- 
tones in order of their popularity: 
beaver brown, forest fawn, field mouse, 
sepia brown and storm gray. 


FASHION PAGEANT 
Participated in by Wolock & Bauer 


The Pantheon Theatre, a large 3,000 
seat moving-picture theatre on Sheridan 
Road near Wilson Avenue, conducted 
a Fall Fashion Review during the entire 
week of August 31, in which Wolock & 
Bauer, located in the Pantheon Theatre 
building at 4636 Sheridan Road, was 
the official furnisher of shoes. A run- 
ning board extended from the center of 
the stage down through the middle of 
the theatré, reaching almost to the full 
length of the show-house. Living 
professional models marched down this 
running board, showing off new gowns, 
millinery ard Wolock & Bauer’s shoes to 
perfection. It was a splendid piece of 
publicity, Wolock & Bauer receiving 
mapy compliments on the styles they 
exhibited, and also receiving consider- 
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able business directly traceable to this 
Style Show. 


Offer 10 Per Cent Reduction 


An introductory discount of 10 per 
cent on all boys’ and girls’ shoes pur- 
chased from September 8 until Septem- 
ber 13 is being offered by Loren 
Miller & Co., the north side department 


store. 
SALESMEN OUT 


Hamton Shoe Company’s Men in 
Territories 


The salesmen for the Hamton Shoe 
Company, wholesalers of women’s shoes 
and felt slippers, located at 26 S. Wells 
Street, Chicago, left this week for their 
territories in different pacts of the Cen- 
tral West. Six new men have been 
added to this compaay’s fast growing 
selling force. 


ANNOUNCES OPENING 
Alfred J. Ruby, Inc., Opens Shoe 


Store 

Alfred J. Ruby, Inc., operating a shoe 
store in Detroit, have just opened their 
first new store in Chicago, and in an 
attractive newspaper advertisement 
they have announced the opening as 
follows: “‘We announce the opening of 
our Chicago Shop—devoted exclusively 
to high grade footwear for men and 
women, centrally located, at 60 and 62 
East Washington Street—between Wa- 
bash and Michigan Avenues. 

“Our Specialty is Smart Well-built 
Shoes—Attractive to the discriminating 
taste—Fitted by a Staff of experts. 

“This Shop will appeal to a clientele 
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that is appreciative of the Best Foot- 
wear and Service. 

“May we have the pleasure of Serving 
youd” 


CHILDREN’S BUSINESS 


Reports Indicate Good Footwear 
Bought by Mothers 


Reports from shoe stores located in 
the outlying sections of the city are very 
favorable. Last week the sale of shoes 
for the children has been active, com- 
mencement of school playing an im- 
portant part in inducing the purchase 
of new footwear for the juveniles. The 
merchants say that quality in this kind 
of footwear was always in demand, the 
mothers insisting on good shoes, paying 
the comparatively high prices for same 
with a reconciled feeling that it was a 
good investment after all. 


WHOLESALERS ACTIVE 


Buyers Calling on Trade in Large 
Numbers 


A fair number of buyers were in the 
market this week. These men, coming 
from all sections of the Middle West, 
and a few from extreme sections, say 
that business locally was never so suc- 
cessful as it is now. These buyers are 
calling on the wholesalers of men’s and 
children’s shoes in as large numbers as 
they are visiting the women’s shoe 
houses. In the men’s lines they are 
buying tony calf, tony calf vamps with 
field mouse top combinations, all with 
the English lasts. The darker colors of 
leather are everywhere the call in men’s 
shoes. 


Louisville 


THE RETAIL TRADE 


Business Affected by Long Street 
Car Strike 


Retail business in Louisville has been 
very quiet since August 18, due to the 
longest drawn out street car strike that 
the city has ever known. 

The result of this strike on retail 
business has been very pronounced. 
Retail merchants in some instances 
have stated in the press through the 
merchants’ organizations that business 
is off about twenty-five per cent due to 
the strike, but several retail merchants 
who have been interviewed state that 
they are not doing much better than 
twenty-five per cent of their normal 
business. However, things have picked 
up during the past few days, as the 
public is getting used to the strike, and 
is coming out better. Some retail mer- 
chants now claim fifty per cent and 


others as high as seventy-five per cent 

r 
now. However, many stores have been 
almost deserted. 


IN TRUCKS 


Several Local Houses Arrange for 
Hauling Employes to Work 

Besten & Langen, Inc., and several 
other houses of Louisville have been 
hauling all ‘of their employes to work 
during the street car strike, the Besten 
Company arranging with a local truck- 
ing concern to make a circuit, and ar- 
ranging with employes to be at certain 
intersections to meet the trucks on 
schedule time. Some houses have been 
hauling employes in pleasure cars. The 
cost of taking care of employes has been 
rather heavy with some houses. 


An Excellent Volume 


Manager H. E. Potter, of the shoe de- 
partment of DuRand-Perry Company, 





87 








Where to Buy 


Miscellaneous 








SALES LETTERS 


MULTIGRAPHED-— 
FILLED IN--SIGNED— 
MAILED. 


F. S. ROOT CO. 


a PUBLICITY SERVICE 
EACON ST., BOSTON 








Trim Your Windows with 


WIN - DECO 


DISPLAY PAPERS 


Send for Free Somotes. a Variety of 
he noe ga aaa SERVICE 
Bosto: 














WOOD SOLE 
SHOES 


ROCKER BOTTOM 


14-inch hoote, high J jose 
ts and shoes. 


for catalog. 
REECE SHOE COMPANY 
Columbus, Nebraska 





CALDERWOOD PREG ei 














Shoe Store Chairs, Settees, 
nat , Sereens, etc., 
Wood Window Display Fixtures 





AR ONKEN Co. 


1141 Ww. at incinnati, Ohio, U. S. A. 











Where to Buy 


Rubber Footwear 





MAKERS OF 


DISTINCTIVE 
RUBBER 


FOOTWEAR 
CAMBRIDGE RUBBER C9 CAMBRIDGE MASS 
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YOUNG WOMEN 
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SHOES 


fOr” 


Style Supreme 


in the new J & K line for 
Spring and Summer, 1920 


** A treat to see 1t’’ 


Ahead of All 
Other Lines, ««: 


LeCompte’s Booterie 
Oklahoma City,” Okla. 


E. LeCOMPTE, Pres. DAY FEZLER, Sec’y 


BOOTERIE SHOE. Co. 
119 WEST MAIN STREET 


Oklahoma City, 
Sept. 1, 1919 


The Julian & Kokenge Co., 


Cincinnati, Ohio 


Gentlemen: 

We feel that the good service you 
have given us this season and the big 
improvement that you have shown in 
your shoes deserves a letter of com- 
mendation. Starting as we have in a 
small store 15 years ago, handling 
J & K shoes, we feel that the J & K | 
line has had: considerable to do with 
our present success of operating 12 
stores. We have seen each season that 
J & K shoes have improved and kept 
ahead of all other lines in their grades 
and style improvements and we wish 
to congratulate you on their wonderful 


’ success. In our new store, in Okla- 


homa City, which is one of the largest 
in the southwest, J & K shoes will play 
a very prominent part. 

Respectfully yours, 


THE BOOTERIE 
(Signed) E. LeCompte 


J&K 
“A Standard of Quality” 
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NAPIER’S BOOTERIE 
Ladies’ Fine Footwear 


Minneapolis, Minn. 
721 Nicollet Ave. 


Omaha, Neb. 
307 S. 16th Street 





August 26, 1919 


The Julian & Kokenge Co. 
Cincinnati, O. 


Gentlemen: 

It indeed affords us pleasure to advise you what we honestly think 
of J & K shoes. And the best proof is that we have been one of your most 
loyal customers for the past twelve years. 

During the early part of 1907, Napier Brothers came west from their 
little home down in Alabama to seek their fortune in the retail shoe busi- 
ness, landing in Enid, Okla., a town of about 15,000 inhabitants. The 
Julian & Kokenge Co.’s shoes were featured from the beginning, and we 
cannot help but feel that your line has been partially responsible for our 
success. 

You have watched us grow from a small concern, doing an annual 
business of less than $30,000, to what we are today with annual sales of 
more than half a million dollars, and not one season during this progress 
have we failed to give The Julian & Kokenge Co., a goodly portion of our 
business. When a line of shoes has helped to build a business to this 
extent, it must be right. And we unhesitatingly say, without the slightest 
exaggeration, that in our opinion, J & K shoes are the best that canbe 


procured at the price. 
; Yours Very Truly, 
NAPIER’S BOOTERIE 


(Signed) S. W. Napier, Pres. 
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‘Best 
Money 
Can 
Buy” 











—says 
Stanley 
Napier, 

of Omaha 
and 
Minneapolis 










































Line now being shown throughout the nation 
: by our twenty-five service salesmen 


He JULIAN & KOKENGE Co. 


CINCINNATI. 
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immerine 
Shown bY © JO 





Style No. 324 
Last No. 112 





BLACK KID COLONIAL 
LEATHER LOUIS HEEL 
WELT 


A MODEL THAT EMBODIES ALL . 
OF JOHNSON BROS. SKILL IN 
WORKMANSHIP AND CAREFUL 
SELECTION OF ONLY THE BEST 
MATERIALS. 


FROM THE SPRING 
LINE OF CONSERVA- 
TIVE STYLES AND 
STAPLE VALUES. .- 
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reports that in spite of the strike he has 
been handling an excellent volume of 
business, due largely to the fact that a 
considerable portion of his trade is 
exclusive trade that comes to the store 
in ite own autos. 


Henry Mullins Returns 


Henry Mullins, of the Hub Shoe 
Company, recently returned from a trip 
to Mt. Clemens, Mich., where he spent 
several weeks in getting rid of an attack 
of rheumatism, which he claims resulted 
from spending a day in swimming and 
playing around in the rain at the July 
meeting of the shoe association at South 
Park. 

A Big Proposition 

The Market Street Merchants’ Asso- 
ciation is behind a million dollar hotel 
proposition, which it is planned to build 
in order to hold business on Market 
Street, which has been going backward 
for the past several years. 


MERCHANDISE SCARCE 


All Classes Demanding Best Foot- 
wear Obtainable 


Louisville retail merchants report 
that merchandise is very scarce, and 
that they are unable to secure new high- 
priced stock. Men returning from the 
East report that the Eastern factories 
are loaded down and that they are ac- 
cepting no new business. The markets 
are flooded with cheap merchandise, 
side leather upper shoes, etc., but re- 
tail merchants can’t sell that class of 
merchandise, as the workingmen as well 
as all other classes of buyers are draw- 
ing high wages and demanding the best 
obtainable. 


WASHINGTON’S REPORTS 


Local Retail Shoe Association Takes 
No Action 


Louisville retail shoe merchants have 
held off on the Washington wrangles 
relative to profiteering, etc., although 
newspaper reports of statements made 
by the Federal Trade Commission 
were roundly condemned within shoe 
circles. The Retail Merchants’ Asso- 
ciation came out in the newspapers 
with a statement showing that the retail 
merchants were not profiteering in 
shoes and giving information concern- 
ing the leather market, manufacturing 
market, etc., to show that the merchant 
had nothing to do with the high prices 
asked. However, the Louisville Shoe 
Retailers’ Association, after. discussing 
the problem at its August meeting, de- 
cided that as an association it would 
make no effort to refute the charges 
made-in Washington. The Louisville 
retail merchants took the stand that 
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these charges were not made directly at 
the retail merchants of the country, nor 
at Louisville retailers. It was felt that 
the retail merchant had nothing to do 
with the markets and any statements 
which he might make would merely 
draw him into the controversy. There- 
fore, the least said by the retail mer- 
chant the better. In the meantime 
Louisville will buy shoes regardless of 
price. 
MEN’S SHOES 


Installed at Petot Wundershu Com- 
pany’s Store 


Manager William Straub, of the 
Petot Wundershu Company, has re- 
cently installed a line of men’s popular 
priced shoes in the heretofore women’s 
store in the Courier-Journal building. 
The Petot store was opened about two 
years ago at Fourth near Market 
Street, and moved to the present loca- 
tion a few months ago. The new store 
has proven a hummer and women’s 
shoes have done so well that it was de- 
cided to take on the men’s line. 


WOMEN’S SHOES 


in Basement of Husch 
Brothers 


Located 


Louisville will shortly have a wo- 
men’s new shoe department which will be 
located in the store of Husch Brothers, 
on Fourth between Market and Jeffer- 
son. The department will be in the 
basement of this Ladies’ Ready-To- 
Wear store and will be operated by the 
J. J. Sensenbrenner Company, of St. 
Louis, as a leased department. It had 
been rumored for several months that 
Husch Brothers were planning to open 
a women’s shoe department. = 


BURNEY IN CHARGE 


Of Women’s Shoe Department at 
Stewart Dry Goods Co. 


_R. E. ‘Burney, formerly of Lake 
Charles, La., where he had charge of 
the ladies’ department of the Miller 
Company, has taken charge of the 
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women’s shoe ‘department of the Stewart 
Dry Goods Company, succeeding O. H. 
Kirkpatrick, who went to Los Angeles. 
Mr. Burney has had eighteen years’ 
experience in the shoe business, having 
started at the age of fourteen years in 
Texas, and now being thirty-two. For 
several years he was with the Buckley 
Shoe Company, Houston, Tex. Inci- 
dentally he recommended Mr. Kirk- 
patrick for his first buying job, and later 
Kirkpatrick recommended him for the 
position at Stewart’s. 


RETURNING SHOEMEN 


Local Merchants Back from Vaca- 
tion and Buying Trip 


Louisville shoe men have been busy 
in the East, but most of them are back 
again spending vacations and buying 
trips in the New York and Boston dis- 
trict. L. S. Byck, of Byck Brothers, 
recently returned after a month in the 
East. Al Vogel, of Vogel Brothers 
Shoe Mfg. Company, has been East for 
several days looking for merchandise 
for his jobbing department. Charles 
J. Fedler, Jr., of the Boston Shoe Com- 
pany, has returned from the East. 
Harry Schutz, of the Walkover, has re- 
turned from a business trip East, and 
Leo Rothschild, of the Berland, is back. 


NEW SHOE STORE 


To Be Opened by Al A. Rosenbush 
Company, Boston, 


The Al A. Rosenbush Company, Bos- 
ton, which controls the Berland Sample 
Shoe Stores, including one in the Paul 
Jones building at Louisville, will shortly 
open a second shoe store in Louisville, 
the new store to be on the second floor 
of the building housing the LaPalma 
Restaurant. Leo Rothschild, manager 
of the local Berland store, will have 
charge of the new store as well as the 
old one, the new store handling men’s, 
women’s, and children’s lines. This 
company has proven that second floor 
locations can be profitably operated 
with popular-priced lines. 


New Orleans 


REFUTE CHARGES 


Local Shoe Merchants Begin a 
Publicity Campaign 


New Orleans Shoe retailers are on the 
war. path, and, judging from a news- 
paper publicity campaign that they 
have inaugurated, the people of New 
Orleans, at least, will know that the 
merchandiser of shoes is not a profiteer. 

It all happened at the regular monthly 


meeting of the as;ociation held at the 
Association of Commerce, Wednesday, 
August 27. Phil Schiro started the 
discussion as to the high cost of shoes. 
Mr. Schiro was soon followed by others 
and it was right then and there agreed 
that the association should begin & 
publicity campaign to educate the New 
Orleans public at least that they are 
not profiteering. 

“They’re always picking on us,” said 
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STANDARD 
STYLES 
IN-STOCK 


A152—Russia A 140—Havanal. 
Calf Lace Kid Brown 


HARNEY NOVELTY BOOTS 


FOR AT ONCE DELIVERY 


A 100—Pat. Vamp 9” Lace, Satin Twill Top, 18-8 LL. Heel, C to D 
Aim— * “ “*-'* Wat Cob Top, 18-8 LL. Heel, A to D 
A 129—Mat Kid 9” Lace, Mat Cab Top, 18-8 LL. Heel, B to C 
A 148— “ “ 816” Pearl Button, 19-8 LL. Heel, A to D 
A 140—Hav. Brown Kid 844” Pearl Button, 19-8 LL. Heel, A to D 
A 149—Black Kid 9” Lace, 14-8 LL. Heel, A to D 
A 151—No. 14 Russia Calf 9” Lace, 14-8 LL. Heel, A to D 
A 152—“ “ me oy Ries 19-8 LL. Heel, A to D 
A 153—No. 13 Russia Calf Vamp 9” Lace, 


No. 25 Nubuck Top, 14-8 Mil. Heel, A to D 


FOR OCTOBER ist DELIVERY 
A 134—Gun Metal Vamp 9” Lace, Mat Cab 


9 gogo wor K 
RARSASRS 
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Top, 14-8 Mil. Heel, A to D 
A 138—Black Kid 9” Lace, 19-8 LL. Heel, AA to D 


A 139—Hav. Brown Kid 9” Lace, 19-8 LL. Heel, AA to D 
A 141—No. 14 Russia Calf 9’’ Lace, 14-8 Mil. Heel, A to D 
A 154—No. 18 Gray Nubuck 9” Lace, 19-8 Full Louis Wood 


Covered Heel, AA to C 
A 155—Pat. Vamp 9” Lace, Fawn Cloth Top, 19-8 LL. Heel, A to C 


se 2eeS 


Aone 


as 


In-Stock Terms 2-10 Net 30 
Prices Subject to Change Without Notice 


P. J. HARNEY SHOE CO. 


Factory: Lynn, Massachusetts 
Boston In-Stock Department 78 Lincoln Street 


ar * Shoes You Order Are the Shoes You Get 





Sept. 13, 1919 


eT RE 


hi IS 


PEE TRO 


























Sept. 13, 1919 


Mr. Schiro, “‘and the truth of the matter 
is that we are getting at least the worst 
of a bad bargain.” 

The following committee was then 
appointed to handle the campaign: 
Ralph P. Levey, chairman, Philip 
Schiro and Robert Gallegley. 

The local merchants are in sympathy 
with the public on lowering high prices 
and were it possible for them to lower 
present prices or to aid the government 
by giving information that would help 
prevent the high prices, they would 
gladly do it. 


THOMAS ARROW RETURNS 


Manager of Chas. A. Kaufman Shoe 
Department Back from East 


Manager Thomas Arrow, of the 
Charles A. Kaufman shoe department, 
just returned from the Eastern shoe 
markets and said: that “the prices asked 
would knock you off your pins. While 
I secured what I went after, I had to 
pay fine prices for them,”’ he told the 
“Recorder” correspondent. ‘As a gen- 
eral thing, however, we have no kick 
coming. People are asking for fine 
shoes and are willing to pay good money. 
I consider the outlook bright and not so 
bad as some of the dealers make it 
appear.” Let us look at the bright side 
of life and stop knocking, is the way 
Mr. Arrow feels. 


AN ELECTION 


Ralph P. Levey Member of Conven- 
tion Board 


Ralph P. Levey, of M. Pokorny & 
Sons, Ltd., has just been elected a mem- 
ber of the 1919 Convention Board of 
the Associated Advertising Clubs of 
the World Convention which meets in 
New Orleans, September 21-25. Mr. 
Levey succeeds F. P. Breckenridge, 
resigned, and has already plunged into 
the swirl of work that is keeping every 
member of the New Orleans Ad Club 
busy these days preparing for the arrival 
of the world’s advertising men. 


FALL DISPLAYS 


Merchants Making Preparations— 
Reports on Prices 


New Orleans dealers report big busi- 
ness down the line, many of the Canal 
Street Stores getting ready for their big 
Fall displays. The opening of school 
season also has caused an increese in 
children’s footwear, many stores getting 
out fine displays for the first week in 
September. 

At the Walk-Over store it was re- 
ported that I. R. Jacobs had returned 
from an extended business trip East. 
“‘I paid good prices,” said Mr. Jacobs, 
“but I secured what I went after. Had 


‘being four and five weeks late. 
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a fine trip and I'll try to buckle down to 
hard work.” 

Manager Rene Robert at Leon 
Godchaux Company, Ltd., said that 
business was never better. “‘We are 
giving the public the benefit of prices 
we bought at six months ago. We are 
doing our bit to lower the high cost of 
living.” 

Phil Schiro, manager of the Roth 
Shoe Store, said that their Fall goods 
are in and are getting ready for their 
Fall display. q 

Manager Ed Wild of the Crossett 
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Store is just back from a trip to the 
Eastern Shoe markets and reports shoes 
being out of reach. “I got what I went 
after,” he said, “‘and had to pay for it, 
believe me.” 

M. F. Duff reports a big sale of school 
shoes out his way, while Louis Spori in 
the lower section of the city has a fine 
display of girl’s shoes. 

Alphonse Verlaque reports business 
a little slow down his way. “High 
prices don’t seem to bother our custom- 
ers down here, they want good shoes 
and are paying for them.” 


Cincinnati 


REGARDING FALL TRADE 


Women Buying Regardless of Prices 
Quoted 


The local retail merchants report a 
general lull in trading during the past 
week. Just at this time when the large 
majority of the buying public is not quite 
ready to purchase high shoes, and have 
no reason for buying another pair of 
low shoes, seasonable weather still 
being enjoyed, the public is found to 


be doing nothing further than to take - 


a look at what Fall and Winter lines are 
now on the shelves. Some of the larger 
down-town merchants are still waiting 
for a few of their leading styles and 
patterns, shipments in many cases 
How- 
ever in the case of the merchant carry- 
ing women’s footwear, and for those 
who have been fortunate enough to 
have received some attractive lines, a 
goodly amount of advance Fall business 
has been reported. And in this early 
Fall trading it is noticed that women 
are showing little or no concern as to 
the price they have to pay, the prime 
object apparantly being to get the 
shoes while they can. 


REGARDING NOVELTIES 


A Call Is Noted for Same from Men 
Buyers 


This eagerness to get the right kind 
of footwear is also noticed in the men’s 
shoe business. Merchants here who 
have their Fall goods on the shelves are 
doing exceptionally good business con- 
sidering the general. between-season 
dullness. There is a very noticeable 
call which is showing itself in the early 
Fall buying, for novelties in the men’s 
lines. Winged tips and perforations 
are starting off in great demand. 


- Brown patent leather is also selling fast 


with those who have shoes of this. 
Cloth tops show indications of being in 
greater demand than they- were -last 


Winter. And button footwear in dress 
lines is looked to as being a better seller 
than heretofore. 


SHOE WORKERS’ BILL 


Cincinnati Manufacturers to Con- 
sider Contents 


The local boot and shoe manufac- 
turers’ association had presented to its 
officials last week a bill from the shoe 
workers in the local factories which 
embodies demands for higher wages 
and a working week of forty-four hours. 
The details of the bill have not been 
given out, but it has been indicated that 
the demands for increased wages this 
time, if granted, will put the shoe 
makers of this market at the top of the 
scale in wages received. The Cincin- 
nati Shoe Manufacturers’ Association 
will have a meeting this week and will 


_ at that time consider the contents of the 


bill. 
SHORT SELLING SEASON 


Factories'Have Booked Considerable 
Portion of 1920 Business 


This week many of the shoe salesmen 
representing the local factories will go 
into their territories with their new 
lines. The shortest selling season in 
many years is expected this time. 
Some of them expect to be out only 
about five weeks. They can sell only 
a certain number of pairs of shoes and 
after those are gone they are through. 

The hesitancy in buying that was 
characteristic of the first part of the 
last Spring selling season is not expected 
this season. Many of the local fac- 
tories have already booked a consider- 
able portion of their next Spring and 
Summer business. 


Manufacturing Status 


While there haz been somewhat of a 
softening in the raw hide leather market 
during the past two weeks, the local 
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No order is too large 
or too small to receive 
our prompt attention. 
Sample pairs submitted 
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manufacturers do not look for better 
prices soon, for the leather market to- 
day is considerably higher then it was 
when they purchased the stock on 
which they are basing their quotations 
for next Spring and Summer footwear. 
They say that the leather market has 
got to come down considerably in order 
to meet the prices placed on footwear 
produced by the manufacturer who has 
purchased leather at a lower market 
and who is hitting an average in setting 
prices today. 


REMODELED ESTABLISHMENTS 


At Feltman & Curme Co. and 
Sachs Shoe Co. 


The Feltman & Curme Co. having 
opened its next store on Fifth Street 
opposite Pottez’s Shoe Store last week, 
is now remodeling its old store on Vine 
Street. The two stores are so situated 
that the rear of each connects, thus 
making virtually one large store with 
two main entrances, for as many 
people pass the Fifth Street entrance as 
do the Vine Street entrance. 

The Sachs Shoe Company has re- 
modeled its entire office floor, putting 
in new private offices and a large sample 
room well equipped. This company 
has been considering changing its name 
since it is now being operated by new 
hands. A definite decision has not, 
however, been reached. 


REGARDING VACATIONS 
John Holters Is in Gloucester, Mass. 


John Holters, president of the Holters 
Company, has been spending the last two 
weeks at his Summer home at Gloucester, 
Mass. Mr. Holters expects to be back 
at his desk this week. 


J. P. ORR TALKS 
Before Meetings Held in the East 


J. P. Orr of the Potter Shoe Company 
returned this week from a irip in the 
East at which time he attended both 
the meetings of the executive board of 
the National Shoe Retailers’ Associa- 
tion at Atlantic City and that of the 
Allied Trade Council of the American 
Shoe and Leather Industries and 
Trades at New Yorke At the meeting 
of the Council Mr. Orr urged members 
of the industry to write letters to the 
members of Congress refuting the un- 
fair statements which they have been 
receiving from the public regarding the 
high price of footwear, and the accusa- 
tions of profiteering in the shoe in- 
dustry. Mr. Orr said that even though 
the investigation will be conducted by 
the Federal Trade Commission the de- 
cisions arrived at by that body will be 
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passed upon by Congress, and in the . 


final, Congress will play a part in the 
case of enactment of legislation affect- 
ing the shoe industry. It is therefore 
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essential that the members of Congress 
be kept well acquainted with truth 
about the conditions obtaining in the 
shoe industry. 


Cleveland. 


BUSINESS IS GOOD 


Among Wholesalers and the Retail 
Merchants 


Wholesalers in the Cleveland district 
report they are not only doing the best 


shoe business of their careers, but that 


collections are coming in easier. 

“‘Notwithstanding the prices and the 
agitation against the high cost of living, 
business conditions among men in the 
shoe trade never were better,’ says 
N. B. Reiss, representative of the 
William H. Walker & Co., in this city. 
“Merchants are not only buying more 
shoes, but they are paying their bills 
more promptly. 

“The small retail merchant also seems 
to be getting along better than in former 
years. He seldom asks for time and his 
business is going good.” 

Cleveland retail merchants, who re- 
ported the biggest business for years 
during the Summer months, have not 
experienced a slump now that the first 
signs of Fall are felt in the atmosphere. 

“September is going to be the best 
month in Cleveland’s history,’”’ is the 
general forecast of meschants in the 
down-town section. 

So great is the demand for goods that 
many retail merchants are complaining 
they cannot get their orders filled. 


A STORE SURVEY 
Heavy Sales on School Shoes 


A canvass of a dozen of the largest 
stores in Cleveland last week disclosed 
the proprietors are only getting about 
60 per cent of the stock they order, and 
any man who can come here and 
guarantee delivery will go away with 
his order book crammed from the first 
to the last page. 

School opens in Cleveland September 


8, and in some of the suburbs the chil- 
dren reported for the Fall term on 
Tuesday September 2. As a result the 
past week has witnessed heavy buying 
of children’s and misses’ shoes. 

The mothers and the young ones, too, 
have shown a preference for browns and 
blacks, with the former making a much 
stronger bid than in previous seasons 
for popular favor. 

‘ The same taste is to be found among 
women and men and the shoes went 
faster last week than in any correspond- 
ing week for years. 


Many Spats Sold 


There have been many sales of spats 
to indicate that a large number of 
women will wear their low shoes into 
the Winter, but this development has 
not prevented the sales of boots making 
a new record for the last week in 
August. Dealers interviewed were of 
the opinion that the expected big sale 
of low shoes for Winter and Fall wear 
will not materialize. 


FALL MEETINGS PLANNED 


By Northern Ohio Shoe and Leather . 
Club 


Officers of the Northern Ohio Shoe 
and Leather Club are making arrange- 
ments for the Fall and Winter program, 
which will start this month some time. 
Headquarters have been established 
in Hotel Cleveland, and it is planned to 
have a series of evening meetings of an 
instructive character. The points to 
be developed at these meetings will 
relate to every branch of the industry. 
Each night will be devoted to one group 
of men who are engaged in a particular 
line until the program covers the 
combined industry. 


Columbus 


BUSINESS IS QUIET 
Street Car Strike Is Responsible 


Business has been very quiet the past 
week in Columbus owing to the tie-up of 
all street car service, on account of 
strike of all railway employes. 

The local merchants used a very novel 
advertising scheme to keep up sales 


which has proved very satisfactory in 
some lines of trade. Through the press 
they informed the public that they 
could telephone for any article that they 
desired and that the same would be 
delivered to their residence for inspec- 
tion. The shoe merchants would send 
several styles of shoes for inspection. 
Merchants state that this plan brought 
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The Most Business on 
the Least Stock 








How can it be done? 


Read this plan 


The rising cost of merchandise has made it necessary for many shoe mer- 


chants to either add more capital or reduce their stocks. 


The former is often difficult—certainly not desirable. The latter seems 


impossible without harmfully restricting your range of styles. 


The proper way to reduce your stock is the elimination of duplicate styles— 
concentrate on a few well-known lines, one line in each grade of shoe. If 
your selection of lines is right, if each line is long enough and salable enough 


to meet every reasonable demand, you will be able to do as big a business, 


or even bigger, than you are now doing on a mixed stock. 
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The RED CROSS Shoe is such a line. It is “The Most Salable Shoe in 


America” and it is long enough to do a big business on. 


Hundreds of shoe merchants are making big successes with the RED 
CROSS Shoe by concentrating on it. You can doit, too. And in doing it 
you can reduce your cost of doing business and take out bigger profits 


from a minimum investment. 


Our representatives are now on the road. A wire or a letter will bring you 


an interview without obligation on your part. 


The Krohn-Fechheimer Company 
729 Dandridge Street — Cincinnati, Ohio 
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appearance, perfect foot health and good 
value must appeal to every woman. 
Leading shoe merchants in nearly every 
community are finding the Arch Pre- 
server line very much worth while—a 
business builder. 
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them many sales that would otherwise 
not have been made at this time. 

Retail Merchants’ Association have 
put on regular bus service from all 
parts of city, which brought many per- 
sons to down town section of city. 


WINDOW DISPLAYS 


Reveal Popularity of Pumps and 
Spats 

At the Morehouse-Martens Company 
last week, three large windows of the 
store were given over exclusively to an 
artistic display of pumps, oxfords, spats 
and new Fall boots. This display 
brought forth many comments from the 
shoppers, as it was an early reminder to 
the public that. low shoes and spats 
would again be popular this coming 
Fall. 

THREE SMART STYLES 


At F. & R. Lazarus & Co. 


At the F. & R. Lazarus & Co. one 
finds at all times all the latest styles in 
footwear, and it is the belief of the 
mapagement of this company that spats 
and oxfords are to rival satin and suede 
shoes for popularity. In spats their 
assortment includes even suede and 
moire silk, in browns, white and black. 
Three of the smartest shoe styles shown 
at this well known store are suede 
shoes, satin top shoes, all brown kid 
shoes, which range in price up to $18 
per pair. 


TWO-TONED BROWN 


Novelty at the Walk-Over Store 


At the Walk-Over Shoe Company 
store they are proudly displaying one 
of their newest styles in women’s foot- 
wear in a beautiful two-toned brown, 
which is one of the most beautiful com- 
binations of lines and colors ever de- 
vised. It’s a new Walk-Over model 
with a sepia vamp and moleskin top, 
hand-sewed welted soles and cuban 
heel, the richest combination of colored 
leathers. 

A Good Seller 

The Pitts Shoe Company are showing 
many styles of Fall footwear; among 
them is one which is of special interest 
and should prove among the “‘best sell- 
ers; this boot is made with dull top and 
quarter, patent leather eyelet stay and 
patent vamp, welted soles and leather 
Louis heels, and is priced very moder- 
ately at $10.50. 


G. A. R. ENCAMPMENT 


Stores Are Gaily Decorated—Rest 
Rooms 

The 53d national encampment ofthe 

G. A. R. will be held in Columbus from 

September 7 to.12. This encampment 
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will bring to this city many thousands 
of visitors from all sections of the coun- 
try and no doubt will greatly increase 
the business of the shoe merchants while 
here. All places of business in down- 
town section are gaily decorated for the 
occasion. Many stores have fitted up 
rest rooms and check rooms for the con- 
venience of the visitors. 


FACTORY EXTENSIONS 
By Midland and C. & E. Shoe Co. 


The Midland Shoe Company of 
Newark, Ohio, have purchased a plot 
of ground at the above place and will 
immediately start work on a $55,000 
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addition to their present plant. The 
force will be about tripled with this 
addition. This company is a branch of 
the G. Edwin Smith Shoe Company of 
Columbus. 

A six-story, fireproof, re-enforced 
concrete factory building will be erected 
at once by the C. & E. Shoe Company, 
on the site formerly occupied by its old 
building which was destroyed by fire 
several years ago. President Born of 
the company said that the new building 
would cost approximately $300,000. 
Contracts for the work have been let te 
Dayton and New York engineers. 

This will give this company a plant 
that will be about 145 feet square. 


Lynchbur@ Va. 


THE PRESENT STATUS 


Local Shoe Merchants Anticipating 
Good Season 


Local retail shoe. merchants are 
beginning to push their Fall and Winter 
stocks, the greater part of August hav- 
ing been devoted to special sales for the 
purpose of clearing shelves of surplus 
Summer goods. These special sales, at 
which very decided cuts in prices were 
made, were patronized this’ year more 
than ever before, purchasers apparently 
hoping to get ahead of the higher 
prices predicted for next year. . Al- 
though the buying of Fall shoes by the 
public is just getting under way, local 
retail merchants are expecting to enjoy 
a good season in this line and they are 
well stocked. 


CONSERVATIVE LINES 


Manufacturers. and Mer- 
chants Co-operating 


Local manufacturers still are running 
far behind their orders, business being 
reported good in every department, but 
there are still no signs of lower prices, 
they say. They express the hope, how- 
ever, that the present campaign against 
the high cost of living may serve soon to 
restore the shoe business to somewhat 
more normal conditions. A break must 
come sooner or later, they declare, and 
their policy now is to proceed along as 
conservative lines as wise foresight may 
indicate in order that the damage may 
be as slight as possible when the in- 
evitable crash comes. ’ 


ON FULL TIME 


Local 


Craddock-Terry Company Will Fea-. 


ture Immediate Delivery 


This is the second Summer that the 
Craddock-Terry Company, the largest 


shoe manufacturers here, have operated 
their factories on full time throughout 
the heated period, last Summer being 
the first. Even with this and the addi- 
tional fact that their salesmen have been 
off the road since the first of last May, 
they have not been able to keep up with 
the orders. The company has decided to 
send its salesmen back on the road about 
the middle of this month. While their 
main line will consist of oxfords, they 
will center their efforts on taking orders 
for immediate delivery, it is said. The 
intention of the Craddock-Terry Com- 
pany is to give its attention, for the next 
several months, chiefly to work on 
orders for immediate delivery and to 
keep its stock of future delivery goods 
as low as possible in order not to have 
any great amount of capital tied up in 
goods manufactured from high-priced 
raw material, when the break comes. 
Other manufacturers also are under- 
stood to be following the same policy. 


Biggest Sales Ever 


To have the sales record for August 
the largest in the history of the firm 
which started way back in 1875 is cer- 
tainly one for congratulations. 

William H. Weimer of the Weimer, 
Wright & Watkin Co. of Philadelphia, in 
a letter sent to members of his sales force, 
makes this statement and, follows it up, 
saying: ““We are very thankful that we 
had a big stock for your customers, and 
also that we were not compelled to 
take a single salesman off the road.” 

In view of the experience of many 
manufacturers, this last sentence, by 
drawing attention to the fact that it 
was not necessary to redice sales 
activity either in the past month or in 
the present month, denotes a condition 
of which Mr. Weimer is very proud. 
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Tan Oxfords for Fall 


E illustrate a big seller— 
Dark Tan Mahogany 
Oxford. Ready to ship. 


Sizes: AAA, 5-814; AA, 4%-8; 








Send for a Sample Pair 


Ready To Ship NOW 
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Boston Makers of Fine Shoes 
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ALBERT F. DOYLE, 
Vice-president 
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JOHN J. DALY, 
President 


Brockton 


WALL, DOYLE & DALY, INC. 


New Shoe Manufacturing Concern 
of Brockton, Mass. 


Wall, Doyle & Daly, Inc., of Brock- 
ton, Mass., have commenced shoe manu- 
facturing in this city. The officers are 
well known to the shoe trade of the 
country. John J. Daly is president; 
Albert F. Doyle, vice-president; James 
E. Wall, treasurer; William E. Doyle, 
assistant treasurer and manager. The 
new concern has already secured many 
orders tor Fall and Winter and its 
salesmen are now in their respective 
territories selling Spring, 1920, foot- 
wear. 


SALESMEN STARTING OUT 


Representatives Are Now in Their 
Territories 


With few exceptions, salesmen rep- 
resenting Brockton shoe manufacturing 
concerns are now in their respective 
territories with Spring samples of made- 
in-Brockton footwear. The larger 
houses, which cover the entire United 
States and employ large traveling 
forces, have had their semi-annual 
meetings and confezences concerning 
the coming season. Following these, 
the men have taken the road or returned 
to their homes in other localities pre- 
paratory to starting out on their trips. 


Those who cover New England or 
nearby territory are also getting into 
line with their coming season’s samples. 
It goes without saying that high prices 
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WILLIAM E. DOYLE, 


Ass’t Treasurer and Manager of Wall, 
Doyle & Daly, Inc. 
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JAMES E. WALL, 
Treasurer 


will continue and that merchants who 
place their orders early will have an 
advantage over those who postpone 
their purchases in the hopes of getting 
lower prices. A feature of the sales- 
men’s trips for this season is the promi- 
nence which factory in-stock depart- 
ments will play in orders taken for im- 
mediate delivery. Traveling salesmen 
will carry samples of in-stock lines from 
which to take orders for Fall deliveries. 
The factory in-stock departments will 
play a bigger part in the sale of Brock- 
ton footwear this season than ever 
before. 


NEW BROGUE LAST 


Shown by a Local Concern Having 
a Large Sale 


Among the samples shown in the 
Spring lines of the Dalton Company, 
Inc., is a new brogue last built on a pat- 
tern which, while having all the features 
of the popular brogue, is nevertheless, 
on a refined order, as befitting a high 
grade shoe. In addition to being shown 
in the Spring line, this brogue is carried 
in stock for the Fall and Winter season. 
Oxfords in various patterns are strong 
in the Dalton line for Spring, showing 
wing tips in a variety of patterns. Nar- 
row lasts and broad low heels are fea- 
tured. The Dart last, a popular seller, 
is an excellent example of the up-to-date 
oxford. All the salesmen representing 
The Dalton Company, Inc., are now in 
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Leather, Blu. Style, Wingfoot Heel. 











ROCKLAND, 





Stock No. 149 


A New In-Stock Shoe This Season 


that has jumped into instant favor amongst our cus- 
tomers who have had the opportunity of seeing it. 


We would like to show this shoe to all our customers at once 
and by sending for a sample pair we are sure you will agree 
it is a winner. Made on Sammie Last of Cherry Red Calf 


Sizes A to D, 6 to 11. 


Price $9.75 


—E. T. WRIGHT & CO., Inc. 


MASS. 
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Group Picture of Brockton Rand Company’s Employes Taken at Their First Annual Outing Held at Brant Rock, 
Mass., August 16 





their respective territories with the 


strongest line they have ever shown. 


TO FINANCE FOREIGN BUSINESS 


Corporation Formed by Local Con- 
cern 


George E. Keith is president, Harold 


C. Keith, treasurer, and Edward A., 


Keith, clerk, of George E. Keith British 
Stores, Ltd., and George E. Keith 
French Stores, Inc., a new corporation 
the heads of which are all Brockton 
men. The capital stock of the Keith 
British Stores is $1,000,000 and of the 
Keith French Stores, $500,000. The 
principal American office of the British 
and French Stores is named as Brock- 
ton. The principal European offices are 
in London and Paris respectively. The 
new corporation is formed, under the 
Massachusetts laws, for the purpose of 
financing and handling the British and 
French stores with which the Keith 
interests are identified. 


SHOE MANUFACTURER’SESTATE 
of Personal and Real 
Estate Property 


The estate of the late William H. 
Stacy, former head of Stacy-Adams 


Amount 


Company, shoe manufacturers of this 
city, is valued at about $263,000. Of 
this amount $10,400 is in real estate 
and $253,000 in personal property. 
The latter consists of Mr. Stacy’s inter- 
est in the concern of which he was for 
so many years the head, also bank 
shares, bonds, cash and life insurance. 


TO MANUFACTURE BOYS’ SHOES 


New Concern Formed for the Pro- 
duction of Footwear 


Holstein-Gegan Shoe Company is the 
style of a concern which will soon begin 
the manufacture of boys’ shoes in this 
city. Mr. Holstein is a retail shoe mer- 
chant and Mr. Gegan a veteran letter 
carrier. Business will be conducted in a 
building on the East side of the city, 
beginning with a small daily production. 


BROCKTON SHOE SHIPMENTS 


Increase Over Corresponding Period 
Last Year 
Shipments from Brockton shoe fac- 
tories the past week were 12,394 cases 
as against 6,572 cases for the correspond- 
ing period last year. Total shipments 
for the present year to date are 513,871 
cases, compared with 436,025 cases for 
the same period in 1918. 


Haverhill 


SHOE BUYING ACTIVE 


Merchants All Over the Country 
Placing Orders for Spring 


After a short period of hesitancy as 
regards buying, shoe merchants through- 
out the country have evidently made 
up thei individual and _ collective 
minds that prices will not decline, at 
least during the next six months. This 
is the consensus of opinion among 
Haverhill shoe manufacturers, judging 
by letters, wires, telephone messages and 
personal calls which they are receiving 


from customers. Said a member of one 
manufacturing house, making women’s 
footwear: ‘‘ We are daily receiving in- 
quiries from our customers as to when 
we can deliver Spring goods. Very 
little is said regarding prices. Anxiety 
on their part seems to be entirely as 
regards date of deliveries. For instance, 
we received a wire from a customer in 
Texas, asking us if he could gain any 
time by coming direct to Haverhill and 
placing his Spring order, which he said 
would be an extensive one. We replied 
that our representative would be in 


his city early in October and if an order 
placed at that time was put in the works 
by November 1, we could be reasonably 
sure of delivery early in January. That 
is fairly typical of the many requests 
that we are receiving as regards time of 
Spring delivery. Prices are high and 
will continue to be high, and I believe 
that our customers and the trade in 
general are fully satisfied.” 


THE MAKING OF BEADS 


Europe Furnishes Principal Source 
of Supply 


The representative of a New York 
concern which imports beads of all 
kinds was in Haverhill last week, call- 
ing on the shoe trade. Asked in regard 
to the available supply of beads at 
present, he said: ““The war has badly 
affected the bead industry in Europe, 
and, for many months, the supply has 
been meager. Having just returned 
from across the water, I can say that 
conditions must soon improve; in fact, 
they have been so bad that any change 
must be for the better. We go to all 
parts of Europe for beads. The various 
kinds are closely identified with certain 
well known localities. Bead experts 
can tell at a glance in what section of 
Europe a certain bead is produced. The 
beadmaking industry is handed down 
in families, from one generation to 
another, the beads being made in homes 
or little shops nearby. Buyers visit 
these places and assemble the beads for 
the purpose of sale and export.” 


FOR SHOES, GOWNS AND OTHER 
: USES 


Great Demand for High Grade 
F oreign Production 


“Beads,” continued the represehta- 
tive, “‘are now in great demand as orna- 
ments for gowns, shoes and other arti- 
cles. The supply is insufficient and 
naturally prices are high. The best 
grades of beads made in European 





LEATHER CLOTH 


Vo 


The Leading Leather Substitute 


The Leading Leather Substitute for 
Shoe Manufacturers 


It has always been our policy to put quality into Meritas 
Leather Cloth and to keep up this quality rather than to see 
how cheap we could make materials that would just “‘get by.” 
Many shoe manufacturers are meeting new conditions by 
using Meritas Leather Cloth wherever practicable and using 
various other Meritas specialties that have been created to 
meet the needs of the industry. 

Meritas Leather Cloth is the American standard leather cloth 
known and used by many manufacturers who are not looking 
for the cheapest leather substitute on the market, but the best. 
We shall be glad to consult with any boot, shoe or slipper 
manufacturer who is interested in meeting rising costs with- 
out sacrificing the quality of his products. 


Samples on Request 


The Standard Textile Products Co. 


320 Broadway Dept. L New York 


FACTORIES AT 
ROCK ISLAND, ILL.; ATHENIA, N.J.; YOUNGSTOWN, O.; MONTROSE, N. Y. 
MILLS AT COLUMBUS, GA., AND MOBILE, ALA, 
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countries can’t be successfully dupli- 
cated in the United States. Conditions 
of soil, water and labor are more favor- 
able for beadmaking in Europe than in 
this country. The best beads for shoes 
and other articles will continue to come 
from abroad, although it will be a long 
whil¢g before the supply becomes normal. 
Meanwhile, bead prices will continue 
high.” 


LARGE SALES OF OXFORDS 


In Women’s Footwear Are Reported 
by Shoe Manufacturers 


The popularity of women’s oxfords, 
pumps and other low cut patterns is 
emphasized by the large amount of 
orders already booked for the present 
and coming season by Haverhill shoe 
manufacturing concerns. The year 
1920 will be emphatically a low-cut 
season, according to the universal testi- 
mony of members of the local trade. 
The high cost of upper stock is a most 
important factor in the popularity of 
low cut footwear. As one manufacturer 
puts it: ‘““‘We can sell a woman’s high 
grade welt or turn oxford at from $7.50 
to $8.50 a pair; a nine-inch welt or 
turn boot now wholesales for from $12 to 
$13. We can get out an oxford from 
60 feet of kid or calf stock, while 140 
feet is required for a nine-inch boot. 
In buck leather it will run as high as 160 
feet, owing to the lesser cutting quality 
of this latter stock. It is thus a great 
advantage, from the standpoint of 
merchant and consumer, to buy oxfords 
and pumps and thereby greatly lessen 
the retail cost of women’s footwear.” 


PURCHASED A WOOD HEEL 
CONCERN 


New Owners of Old Established 


House in this City 


Messrs. William C. O’Brien and Wil- 
liam G. McGregor have purchased the 
wood heel manufacturing business of 
A. R. Wade & Co. on Washington 
Street, and in the future will conduct 
it under the style of A. R. Wade Com- 
pany. Mr. O’Brien has been connected 
with the Wade concern for the past 
seven years and is thoroughly familiar 
with the production and sale of wood 
heels. Mr. McGregor was for six years 
foreman in the stitching room at J. H. 
Winchell & Co.’s factory in this city. 
The present owners have plans perfected 
for. an_early removal to larger quarters 
where the business will be conducted 
under much more favorable conditions 


than at present, as regards production. ~ 


Mr. O’Brien will look after the seiling, 
while Mr, McGregor will attend to the 
details’ of. manusacture. Abner R. 
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Wade, for a long period identified with 
the production of wood heels and a 
veteran in this line of work, has retired 
from the concern. 


THREE PATENTS GRANTED 


Haverhill Men Have Government 
Protection for Inventions 


Three patents recently issued from the 
United States Patent Office are of in- 
terest to the shoe tirade. One is to 
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Albert EF. Bancroft of Baacroft-Walker 
Company, formerly of this city, on a 
method for making McKay sewed shoes 
by eliminating the lasting tacks from the 
finished shoe. Fred A. Emery, a local 
shoe factory operator, has been granted 
a patent on a machine for attaching 
rubber heels to shoes where a leather 
base is first attached. Irving L. Keith, 
a Haverhill dealer in shoe findings, has 
been issued a patent on a cementing 
machine for shoe upper doublers. 


Boston 


MERCHANTS LOSE THOUSANDS 


Men’s and Women’s Shoes Stolen 
by Mob 


The city is in the throes of a police 
strike and a wave of crime has swept 
Boston. On Tuesday evening, one 
hundred stores were looted, among 
them shoe stores. Men’s shoes seemed 
to be the favorites, the method used to 
obtain them being to smash plate glass 
show windows. The shoe merchants, 
however, were not deterred from selling 
footwear the next morning, as usual, 
their sales not being at all affected by 
the onslaught of the previous night. 

At the store of A. H. Howe & Co., 
corner of Tremont and Avery Streets, 
Boston, where two large plate glass 
windows were completely smashed, a 
sign was displayed, 
doing business—They all like Walk- 
Over Shoes.” 

J. W. Goebel of this firm told the 
‘Recorder’ representative that practi- 
cally all the shoes they had in the 
windows were stolen—every man’s 
shoe was taken and all the women’s 
shoes, with the exception of a few pairs. 

Some of the other shoe stores suffering 
from this riot of disorder are: Bouve 


reading—‘‘Still © 


Sterling Shoe Company, Summer Street; 
Slater Shoe Company, Washington 
Street; Walk-Over Shoe Company, 
Washington Street; Coes & Young, 
Avery Street. Shoe stores in the 
Roxbury and other outlying sections of 
the city proper were also looted. 


GUESTS AT OUTING 
Of A. C. Lawrence Employes 


A. C. Lawrence, W. R. Fisher and 
Phil Abbott of the A. C. Lawrence 
Leather Company were guests at their 
Peabody factory employes’ outing, held 
at Lake Idlewild, Hamilton, on Satur- 
day, September 6. 


A “RECORDER” VISITOR 
W. E. Sanders in Boston 


* W. E. Sanders, advertising manager 
of the Essex Rubber Company, Trenton, 
New Jersey, has been in Boston the past 
week on a vacation trip. 

Mr. Sanders made a call at the 
“Recorder” office as he was passing 
through and reported that present trade 
and business prospects for the future 
look exceedingly good. 


Rochester 


WALK-OVER ADVERTISES 


Smallest Margin of Profit—No 
Boosting of Prices 


The Federal Trade Commission's 
accusation. that the retail shoe mer- 
chants are guilty of profiteering has 
caused a burst of protest from almost 
every merchant of prominence in the 
city. Not only have new stories been 
published with the view of clearing the 
merchants of the slur, but advertise- 
ments continue to run in the newspaper 
from day to day taking advantage of 


the public’s interest in. the controversy. 
A new phase of the anti-profiteering - 


propaganda is contained in the following 
Walk-Over Shoe Store advertisement: 
“It will never be our policy, simply 
because of a rising market, to take 
advantage of our customers. Our selling 
prices are based on cost to us, and are 
never boosted to keep pace with ad- 
vancing wholesale quotations. Months 
ago we bought great quantities of foot- 
wear.at much less than today’s manufac- 
turing prices, and we shall distribute 
these shoes among our many patrons at 
the smallest margin of profit we ever 


- operated. under, gladly doing -our bit 


io relieve a trying situation and taking 
our greatest profit from enhanced repu- 
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AMAA ATC 


Style No. 2653 


ADMIRATION Last—Price $8.25. 
fae Cherry vamp and top Blucher, 
fare 9/8-inch heel, 12 iron single sole; 

Sera) widths, 1, 2, 3, 4, 5. 


IN STOCK 
FOR IMMEDIATE DELIVERY 


Now is your opportunity to get them by 
return express. ‘This style is noted for 
its fitting qualities and workmanship. 


Same last in Gun Metal Button, price 


$7.25, and Gun Metal Blucher, $8.00. 
New Catalogue Just Out 


CHARLES A. EATON COMPANY 
BROCKTON, MASS. 
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tation and the good words and good 
will of our customers.” 


DENIES PROFITEERING 


G. G. Berl Quotes From Harvard 
Bureau 


“If the accusation is a just one, the 
shoe merchant can have nothing to say,” 
declared G. G. Berl, manager of the 
Super-Quality Boot Shop of this city, 
discussing the recent charges made that 
retail shoe merchants are profiteering 
at the expense of the consuming public. 
‘‘But, op the other hand,”’ he said, “one 
thing is certain, and that is that the 
majority of the shoe craft will be more 
than pleased to have an investigation 
made as to their profits and losses. 

“Can anyone imagine that 9:7 per 
cent, as figured by the Harvard Bureau 
of Business Research, is too much profit, 
when gili-edged stock certificates bring 
7 per cent guaranteed dividends with 
no risk whatever incurred?” 

“‘A shoe merchant,’ continued Mr. 
Berl, ‘“‘loses heavily through change of 
styles, late deliveries, shortage of sizes, 
and in numerous other ways, and you 
will agree that a profit of 9.7 per cent 
is not profiteering by any means. 

“It might be true that there are a few 
profiteers, but the percentage is small, 


and invariably the people can find shoes - 


reasonably priced if they wish to deal 
for cash and are willing to look for the 
best merchandise to be had for the 
money. 

“Tt seems odd that the retailing of 
shoes is called profiteering, when fewer 
shoe mercharts have been able to retire 
from business than from any one of the 
other lines of retail merchandising.” 


MAY RETURN MERCHANDISE 


Must Be Within Fourteenf Days, 
However 


Allowing only two weeks for the 
return or exchange of all merchandise, 
including shoes, is the latest announce- 
ment of the McCurdy Company depart- 
ment store of this city. An advertise- 
ment placed in all the newspapers an- 
nounces the following facts: 

“*Modern methods call for prompt and 
efficient service on the part of the mer- 
chant, and to that end we have com- 
pletely changed our office system. 

“In order to give prompt credit for 
returned merchandise, we have decided 
that two weeks is a reasonable time for 
a customer to determine whether or not 
to return same for credit, and, there- 
fore, no merchandise will be accepted 
for credit that has been out of our 
building for over two weeks. It is also 
desirable, for purpose of identification, 
that:the charge slip should be returned 


with the merchandise to avoid confusior 
and make sure the giving of credit to the 
proper account.” 


FAVOR EARLY CLOSING 
Shoe Merchants to Close Saturday 
Evenings 


Rochester shoe merchants, with the 
exception of the Douglas Shoe store, are 
in favor of closing at 6.30 Saturday 
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evening the year ’round. The Douglas, 
being one of a chain of stores, has re- 
ferred the matter to headquarters and 
no doubt will fall in line, inasmuch as 
they cater especially to organized work- 
ingmen. Neighborhood shoe stores will 
continue to keep open Saturday nights 
as usual. Retail establishments located 
only on the main thoroughfares were 
approached in the interests of a uniform 
closing hour. 


Philwaukee 


A STRONG PUBLICITY 
CAMPAIGN 


Resultful Work of Wisconsin 
Shoe Merchants 
Swift work by the organized shoe 


merchants of Milwaukee and Wisconsin 
to make a defense against unwarranted 





RAY RIPPLE 


Secretary Wisconsin Retail Shoe Mer- 
chants’ Association 


charges of profiteering by making a 
strong publicity campaign in the press 
of the state has borne fruit. A report 
made by Ray Ripple, secretary of the 
Wisconsin Retail Shoe Merchants’ Asso- 
ciation,.before the September meeting 
of the Milwaukee Association, held 
Thursday evening, September 4, indicat- 
ed that the general attitude of press 
and public has undergone a decided 
change. The threatened break in friend- 
ly relations between the shoe trade and 
the consumer, predicated upon the loose 
and free charges made by the Federal 
Trade Commission, has been averted, 
in Mr. Ripple’s opinion. 


“This is but a sample of the noble 
work that can be accomplished only by 
strong organization,” said Mr. Ripple. 
“Our state convention at Oshkosh two 
weeks ago took cognizance of the great 
harm that was threatened by the com- 
mission’s charges and the eagerness of 
the press to spread them broadcast, 
together with their own unfavorable 
comment. We were keenly alive to the 
need of fighting back. This we have 
done by putting into the hands of every 
editor in the state a full and frank 
statement of the situation of the shoe 
merchant. The statement has beep 
given to the readers with the guarantee 
of the Wisconsin Shoe Dealers’ Associa- 
tion that it is true. The- people are 
accepting this guarantee of good faith. 
What could you and I have done indi- 
vidually? It has required organization 
to do it. In no other way would it be 
possible.” 

F. H. Stover, proprietor of the Walk- 
Over Shoe Store in Milwaukee, was 
highly complimented for his excellent 
work in inspiring and conducting the 
publicity campaign, which is regarded 
as one of the most conspicuous successes 
of any undertaking in the shoe trade in 
recent years. 


Shoe and Leather Price Information 


Ralph D. Hammond, sales manager, 
Nunn, Bush & Weldon Shoe Co., Mil- 
waukee, appeared before the meeting 
upon invitation and gave a most in- 
structive talk regarding shoe and leather 
prices. The information given by Mr. 
Hammond is especially valuable to mer- 
chants in determining their future pur- 
chases of stocks, especially for the 
Spring and Summer of 1920. 

Representatives of several other local 
factories were on hand and discussed the 
topic of eliminating commissary de- 
partments, which it is felt by merchants 
rob them of considerable trade by selling 
direct to employes. It was reported 
that several factories already have 
arranged to discontinue the practice 

(Continued on page 129) 
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The Retailer Knows 


and appreciates a beau- 
tiful snug fitting heel 
that stands up and 
eliminates complaint. 


GAC 
Wood Heel 


Fasteners 


overcome many of the 
old difficulties and 
faults of loose, shaky, 
gaping wood heels. 

















Investigate and specify in some of your lines 


United Shoe Machinery Corporation 
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Retail Trade Survey | 


Conditions in Agricultural Northwest Revealed---Stores That Are Serving 


Their Communities and Are Being Appreciated 


RACTICALLY every one of the 133 retail 
stores in Minnesota country towns recently 
surveyed by the University of Minnesota was 

found to regard trade papers as their first assistants 
in the conducting of their business, according to the 
report of the survey just published by the University. 
Most of the mer- 
chants said that they 
subscribed to the chief 


“Ten Minnesota towns lying in the agricultural 
district and ranging in population from 300 to 1,300 
were selected for this survey,” the report says. ‘‘No 
town was included in the group where there was a 
factory, a special industry, a college, or any other 
condition which would create a special local situation 
making it not typical 
of the great number 
of agricultural towns 
of the Northwest. 








trade paper in their 
particular fields, and 
the majority sub- 
scribed to several, 
and that they read 
them regularly. Sec- 
ond in importance to 
the trade papers was 
placed the jobbers, 
with the retail asso- 
ciations third, and 
the short courses at 
the University last. 
Practically all lines, 
including boots and 
shoes, were included 
in the study. 


Every one ot the 
stores was found to 
extend credit to cus- 
tomers, and no mer- 
chant admitted that 
he © sustained any 
special losses from 
his credits, and every 
one stated that farm- 








“The trade terri- 
tory of the towns 
visited varied from 
42 to 400 square 
miles. In every case 
it was found that the 
town was drawing 
trade only from its 
natural geographical 
territory. In no in- 
stance was it found 
that the geographical 
trade territory was 
artificially enlarged 
by any unusual draw- 
ing power which the 
town had to offer, 
either in the way of 
very attractive stores, 
special amusements 
or churches. 
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“It was the in- 
variable rule that a 
town would draw 
trade up to a point 
which was half-way 
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ers were good pay 
and that they never 
lost money on bad 
accounts. 

The survey was 
made by Robert C. 
Lino, assistant pro- 
fessor of business organization at the University. 
It included in its scope the merchant himself, his age 
in business and experience; the store, its physical 
appearance and sales force; the merchandise, its 
purchase arid selling; advertising, credits, delivery, 
records, competition, both mail order and city stores, 
the community problem and the question of assistance 
from the outside. 








NOT HATS BUT 


Mexican shoe stores on foot—stock in constant view—‘‘the size you 
see is the size you get’’—Overhead reduced to a minimum 


distant from its near- 
est neighboring town. 
In only one or two 
cases did the mer- 
chants claim that 
they actually drew 
any considerable amount of trade from a neighboring 
town.” 


SHOE RACKS 


Stocks and Credits 
Of types of ‘stores studied, the general store out- 
ranked all others in size and importance. Twenty- 
seven of the 113 stores. were general stores, carrying 
groceries, jewelry, dry goods, clothing, foodstuffs, 
shoes, musical instruments, crockery. and house fur- 
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~ UNDERHILL’S 


Foot-Fashioned Spats 
| ARE DIFFERENT 
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THAT MEANS 
| PERFECT 
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Here’s the Reason— 


You notice the measurements on any shoe from 
| the backseam to the front center. The inside 
measures about half an inch longer than the outside. 


Now why shouldn’t a spat be cut on the same 
principle if you want it to fit? Underhill Spats are. 


They are the only ones so cut and that is why we 
speak so positively of their perfect fitting. 


Made in the prevailing colors of highest grade 
materials. 


Get samples and see the difference— 


Sell them and make the difference. 


G. F. Underhill Co. 


58 Colden St. Newark, New Jersey 























Do You Know Your 
Own Business? 


A merchant certainly is sailing in the nar- 
row straits of jeopardy if he nowadays lets 
his business proceed without a thorough, de- 
tailed knowledge of the last working penny 
connected with it. 


Particularly in the shoe business does the 
matter of Stock Keeping, Cash Discounts, 
Turnovers, Depreciation, Salaries, Inven- 
tory, etc., have a direct bearing on accurate 
figuring of Net Profits. 


Tarco Business Record Systems provide you 
promptly with all or any information about 
the condition of your business and your 
accounts. Simple—Thorough—Time- 
Saving. 


Write for Booklet. 





Tallman-Robbins Co. 


314 W. Superior Street 
CHICAGO 















WITH YOUR OWN 
BRAND, OUR BRAND, 
COR UNBRANDED 










The standard heels 
among shoe manu- 
facturers for years. 


“We Back Your Buy’’ 


They give the soft, springy, flexible tread all wearers 
of rubber heels expect, but don’t every day experience. 


“Tredflex’’ heels are tempered right. 


They are moulded to make a perfectly tight joint 
and stay on when once on. Black or Colors can be 
edge finished to look well on finest shoes. 


CAMBRIDGE 
COMPANY 








RUBBER 
MANUFACTURERS 





CAMBRIDGE, MASS. 
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nishings. The average stock carried by the 27 was 
$15,055. The largest stock found at any one store 
was $40,000. The yearly sales were $49,111. An 
average of two persons each was employed to conduct 
these stores. 

‘“‘The- general stores among the 113 studied placed 
about 25 to 40 per cent of their total sales on the 
book,” the report states. ‘The hardware and imple- 
ment stores charge from 40 to 50 per cent. The 
groceries and drug stores and bakeries charge about 
10 per cent. 

The basis of credit is the merchant’s knowledge of 
the customer. No store keeps a credit file and in no 
town was a co-operative credit bureau found. There 
seems to be almost no understanding at the time of 
sales as to when the payment will be expected. The 
merchants frankly confessed that it was next to im- 
possible to insist upon any definite terms inasmuch as 
the farmers had got into the habit of buying goods 
on an indefinite credit basis. 

“Most of the merchants mailed out statements 
once a month, though a number confessed that they 
waited until the customer came in to settle, and never 
made any attempt to get the money before. The 
large number of stores claimed that their average 
book accounts did not last over five to six months, 
and in many cases payment was received at the end 
of 30 days.” 

Arrangement of merchandise in most stores was 
found to be “decidedly unsystematic.” According to 
the report, the majority seldom had a reason why a 
line of goods should be located in a particular place 
_in the store. 

“It was frequently noted,” it says, “that lines 
which should have been near to each other were very 
far apart and that the stock arrangement was such 
that an extra amount of effort was needed in handling 
the trade. 

“Tt was estimated that the merchants were achiev- 
ing about 40 per cent of the possibilities of their 
windows for display purposes. Some very attractive 
window displays were found. In other stores the 
windows were entirely neglected. It is generally 
true that the merchants felt that help along the 
window trimming line was greatly needed. A large 
number frankly said that they did not know how to 
trim windows. 

“Not a single one of the stores had an advertising 
_ plan. Every man who advertised admitted that he 
did it on the hit or miss fashion, though a few stated 
that they tried to do some advertising all the time.” 

After stating that 90 per cent of the merchants 
know practically nothing about the financial side of 
the business, the survey conductor states: “We are 
quite of the opinion that many financial statements 
furnished the commercial agencies and Leg jobbers 
are the result of guess wor 
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Weakness in Accounting Systems 


The stores are deplorably weak in their accounting 
systems, according to the report. “Out of the 113 
stores visited 29 used sales slips,”’ it continues. ‘The 
others had no record of individual sales and computed 
their daily sales by the differences between the cash 
in the register at night and in the morning. 

“Forty per cent of the stores have practically no 
system of books whatever. These stores maintain 
in some rough fashion a record of sales and of deposits 
in the bank, but keep no books which give them any 
other figures regarding their business. Fifty per 
cent of the stores maintain a rough system of books 
which shows them approximately what their accounts 
receivable and payable amount to. These stores did 
not use a double entry set of books and the proprie- 
tors admit that their figures are only the next thing 
to guess work. 

“It is evident,” the report concludes, “that some 
concrete and constructive work should now be done 
if we are to see any improvement in country retailing.” 

The inference is that this opens a vast field of en- 
deavor to the various trade papers of the country. 





White-Runyon Remodeling 


Two Stores Now Up to Date and Ready for Big 
Business 


The White-Runyon Shoe Company stores at Boise 
and Buhl, Idaho, have recently been remodeled. Harry 
H. Runyon, manager of both stores, says: ‘Boise 
stores will experience the biggest shoe business they 
have ever had, and the consumer will pay the price 
of the good shoes rather than buy inferior shoes. 
The cheap shoe here is a thing of the past, too much 
prosperity is demanding better shoes.” 

E. Waldo White, Frank Chalfant and Edward 
White have been discharged from the Army and 
have returned to their positions with this house. 

Wilbur Bolton, local manager of the White-Run- 
yon Shoe Company branch at Buhl, has resigned 
to take position as manager of an Idaho lumber 
yard. He is succeeded by Jack Markley of the Boise 
store. 





Idaho Shoe Firm 


Hubert Shoe Co., of Boise, Changes Name— 
New Partner Acquired 


Mr. Delano, of the Hubert Shoe Co., one of the old 
reliable firms of Boise, maintaining a branch store 
at Pocatello, announces a change in the firm name 
to Delano-Thompson Co. Both partners - were 
interested in the old company. They report a most 
successful past season and are very optimistic for 
the future. are = 
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Handsome Display Fixtures 


Your shoe displays this Fall or Winter will have 
an added charm if trimmed with these graceful 


Hin 





quality fixtures. 

You can show women’s, men’s or 
children’s shoes with equal attrac- 
tiveness by proper arrangement of 
these wood period units. 


Send for Catalog B 


This Catalog will aid you in the 
selection of your fixtures and it will 
assist you in arranging the right 
kind of trims. It is a new book 
with new ideas—so write for your 
copy without delay. 


The 
Decorators Supply Co. 
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Your catalog 





is ready and waiting 
for your Call.......... 
If you want to see the 
NEW things and the 
GOOD things, SEND 
YOUR ADDRESS 
QUICK. Geta copy hot 
off the bat and get a 
line on another source 
of supply from stock. 


“Use the wires” 








WH ous Ren et 2 * wimsinaeet: 
BLEECKER SHOE C2: 
NOVELTIES & STAPLES 
WOMENS MENS -BOYS-GIRLS 
148 150 Duane Street 
NEW YORK, NY. 


2547 Archer Avenue 

















No. 212 


CHICAGO Adam Shoe Stand 
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She 


rs Goodyear Welt 


Nature Shaped Shoes for Children 
IN STOCK STYLES 


“ Wearproof”’ 
Linings 
IN-STOCK 


5-8 3.15 
81-211 3.60 
111-22 4.25 


All Styles and 
All Leathers 


IN-STOCK 


CHIPMAN HARWOOD CO. 
564 Atlantic Ave. 
-- + MASS. 
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See Good in Accusations 
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Prices Themselves Will Refute Charges This Winter---Public’s Unrest 


in Philadelphia, and trade is expected to be a 

little slack until about the second week in 
September, at which time the Fall buying by the con- 
sumer begins to assume larger proportions. 


C LEARANCE sales appear to be about over now 


Now that all is said 
and done, now that 
the charge of profit- 
eering and rumors of 
a price range of $25 
to $50 has_ been 
hurled and denied, a 
great many  mer- 
chants here are won- 
dering if those charges 
and rumors are going 
to prove such a bad 
thing for the trade 
after all. 

“My personal and 
private opinion,” 
says one of them, 
“is that the trade is 
better off than if they 
had not been made so 
definitely. Just trace 
the thing out logical- 
ly. Here, we have 
prices in every line 
of merchandise under 
which the public is 


getting quipesiestite: 


and peevish. Un- 
doubtedly the prices 
have worked a great 
deal of hardship in 
many cases, but I 
notice that as a gen- 
eral proposition the 
public managed to 
scratch enough coin 
together to keep on 
patronizing the stores. 


“The unrest was largely what I hope Mr. Wilson 
would pardon me for calling a ‘psychological unrest.’ 
In short the public was getting peeved princi- 
pally because it was beginning to believe it was 
And the public was 
around for somebody to accuse, somebody to put 


getting stung. 


on trial for: it; 





Largely a Psychological One 
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STOCKINGLESS FAD TOO FREAKISH 


One of those new fringe dresses with stockingless feet. Good-bye 

to shoes if this is the case, for the stocking is ir itself a protection 

to the lining of the shoe, otherwise perspiration would soon destroy 
the lining and leather 


looking 


PUBLIC GETS “HOT” 
Prejudges Merchants on Rumors Before Know- 
ing the Facts 
“Now quite contrary to that good old principle of 
American law that a man is considered innocent until 


he is proved guilty, 
the public in a case 
like this takes the at- 
titude that the sus- 


pected one is guilty 


until he has_ been 
proved innocent. If 
the very definite, 
though absurd charge 
of profiteering had 
not been hurled at 
the shoe trade by the 
Federal Trade Com- 
mission, the chances 
are that the public 
would have gone on 
being suspicious of 
the shoe merchant. 
That charge, of 
course, made the 
public quite certain 
in its own mind that 
the shoe retailer was 
a ‘gouger.’ I know 
it was. I could read 
the evidence in our 
sales records and the 
remarks of custom- 
ers. That, of course, 
was worse than mere 
suspicion. But what 
happened then? 
“Somebody started 
the rumor that the re- 
tail prices of shoes 
were going to range 
from $25 to $50 this 
Winter and the pub- 


lic has been more up in the air than ever. What next? 


HOW DEALER “GETS BACK”’ 


Brings About Favorable Comparison of Actual 
and Forecasted Prices’ 


“The shoe trade is going to open up its Fall and 


Winter business with just the shoes that the consumer 











There's nothing like the com- 
fort of an old shoe. — It can be 
made as good as new in ap- 
pearance and wear when re- 

made by Goodyear machinery. 


Just as no bench-made shoe has that fine appearance and even workmanship of the Good- 
year machinery-made shoes, so no repair job done by hand can compete with shoes re- 
paired by Goodyear Shoe Repairing Machinery. 

It is economy that goes with all the elements of good dressing to have shoes repaired by 
Goodyear Machinery. ‘Thousands of these machines are in operation, giving a service 
to wearers of shoes that brings a most profitable business to the shoe dealer. 


Write for complete plans of how easy it is to obtain the Goodyear Shoe Repairing Outfit 


pictured here. 
United Shoe Repairing Machine Company 


4 ALBANY STREET, BOSTON, MASS. 
18 So. Market Street 37 Warren Street 93 Centre Street 286 Third Street 130 Mill Street 306 Broad Street 
i New York Brockton Milwaukee Rochester Lynn 
1423 Olive Street 276 Main Street 145 Essex Street 619 Mission Street 221 No. 13th Street 11 Florence Street 
St. Louis Johnson City, N.Y. Haverhill San Francisco Philadelphia Marlboro 
708 Broadway 30 Euclid Arcade 87 Main Street 236 No. High Street 16 No. 2nd Street 216 Chartres Street 
Cincinnati Cleveland Auburn, Me. Columbus, Ohio Harrisburg, Pa. New Orleans 


301 American Casualty Building, Reading, Pa. 
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Equal Value—At Lower Cost 


The cost of a pair of shoes is the aggre- 
gate cost of the several parts. 


If a saving in total cost can be. secured 


through the lesser price of one of the im- 


portant parts—and the full value retained 
—itis good business to demand this part. 


Therefore we say to you, the shoe mer- 
chant: “Specify ‘HORN FIBRE’ counters 


in the shoes you buy.’’ 


By doing this you not only maintain the 
counter quality of your merchandise but 
materially assist in keeping down cost— 
cost to the manufacturer—cost to your- 
self and ultimate cost to your customer. 


‘“‘Horn Fibre’’ Counters are superior to 
leather counters and they cost 4004 less. 


[sn’t this worth considering? 








The Sign of the Circle 


SERVICE {ij ECONOMY 





Guaranteed to Outwear the Shoe 


Rogers Fibre Company 
Mousam Division 
| 121 BEACH STREET :: BOSTON, MASS. 


| PHILADELPHIA CINCINNATI ST. LOUIS 
WILKINSON & REGER JOHN C. RUPP CO. DENNETT & PRINCE 
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307—Black Kid 9-in. 
lace, high grade welt, 
13/8 Cuban heel, A to 
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IN DD in soni scan 
STOCK aoe--Come as apt 
ee Battleship Gray top Make Buyers Out of Passersby 


Although our factory is the largest of its 
kind in the world, we can supply only a 
small part of the fixtures used in America’s 
retail stores. 


We do furnish, however, the- best—the 
superior quality fixtures—fixtures that 
are distinctive—that lend character and 
dignity to window and store displays. 


300—Same as above, 
in all Cocoa Calf, 


$7.50 





Style 307 


SEND TRIAL ORDER Write for catalogs. 
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Make Every Shoe A Beautiful One 


Get rid of the wrinkles—Show every shoe in your window at the best. It is what 
your prospective customer sees on the outside that sells the shoes within. Place an 
“AJUSTO” BOOT TOP FORM in every shoe that you display—give your foot- 
wear that snappy, smooth, graceful appearance. This clever salesmaking form is 
simply made and_ easily adjusted. No springs to get out of order—No screws to 
adjust. The slide does the trick—it expands the form. Study the illustration here 
shown—it tells the story. Get ‘“AJUSTO’’ FORMS in your shoes—get the shoes 
in your windows—get the profit dollars in your cash drawer. Order enough for your 
windows today. Price $3.00 the dozen, f.o.b. Pittsburg. If your jobber cannot 
supply you, order direct. 
Model No. 2 for A and B Widths. Model No. 3 for C and D Widths. 


U.S. SPECIALTY MFG. CO. 


DEPT. A, PITTSBURG, KANSAS 
(and remember it’s KANSAS) 








N. S. R. A. Convention, Boston, 1920 


— Saved 


are the easiest dollars made. Fire insurance is a small item in 
business at best, but it has the biggest effect on a business man’s 
present and future welfare. With this strong fire insurance com- 
pany back of you, you are in a position to make the most of your 
opportunities. We can save you at least 25 per cent on your insur- 
ance costs. Look into this! 


Fitchburg Mutual Fire Insurance Company 
FITCHBURG, MASS. 


The City of 141 diversified industries 
99% of which are locally owned 





An extremely 
liberal profit 


in handling this new Nufashond product. 
A leather-finish lace that is better than real 
porpoise laces. 






Ask your jobber 
Samples upon request. Write us to-day 
The Narrow Fabric Co. - Reading, Pa. 
Makers of the famous Nufashond Fabrice Tip Shoe Laces © 
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‘“*Dart’’ Last 
$9.00 


Men’s Fine Shoes 






















NO. 512 
CHERRY 
CALF 
VARSITY 
BAL 

IN STOCK 


New extreme 
narrow toe 
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Preset anaan t 


The Dalton Company, Inc. 


BROCKTON, MASSACHUSETTS 


BOSTON: 183 Essex Street NEW YORK: 651 Marbridge Building CHICAGO: 1415 Great Northern Building ~ 








CAMCO 


TENNIS SHOES 


THE COMFORT OF ORDINARY TENNIS SHOES 
WITH THE STYLE AND WEAR OF REAL SHOES 


Mary Jane Pump 
Spring Heel Only “(*AMCO” tennis shoes are unexcelled. In style, 
a oe C materials and workmanship they are beyond 


White, No. 40550 
erg pty wel compare. They mark the advent of a new era in 


oe eee tennis shoe construction. All the merits of the old 


Brown, No. 40552 type tennis shoes are retained. Special virtues re- 
sulting from original processes of manufacture add to 
wearers’ satisfaction. Fibre Soles sewed on not stuck 
on. Non-heating waterproof duck uppers. All rubber 
heels. Wonderful proposition for dealers. Nothing in 
stock. Anticipate Spring and Summer requirements. 
Order now. 


“WE BACK YOUR BUY” 


Men’s 
Oxford 


5-8 Heel 
White, No. 31502 
Brown, No. 31501 


CAMBRIDGE RUBBER COMPANY 


MANUFACTURERS 
CAMBRIDGE, MASS. 
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wants in its windows marked at prices which only in 
exceptional cases will run up .to the $20 mark. The 
vast bulk of the offerings will be at prices of $12 and 
under. The reaction of the relief to the public mind is 
going to constitute the strongest possible vindica- 
tion of the retail dealer, and, in fact, of the entire 
trade. 

“Tt’s a great deal better to have the public judging 
us by comparison with the terrible thing it thought 
we were going to do, and which we didn’t do, than 
by comparison with the prices of former years, 
isn’t it? 

“I’m mighty glad that somebody, whoever 
he is, did start that rumor about $25 and $50 
shoes!” 

This is a view of the situation which did not seem 
to strike the majority of retail dealers of its own 
accord, but when it was presented to them, it found a 
very large number who subscribed to it. 


READY FOR PROBERS 


Trade Feels Safe in Its Organization Which 
Protects Retailers Who Play Fair 


There are a number of shoe dealers in Philadelphia, 
too, who have just enough “scrapping blood”’ in their 
veins to wonder with a sort of unbusinesslike eagerness 
if the Federal authorities are going to attempt any 
raids in the shoe business similar to those they have 
been inflicting in the food trades. If they do they are 
likely to run up against a very different sort of recep- 
tion. 

The retail shoe trade, these men point out, is a 
unit. The local association is strong, and there is 
back of it the State Association and the National 
Association. While of course none of these associa- 
tions could be expected to stand back of an individual 
dealer who really was at fault, the organization would 
be amply powerful enough to afford thorough protec- 
tion against any attempted persecution, and simply 
through the medium of full and truthful publicity 
show up the would-be persecutors in a very unfavor- 
able light to the public, which is the very last thing 
those interested in stirring up agitation for political 
purposes really want. 


DELIVERY TROUBLES AGAIN 


Hard to Get Shoes When Wanted—Railroads 
Usual Cause of Delay : 


Deliveries of Fall stocks are now pretty well com- 
pleted, of course, but a number of retailers report 
that they are having a good bit of trouble in getting 
their tag-end shipments in on schedule. In most 
cases, it would seem, the railroads are to blame. A 
number of dealers and manufacturers also declare 
that the situation as regards claims upon the rail- 
roads is getting worse rather than better. 
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Idaho. Prosperous 


Farmers and Tradesmen Making and Spending 
Money in Shoe Stores of Towns and Cities 
Fall trade on the Pacific slope has started off in fine 

shape, most stocks of Summer shoes having entirely 
disappeared from the merchants’ shelves. Farmers 
in Idaho are harvesting perhaps the biggest crop 
in the history of the state with exception of the dry 
farms in the eastern section. 


BUILDING BOOM 
A Lively City and a Progressive County 


Boise, in the building reports for the country, 
showed it. to be the fourth largest city in value of 


* building permits in the county for the month of 


July. Total permits reached a few thousand dollars 
short of being $1,000,000. Eight hundred thousand 
of this amount goes to complete the Idaho State 
Capitol Building, and the balance of two hundred 
thousand for business and residence buildings. 
Ada County, where Boise is situated, will vote on 
August 31, for a one million dollar road bond issue. 
Two hundred thousand dollars of this amount will 
go toward building a scenic highway to the famous 
Arrow Rock Dam, located in the mountains about 
20 miles east of Boise. This is the highest govern- 
ment irrigation dam in the world, and holds in storage 
the waters of the Boise River, and irrigates over 
400,000 acres of fine agricultural land in the West. 


BACK TO SHOES AGAIN 
Former Shoeman Buys Interest in Store 


Murray Buchanan, formerly floor manager of 
the Guarantee Shoe Store on Eighth Street, has 
recently returned from the Navy and has purchased 
an interest in the store and with Bill Schmelzel is 
very capably taking all the business in that section 
of the city. 


NEW LOCATION AND NEW MANAGER 


Department Store Enlargement and Improve- 
ments 

The Mode Department Store has completely 
remodeled its big store and added an extra story to 
accommodate its rapidly growing business. The 
shoe department has been movéd from the rear to 
the front of the Eighth Street ‘side of the building. 
Mr. Thorpe from Denver is the new manager. 


William Harrison a Benedict 
Wm. Harrison, traveling Kentucky and Tennessee 
for the Sam B. Wolf Shoe Company, Cincinnati, be- 
came a benedict iast week. Bill is spending: his 
honeymoon on the Great Lakes. He expects to be 
in his territory with his new line within the next 
two weeks. 
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WIDTHS 
AA TO D 





Dunlap Last 


WINE CORDOVAN CIRCULAR SEAM BAL. 


A KEITH’S KONQUEROR CREATION 


Stock No. 924 





READY 
TO SHIP 


PRICE 


$10.25 


SIZES 
5toll 


Have YOU Our In-Stock Style Catalogue ? 


THE PRESTON B. KEITH SHOE CO. 


BROCKTON (Campello Sta.) MASS. 


New York Office, 299 Broadway, Room 415 
Boston Office, 207 Essex Street 



































MANUFACTURERS PREFER 






They find ad- 
vantages in_ its 
use not otherwise 
obtainable. The 
correct way ,lo 
show samples to | 
best advantage. | 
The ideal combi- i 
nation for the re- 
tailer. 

The “DALCO” 
is quickly ap- 
plied and is ab- 
solutely rigid. 
It can be used with any size or shape of buckle or bow. This provides 
an unlimited range of styles for the retailer. 

A trial of the “DALCO” Bow and Buckle Support will show you why 
it is preferred to all otherg. 

Full information with samples upon request. 


DALRYMPLE-PULSIFER CO. 


Manufacturers 88 Washington St., Haverhill, Mass., U.S.A. 
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Shoe and a Men 
From Everywhere— 


register at the “Essex.” It’s the 
preferred hotel among shoe and 
leather men. The popularity of the 
hotel is due to its service. Stop, 
once at least, at the ‘ Essex” and 
see what a satisfactory service is 
rendered. The pleasure of contrib- 
uting to your pleasure, and profit, 
when in Boston will be anticipated. 


400 ROOMS—300 BATHS 
$1.50 A DAY AND UP 


Hotel Essex 
BOSTON 


McCARTHY BROS. 
Proprietors 
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FACTORY 


Carter Salesmen We 
are off with their | 
New Lines | 












MT 
q { \ i A 
Di if pig’ ' eho 
HT 4 mi _ z 
i | Al on oe 4 
Ma le bm U/ 
; Lp 
" | la VIN LLLaT 
‘ 


~ They? 1€ Off 


—happy i in the posses- 
sion of shoes that you’ll 
like. Improved quality, im- 
proved pattern, improved shoe- 
making are notable features. 
Improvement is the constant 
aim in the “Factory of Progress.” It 
was a famous collection of lasts that we 
had a season ago, but with the new ones 
added the opportunity for choice is 
Y . exceptional. Prices will be relatively as low 
the coming season as heretofore. 
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Don’t let our salesman get by! 


To be sure you see him, an appointment in advance is 
recommended. A postal request that one call will be 


promptly acknowledged. 


J. W. CARTER. CHICAGO COMPANY 
CHICAGO, ILL. | 
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Leather Buying Less Active 


Volume of Business on Existing Contracts Keeps Tanneries Busy, but 
Buyers Have Been Holding Off in Anticipation of Lower 
Prices---Conditions Help to Stabilize the Market 


There have been comparatively few 
developments in the leather situation 
during the past week and the market is 
devoid of the excited conditions of a 
month or two ago. 

There has been no further decline in 
hide and skin prices worthy of comment 
and the recession which did take place 
has not attracted the tanners to any 
great extent, although there was a little 
stronger demand. 

Prices are steadier as a whole in the 
raw material market and no further 
break is looked for right away. Buyers 
of leather are waiting to see what devel- 
ops and the lull in buying of the past 
two weeks continues, particularly of 
upper leather. Shoe manufacturers are 
rather on-the defensive and have ex- 
pected an easier tone to leather which 
has not developed to any great extent. 
This is somewhat due to the fact that 
tanners were well sold ahead before the 
stagnation set in. Shipments are going 
forward on existing contracts from the 
tanneries and this in itself means a 
large volume of business moved each 
week. Shoe manufacturers have been 
buying in anticipation of their needs, 
although not looking for early deliveries. 
The present quiet time is giving tanners 
a better chance to catch up on promised 
deliveries, and this will be of some ad- 
vantage to leather buyers. 

In addition to this, there has been 
some falling off in the export trade, due 
to a critical situation in exchange rates. 
Even so, there is a heavy export busi- 
ness in both leather and shoes. 

Shoe manufacturers are very busy for 
this period of the year, and some are 
starting their Spring run earlier than 
Labor conditions, however, and 


usual. 


short hours prevent running, or at least 
getting out the shoe capacity of which 
the factories are capable. 

Salesmen will be soon leaving, in 
fact many have already left, with sam- 
ples for Spring and Summer, but it may 
be said that nothing has yet developed 
in the market which would warrant 
retail shoe merchants in- holding off in 
fear of radical developments this Fall. 


Sole Leather 


The sole leather market is quiet 
and tanners are busy shipping out on 


old orders as fast as receipts come in. 
Factory buyers are busier, however, now 
that the holidays are over. 

Tanners maintaining that the high- 
est cost hides are still in process of tan- 
ning, today’s quotations would not 
cover the cost of leather made even from 
hides at their present lower values. 
This is not much encouragement for 
buyers of leather to hold off in placing 
contracts where they need the supplies, 
if they are in expectation of a further 
slump. 

(Continued on page 129) 


Sole Leather 


1910 1918 1919 
. Cents per pound 
Biomsmbeh: Bake, Dany, Thee Fo o0ooc:s diced cscna sr 25 @26 56@57 58@ 60 
Hemlock Sole, seconds, mid................... 23 @24 54@55 56@ — 
Re ey rr rer ren ee 45@— 85 @92 —@1. 20 
Oak Sole, No. 1 backs, all weights.............. 43@— 80@85 98@1.05 
NN SI EEE s cic0cc-s ced eae bancs mediaset 33@35 84@85 —@ 92 
SU AINE IN os dais. o's as. & 40d w aad da 80@83 —@ 9% 
ee, MNO IIE 5.0 c.8:knncces wehbe tater eancs 17@18 17@ 18 
i SE IN oso 6's: aie dnd ecadel ee. wet areas 23 @25 20@ 27 
OGal, hemlock shoulders... ...... oo. cc ccc cc cence 38@40 39@ 40 
MIS ba.siare 4205, dca td wins Se Meni emee 4 24@25 23@ 25 
SRE TOT e PF ee ee ee 27 @28 28@ 30 
Cents per foot 
Chrome, slaughter sides, 744 to 10 iron......... 43 @50 65@ 70 
Chrome, China, 7 to 10 iron..... hadi a Guan Ge —@50 55@ .60 


Upper leather quotations are not given owing to the wide range of prices which 
depend also on quality and ability to get the stock. 


Hides and Skins 


Pi ER sc aslns ci hedge. os Cette tas 
Chicago City calfskins .................. 
Be ee IN 6 ooo ssivses cack ccanewan 


1910 1918 1919 
Cents per pound 

1634 @17 —@30 —@ 42 

154%@1%  —@28 —@ 50 

133,@14 —@22 38@ 42 

18 @19% 34@44 60@ 80 

21 @23 —@34 4@ 46 
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IOWA, NEBRASKA AND CHICAGO 
Will Be Covered by Sol Blomberg 


Sol Blomberg, with the Helmers, 
Bettman Company, Cincinnati, has 
recently returned from France where he 
remained for eleven months in the 
medical corps of U. S. Army. Mr. 
Blomberg was associated with the 
Helmers, Bettman Company before 
going into the Army. He will travel 
Iowa, Nebraska, and the city of Chicago 
for that company this season. The 
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SOL BLOMBERG 


Helmers, Bettman Company has dou- 
bled its output in the past twelve 
months. 


WHITMAN & KEITH CO. 
SALESMEN 


Roster of Traveling Men Showing 
Spring Samples 

The following salesmen, representing 

Whitman & Keith Co. of Brockton, 

makers of men’s and women’s high 

grade welts, are now in their respective 
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territories, showing Spring samples for 
this concern: Charles L. Anderson, 
New England, Baltimore, Md., Wash- 
ington, D. C.; Roy L. Miller, New York 
State, New Jersey and Vermont; 
Richard P. Whitman, New York City; 
Harry E. Decatur, parts of Pennsyl- 
vania and Ohio; M. R. Layton, Michi- 
gan and Indiana; A. E. Emans, Illinois, 
Wisconsin, Upper Michigan, Missouri, 
Kansas and Nebraska; George W. 
Howard, Iowa, Minnesota, North Da- 
kota and South Dakota; Joseph L. 
Rau, Tennessee, Kentucky, North Caro- 
lina, South Carolina, Virginia and West 
Virginia; W. T. Hadley, Mississippi, 
Alabama, Georgia and Florida; Robert 
E. Brown, Arkansas, Louisiana, Texas 
and Oklahoma; J. E. Cate, all points 
west of Denver except parts of Cali- 
fornia; E. E. George, California. 

Clarence L. Wilcox and Joseph L. 
Rau are new-comers to the Whitman 
& Keith Company selling staff. Until 
recently they were in the service of the 
United States Army and Navy. 


A BUSINESS GETTER 
A. H. Sirine on Spring, 1920, Trip 


A. H. Sirine, who represents Kuhn, 
Pavord, Wilks Shoe Co. of Harrisburg, 
Pa., making misses’ and children’s fine 
welts, is now out on his Spring trip and 
reports a very gratifying reception for 
the new line. Mr. Sirine personally 
covers New York City, Philadelphia, 
Baltimore and Washington and is now 
visiting the latter cities, reserving his 
work in Greater New York until his 
return. 

During the past year, for which period 
he has been indentified with this house 
and line, Mr. Sirine has developed a 
volume of business which has made 
necessary the appointment of three 
assistants whose work he will direct. 
With this sales staff, he is looking for- 
ward to a very large business and al- 
though his territory is extensive his 
plans indicate that his organization 
here will cover it adequately. Although 
the house is one of the younger Pennsyl- 
vania manufacturers, its product is 


Shoe Salesmen 


Activities of our Trade Ambassadors 
On and Off the Road 
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already firmly entrenched in the trade of 
this section, and as a result the capacity 
of the plant is the only limit of present 
output. None the less this capacity is 
sufficient, Mr. Sirine states, to take very 
good care of their customers. 


BUSINESS GOOD 


Salinger Reports 
South 


Jay M. Salinger covers the territory 
of Mississippi and Western Tennesse e 


Jay M. from 




















JAY M. SALINGER 


for McElwain Barton Shoe Company, 
Kansas City, Mo. After being on the 
road three weeks he says: “I am finding 
business exceedingly good. The de- 
mand for our shoes has been so great 
that I have booked more business in the 
past four weeks than ever before in all 
my past experience of over ten years on 
the road. Thestates of Mississippi and 
Tennessee are enjoying prosperity to its 
fullest extent.” 
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You Benefit By This Campaign 


AN advertising campaign that means much to dealers who handle our 
““EASE-ALL” Arch-Supporting Shoe is now being conducted in the 
leading Women’s Magazines. 


By this means we are telling the women of the country that it is possible 
and practical to buy an Arch-Supporting Shoe that has all the stylish 
lines that they have heretofore been obliged to sacrifice to obtain the relief 


that they sought. 


We explain to them the important features that make this shoe one of the 
most desirable shoes on the market today. 


In every community women will be inquiring for this shoe and to 
obtain your share of the sales that are sure to come, it is necessary 
that you have a stock of ““EASE-ALLS” on hand. 


Ask us to“explain to you what we are doing to help dealers dispose of 
more ‘““EASE-ALLS.” 





TRADE MARK REGD. PATD. FEB. 20,1912, 


The Shoes of Invisible Comfort and Visible Style. 
. Made by... 


UTZ & DUNN CO. 


ROCHESTER .". NEW YORK 


DENVER OFFICE NEW YORK OFFICE LOS ANGELES OFFICE 
218 Charles Building, Denver, Colo. Bush Terminal Sales Building 
TIGER & McNUTT 130-132 West 42nd Street, Room. 1521 008 ie ee, S 


Representatives MBER, Representative 
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THE WESTERN FIELD 


A. B. Clark Now Identified with 
A. Posner 


A. B. Clark, who has hosts of friends 
throughout the entire West, is now 
identified with Dr. A. Posner, Shoes, 
Inc., and will cover the entire Western 
field for that house exclusively. Mr. 
Clark will make his headquarters in 
Chicago and from there his activities 
will reach out to the Pacific Coast. 

In addition to the Dr. Posner line of 
shoes for misses’ and children, Mr. Clark 
will also carry the Dr. Posner certified 
hose, which is one of the newer develop- 
ments of the house and one that brings 
the logical relationship of shoes and 
hosiery to a very close working basis. 
Mr. Clark is personally very enthusiastic 
over his present connection and is satis- 
fied that it is one which will enable him 
to serve his western friends to the best 
advantage. 


NEW SALES MANAGER 


Arthur R. Moore with Elbinger 
Shoe Company 


Arthur R. Moore is in full charge of 
the sales department of the Elbinger 
Shoe Company of Cincinnati, Ohio. 

Mr. Moore is an experienced shoe 
man, having been in the wholesale game 
all of his life. He is thoroughly familiar 
with all of the details thereof, and comes 
to the firm highly recommended. 

For nine years he was connected with 
the old Peters Shoe Company of St. 
Louis, the last three years being mana- 
ger of Follow-up. Mr. Moore resigned 
that position to accept a position in New. 
York with Nathaniel Fisher & Co., and 
was connected with them for three 
years, in the capacity of assistant sales 
and advertising manager. 

Mr. Moore writes us that he thor- 
oughly enjoys reading the “Recorder” 
each week and is always able to get 
some good “‘dope”’ from it; particularly 
is he interested in the Primer on Prices. 


CRAWFORD SALESMEN OUT 


Traveling Representatives in Their 
Territories 


The following traveling salesmen, 
representing C. A. Eaton Company of 
Brockton, are starting out this week on 
their Spring trips with samples of the 
Eaton and Crawford lines: 

E. G. Adams, Alabama and Missis- 
sippi; M. W. Belch, New England; 
Fred S. Brill, New York State; J. B. 
Harper, Northwest; Phil M. Harris, 
West Coast; J. J. Kaltenbrun, Ohio and 
Indiana; N. D. Loud, Illinois, Iowa, 
Nebraska, Missouri and Kansas; W. 
M. Mairs, Maryland, Virginia, West 





BOOT AND SHOE RECORDER 


Virginia and North Carolina; John La 
Prelle, Texas and Oklahoma; Tinsley 
Ragland, Georgia, Florida and North 
Carolina; M. A. Wiggers, Missouri, 
Arkansas and Louisiana; W. M. Wig- 
gers, Kentucky, Tennessee and Illinois; 
Al Wiskochil, Michigan; S. G. Wright, 
Middle West; I. D. Zeffert, New York 
City and New Jersey; Sidney J. Zeffert, 
Pennsylvania and South Jersey. 

All are enthusiastic regarding their 
new samples and predict a record- 
breaking business for the coming season. 


FINE FUTURE PREDICTED 


A. M. Figenbaum Will Cover North- 
west 


A. M. Figenbaum of Val Duttenhofer 


Sons’ Company, Cincinnati, who for- 
merly traveled Ind’ana, Ohio, West 











SEALER LAS A Roa 











= > 
PP FEE ER ME Cee BEERS. SFOS 8 OOH EEO RERE Ee REE EER SER EEE RN | 








* 
‘ 
* 
. 
. 

” 


A. M. FIGENBAUM 


Virginia and Tennessee for John Foster 
Company of Beloit, Wisconsin, will, 
after having served one year as house 
salesman, cover Wisconsin, Minnesota 
and the two Dakotas for the Val Dut- 
tenhofer Sons’ Company of Cincinnati, 
Ohio. Mr. Figenbaum has had years of 
shoe experience in both selling and 
making and we predict for him a fine 
future in the Northwest. 


THE REAL “PAY” 


James R. Fenner Strikes Rich Oil 
Well 


James R. Fenner, who for the past 
several years has represented the Lind- 
ner Company, Carlisle, Pa., in the 
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Middle West, has struck the real “pay,” 
as the old oil drillers term a find of 
lubricating oil. 

“Jim,” as he is known on the road, 
has been receiving the congratulations 
of his many shoe friends since the 
article announcing his discovery has 
been so widely published in the oil 
journals. ; 

The title of the firm with which Mr. 
Fenner is identified is the Fenner- 
Strawbridge Company, which has re- 
cently brought in a well on its leases 
near Titusville, Pa. This well is nearly 
two miles from any producing territory. 
When one-half through the thirty-two 
feet of sand the well began making oil. 
The find seems to greatly interest the 
older operators in that vicinity. 


A SOUTHERN SALESMAN 


D. C. Hester Sells the *‘Bostonian”’ 
Shoe 

D. C. Hester, who travels Mississippi 
and Louisiana for the Commonwealth 
Shoe & Leather Company, Boston, has 
been attending the semi-annual sales- 
men’s conference of his firm the past 
week at Boston headquarters. 

Mr. Hester reports that business is 
good throughout his territory. He has 
recently spent a portion of his vacation 
in New Mexico, where he says that, 
although the crops are a little spotted, 
indications are for a good Fall and 
Winter business. 

Mr. Hester is an old “Recorder” 
subscriber and his visit to the ‘‘Re- 
corder’’ was for the purpose of signing 
up.as a member of the ‘‘Recorder” 
family for another 12 months. 

He has been on the road for many 
years, the last three of which have 
been spent in the interests of the 
Bostonian Shoe. 


SALESMEN’S ROSTER 
Of Nunn, Bush & Weldon Co. 


The Nunn, Bush & Weldon Co., 
Milwaukee, have added the following 
salesmen to their force and these men 
are now covering the territory given 
with each name: 

R. N.. Ewell, Georgia and Eastern 
Florida; C. W. Bush, Oklahoma; E. L. 
Fuller, North and South Dakota; J. M. 
Verneuill, Alabama and Florida; B. K. 
Farnham, New York, Philadelphia and 
Washington, D. C.; E. R. Stevenson, 


Wisconsin; Leo R. Wallace, Iowa; 
W. A. Ham, South Carolina; Wm. 
Stittgen, Eastern Wisconsin; H. C. 


Clement, Michigan; J. G. Llewellyn, 
Montana, Washington and Oregon; 
E. L. Beaseley, Oklahoma; H. F. Ken- 
nedy, Minnesota; T. L. Vivrett, Cali- 
fornia, Arizona, W. Nevada; R. P. 
Wallace, Iowa and Minnesota. 
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Nieeaa a. 
\ Growing Girls 
© 


A Dependable Line 
of Welts— 


The unquestioned excellence of the 
‘Salvo’ Shoe for Children, Misses 
and Growing Girls is demonstrated 
by the fact that leading shoe mer- 
chants of the United States are 
regular buyers of them. 


FOLLOWING STYLES IN STOCK 


No. 100—Girls’ Tan 8” Lace, 157 Last, 11/8 heel. 
No. 101—Girls’ Tan 8” Lace, 156 Last, 8/8 heel. 
No. 200—Girls’ Gun Met 8” Lace, 157 Last, 11/8 heel. 
No. 251—Girls’ Gun Met 8” Lace, 156 Last, 8/8 heel. 
No. 300—Misses’ Tan H. C. Lace, 154 Last, 6/8 heel. 
No. ealien ade Tan H. C. Lace, 155 Last, spg. 
eel. 
No. 310—Children’s Tan P. C. Lace, 154 Last, 6/8 heel. 
No. 350—Children’s Tan P. C. Lace, 155 Last, spg. 


















heel. 

No. 400— —- Gun Met H. C. Lace, 154 Last, 6/8 
neel 

No. 450—Children’s Gun Met H. C. Lace, 155 Last, 
spg. heel. 

No. 410—Misses’ P. C. Gun Met Lace, 154 Last, 6/8 


heel. 
No. 460—Children’s P. C. Gun Met Lace, 155 Last, 
spg. heel. 


Girls’ shoes, A, B, C, D widths. 
Misses’ shoes, B, C, D Widths. 
Children’s shoes, C and D Widths. 


Kuhn, Pavord & Wilks Shoe 
Company 
HARRISBURG, PA. 
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The National Shoe Travelers’ Association, Inc. 


OFFICERS AND BOARD OF GOVERNORS 


J. P. BYRNE, president Pa eee 
W. M. OAKMAN, 1st vice-president . 


52 Dartmouth St., Rochester, N. Y. 
Marshfield Hills, Mass. 
207 Essex St., Boston, Mass. 


F.W. STANTON, secretary . ‘ 
D. DAVIS, treasurer. 35 So. Dearborn St., Chicago, III. 
VICE-PRESIDENTS 

C. M. Crafts C. F. Pitts J. A. Henjum J. C. Woodworth 

F. B. King G. P. Utley L. D. Ream S. C. Bloomer 
H. Springgate D. D. Oster S. S. Fechheimer L. S. Gwyn 
G. E. Van Tuyl T. Wise C. F. Maxwell C. W. James 
F. Bailey F. W. Skinner C. B. Mason L. F. Burdett 
H. B. Collier A. S. Raphael B. WeWhirter 


AFFILIATED ASSOCIATIONS 


BOSTON SHOE ASSOCIATES, BOSTON, MASS. 
C. M. Crafts, president, 42 Lincoln St., Boston, Mass.; 
M. Ellis, vice-president; C. W. Morrill, treasurer; R. 
Mills, secretary, 42 Lincoln St., Boston, Mass. 

CENTRAL ASSOCIATION TRAVELING SHOE 
SALESMEN, KANSAS CITY, MO. S. C. Bloomer, 
president, 805 Central St., Kansas City, Mo.; D. M. 
Hamilton, vice-president; H. C. Porter, secretary- 
treasurer, 3923 Montgall Ave., Kansas City, Mo. 

CLEVELAND SHOE TRAVELERS’ ASSOCIA- 
TION, CLEVELAND, O. C. W. James, president, 
10733 Superior Ave., Cleveland, Ohio; D. W. Brill, 
vice-president; E. F. Buzek, secretary-treasurer, 1690 
Belmar Road, Cleveland, Ohio. 

INDIANA SHOE SALESMEN’S ASSOCIATION, 
INDIANAPOLIS, IND. H. Springgate, president, 
3630 Central Ave., Indianapolis, Ind.; A. B. Fletcher, 
vice-president; C. I. Slipher, secretary-treasurer, 220 
Sax’s Bldg., Indianapolis, Ind. 

ROCHESTER ASSOCIATION OF TRAVELING 
SHOE SALESMEN, ROCHESTER, N. Y. D. D. 
Oster, president, care of W. B. Coon Co., Rochester, 
N. Y.; J. F. Sweeney, vice-president; F. J. LePine, 
2d vice-president; A. C. Edson, 3d vice-president; H. J. 
Beatty, 4th vice-president; R. F. Schneider, treasurer; 
F. S. Brill, secretary, Hotel Powers, Rochester, N. Y. 

BOSTON SHOE TRAVELERS’ ASSOCIATION, 
BOSTON, MASS. C. F. Maxwell, president, 5 Beacon 
St., Winchester, Mass.; S. L. Curry, vice-president; 
Wm. Noll, secretary-treasurer, 105 Federal St., Boston, 
Mass. 

CINCINNATI ASSOCIATION OF THE NA- 
TIONAL SHOE TRAVELERS, CINCINNATI, O. 
S. S. Fechheimer, president, care of Krohn-Fechheimer 
Co., Cincinnati, O.; Claude Orr, vice-president; Charles 
F. Weckel, treasurer; F. J. Weber, secretary, 1720 Pell 
Place, Station A, Cincinnati, O. 

TRAVELING SHOE SALESMEN’S ASSOCIA- 
TION OF BALTIMORE, BALTIMORE, MD. L.S. 
Gwyn, president, 614 Reservoir St., Baltimore, Md.; 
I. Croner, vice-president; B. A. Carr, secrelary-treasurer, 
205. W. Lombard St., Baltimore, Md. 


MICHIGAN SHOE TRAVELERS’ ASSOCIA- 


TION OF DETROIT, DETROIT, MICH. E. Van 
Tuyl, president, 233 Linwood Ave., Detroit, Mich.; 
A. Macaulay, vice-president; H. Greenfield, secretary- 
treasurer, 195 Randolph St., Detroit, Mich. 

SOUTHERN SHOE SALESMEN’S ASSOCIA- 
TION, BOSTON, MASS. L. F. Burdett, president, 
22 Hampden St., Swampscott, Mass.; C. S. Briel, 
vice-president; F. W. Stanton, secretary-treasurer, 207 
Essex St., Boston, Mass. 

PENNSYLVANIA SHOE TRAVELERS’ ASSO- 
CIATION, PITTSBURGH, PA. C. F. Pitts, presi- 
dent, 102 Lake Front Ave., E. Cleveland, O.; L. Man- 
heim, 1st vice-president; A. L. Smith, 2d vice-president; 
A. A. Betts, secretary-treasurer, care of Hotel Henry, 
Pittsburgh. 

SOUTHWESTERN SHOE TRAVELERS’ ASSO- 
CIATION, DALLAS, TEXAS. J. E. Miller, presi- 
dent, 104 W. 14th St., Oklahoma City, Okla.; H. L. 
Hunter, vice-president; B. McWhirter,  secretary- 
treasurer, Waco, Texas. 

PHILADELPHIA SHOE TRAVELERS’ ASSO- 
CIATION, PHILADELPHIA, PA. A. S. Raphael, 
president, 4206 Parkside Ave., Philadelphia, Pa.; I. F. 
Oberfield, 1st vice-president; R. W. Franklin, 2d vice- 
president; B. B. Davis, 3d vice-president; J. L. Scanlon, 
secretary-treasurer, 742 S. 59th St., Philadelphia, Pa. 

ST. LOUIS SHOE TRAVELERS’ ASSOCIATION, 
ST. LOUIS, MO. J. C. Woodworth, president, care 
of Athletic Association, St. Louis, Mo.; W. H. Gold- 
man, vice-president; C. C. Cayce, secretary-treasurer, 403 
Columbia Theatre Bldg., St. Louis, Mo. 

BOOT AND SHOE TRAVELERS’ ASSOCIATION 
OF NEW YORK, N. Y. F. W. Skinner, president, 
700 W. 179th St., New York City; G. H. Ferguson, 
1st vice-president; W. E. Pitcher, 2d _ vice-president; 
S. A. McOmber, secretary-treasurer, 130 W. 42d St., 
New York, N. Y. 

NORTHWESTERN SHOE TRAVELERS’ ASSO- 
CIATION, MINNEAPOLIS, MINN. F. Bailey, 
president, 322 Garfield Ave., S. Minneapolis, Minn.; 
J. W. Bates, vice-president; C. H. Kennett, secretary- 
treasurer, 509 Boston Block, Minneapolis, Minn. 

(Continued on page 129) 























Buyers Me herpaggebeeees Directory 


than fifty dis- 
tinct novelties in 
women’s Shoes are fea- 
tured in our new Fall catalog. 
Your copy for the ; 











“hose totally ‘iia shoes 


Buestoin Dros. 


WOMEN’S FINE SHOES 


IN STOCK! 


Stock No. 4357—Finest Burgundy Russia 
Calf Military Blucher, Goodyear Welt, 
Plain Toe. 14-8 Heel.........++-+-+ $7.00 
Stock No. 4356—Same Style as above 
MO Wa osc dkccccencwadedcitetses $7.00 


173 Summer St.., Boston, Mass. 


ie =m a <i ae age <a> he > ae ee >. & @< 
= _ — —_— -— — — + SY eS 














Fes eee2 2288 88 2 2 2 22 S28 82 OS e222 228! es 

















IN STOCK 


on the floor ready to ship 


FINEST QUALITY WELTS 


No. 1551 (made by P. J. Harney Shoe 
Co.)—Havana Brown Kid, Straight Imi- 
tation Tip, 17-8 Leather Louis Heel, 
Geedyeer, AA-D... 6. .)cccsecces $8.00 


No. 552-17 (made by Cotter Shoe Co.) 
—Black Kid, Straight Imitation Tip, 
Leather Louis | ae $6.50 


EIGNER SHOE COMPANY 
173 Summer St., BOSTON 
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‘ Welt Footwear ‘ 
for Women 
1 WELCH, MOSS & FEEHAN CO. i 
: HAVERHILL, MASS. 
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In Stock 


.HIGH GRADE GOODS 
Quick Sellers 
Good Profit Makers 


Black, $1.60. Reds and Tans, $1.75. 
5% off 10 days. Goods shipped day 
is received. 


THE BAKER SHOE CO., 


280 River St., Haverhill, Mass. 
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Flat and Round—Silk and Mercerized 
All Popular Colors and Lengths 


Write For Our New Catalog Of Findings and General Shoe 
Store Supplies. 


LINCOLN STORE SUPPLIES CO. 
The House Ahead 


1508 Washington Ave. St. Louis. 








= Catalogue on request. 














Coburn 


Trolley Ladders 


are simple, efficient, pene 
sive, saving time in sales 

Get estimates—send us a rough 
sketch of your store interior, 
showing shelves to be reached 
and let us tell you the cost. 





Coburn Trolley Track Mfg. Co. 
HOLYOKE, MASS. 
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OHIO SHOE TRAVELERS’ ASSOCIATION, 
COLUMBUS, O. R. B. Collier, president, Worthing- 
ton, Ohio; C. A. Risley, 1st vice-president; J. M. Stan- 
ley, 2d vice-president; W. H. Reichel, assistant-secrelary; 
P. J. O’Neil, secretary-treasurer, 604 Commerce. 

PACIFIC COAST SHOE TRAVELERS’ ASSOCIA- 
TION, SAN FRANCISCO, CAL. Carl B. Mason, 
president, 307 Pacific Bldg., San. Francisco, Cal.; 
Henry M. Edwards, 1st vice-president; A. V. Walcott, 
2d vice-president; Gene Murphy, 3d _ vice-president; 
J. B. Kruger, secrelary-treasurer, 307 Pacific Bldg., San 
Francisco, Cal. 

CHICAGO SHOE TRAVELERS’ ASSOCIATION, 
CHICAGO, ILL. F. B. King, president, 22 Quincy 
St., Chicago, Ill.; J. Kalisky, vice-president; D. Davis, 
secretary-treasurer, 35 So. Dearborn St., Chicago, Hl. 

THE SALT LAKE ASSOCIATION OF THE NA- 
TIONAL SHOE TRAVELERS’ ASSOCIATION. T. 
Wise, president, care of Webster Wise Clothing Co., 
Salt Lake City, Utah; T. F. Farrell, vice-president; 
L. H. Espey, secretary-treasurer, New House Hotel, 
Salt Lake City, Utah. 

IOWA NATIONAL SHOE TRAVELERS’ ASSO- 
CIATION, DES MOINES, IOWA. L. D. Ream, 
president, 1006 33d St., Des Moines, Iowa; W. H. 
Thompson, vice-president; J. E. Wm. Prescott, secre- 
tary-treasurer, 2901 Ingersoll Ave., Des Moines, Iowa. 


SHOE TRAVELERS’ ASSOCIATION OF MIL- 
WAUKEE. G. P.: Utley, president, 14 Wells St., 
Milwaukee, Wis.; W. P. Mueller, vice-president, 14 
Wells St., Milwaukee, Wis.; M. H. Tenscher, secre- 
tary-treasurer, 842 41st St., Milwaukee, Wis. 

SHOE TRAVELERS’ CLUB OF LOS ANGELES. 
J. A. Henjum, president, 245 So. Hobart St., Los 
Angeles, Cal.; C. F. Smith, vice-president; C. E. Cook, 
secretary-treasurer, Hotel Angelus, Los Angeles, Cal. 





LEGISLATIVE COMMITTEE. E. Evarts, chair- 
man, care of C. P. Ford Co., Rochester, N. Y. 

RAILROAD COMMITTEE. M. Gerson, chair- 
man, 47 W. 34th St., New York. 

EDUCATIONAL COMMITTEE. J. P. Byrne, 
chairman, 62 Dartmouth St., Rochester, N. Y. 

PUBLICITY COMMITTEE. C.S. Strayer, chair- 
man, Sax’s Bldg., Indianapolis, Ind. 

BAGGAGE TRANSFER COMMITTEE. F. B. 
King, chairman, 22 Quincy St., Chicago, Ill. A. F. 
Jones, 183 Essex St., Boston, Mass. B. McWhirter, 
Waco, Texas. F. B. Kruger, 307 Pacific Bldg., San 
Francisco, Cal. R. E. Harrison, 412 W. 7th St., Cin- 
cinnati, Ohio. 

ATTORNEYS. Swain, Carpenter & Nay, 1111- 
1115 Paddock Building, Boston, Mass. 
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THE LEATHER MARKET 
(Concluded from page 122) 

It is believed that new orders will begin 
soon enough to prevent any surplus 
accumulations, especially on the better 
weights and grades. 

Hemlock sole quotations remain the 
same: No. 1, heavy, 60c per lb.; No. 2, 
58c; No. 3, 55c. Light and medium 
weights of the same grade about 2c 
less. Not much has been sold of late 
at these prices; in fact, that going for- 
ward was at lower prices. 

Union sole is in about the same situa- 
tion with current tannery receipts sent 
out as soon as they come in, and prices 
are well maintained. Cow backs and 
light steers are quoted at 96c and steers 
92c. 

It is a quiet period for new business 
on oak sole. Leading tanners have little 
stock on hand to offer excepting of the 
poorer grades. :Choice bends are quoted 
at $1.20 to $1.25 per lb., and shoe manu- 
facturers’ selections $1.08 to $1.12; 
choice scoured backs, $1.05 to $1.08; 
and for regular selections, 93c to 
$1.00. 

Chrome sole is quieter than for some 
time. Prices are being bid 2c per foot 
under quotations, but these are refused 
by tanners who state that present quo- 
tations are 10c to 20c under the actual 
cost of the leather that will be made 


from hides now in process. Slaughter 
sides 7 to 10 iron are quoted at 65c to 
70c per foot; 6 to 9 iron, 60c to 65c; 
China hides about 10c less. 

Offal of all kinds is selling fairly well 
and in some respects it is the most 
active feature of the sole leather mar- 
ket. 

Upper Leather 


There is a good volume of business on 
old contracts and leather is moving 
well, which shoe manufacturers bought 
in anticipation of their needs. 

The calfskin market is active and new 
business is reported regularly, but 
delivery is dated ahead for some time. 
Quotations continue very strong on all 
calf leather, and there is a wide range 
of prices from $1 to $1.50 per foot for 
colors. Blacks are selling for less ac- 
cording to grades and selections. There 
is virtually no change in the glazed kid 
situation. The demand is strong for 
desirable selections. 

Side leather is in much the same situa- 


‘tion, although the demand for new busi- 


ness has let up to some extent. Some 
quietness may be expected while sales- 
men are on the road for orders for next 
Spring. The prospect is that we shall 
have a strong and active side leather 
market during the ensuing season. 

The new finishes of side leather are 
becoming very popular and it is realized 


that durable and satisfactory leather 
can be turned out for the better class 
of shoes. Prices have shot up tremen- 
dously over a year ago for such leathers, 
and 70c to $1 per foot according to 
grade and selection is about the range. 
Black leathers are in excellent request 
and there is a strong demand from Euro- 
pean countries. 

The situation is just the same in the 
demand for patent leathers and tanners 
of such are active in filling their orders. 
There is a good demand for export. 








MILWAUKEE 
(Concluded from page 107) 
and there is reason to believe others 
will fall in line. It was agreed that the 
privilege has been much abused, espe- 
cially in the last year or more. 


Nominating Committee Appointed 

President A. B. Caspari announced 
that the election of officers would be 
held at the next meeting, on Thursday, 
October 2, and he made the following 
appointments as members of a nominat- 
ing committee: Chairman, Oscar Hart; 
J. Pinsel, Robert Kurz, Ernest Roth and 
J. E. Geisinger. 

Nearly fifty local dealers were present 
at the September meeting, which was 
held in the directors’ room of the Asso- 
ciation of Commerce headquarters in 
the Athletic Club building. 
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9.00 8.00 | _ under letter postage. 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


OSITIONS WANTED—Three cents per word for each insertion. 
px Minimum amount accepted, sixty cents. For other “Want” > 
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advertisers desire replies f: 
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SALESMEN WANTED 


HELP WANTED 


FOREIGN AGENCY 





ANTED SALESMAN—AI man tocarry a side 

line of wonderful shoe cleaner for Wisconsin 

and North side of Chicago. Big money and only 

big men need apply. Address B470, care Boot and 
Sh oe Recorder, 189 W. Madison St., Chicago. 


ANTED—High grade, live salesman in West- 
ern Pennsylvania, for specialty line of men’s 
dress welts made in the West. Short line, in 
stock. Address B469, care of Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 











WANTED—Shoe buyer for ladies’ and children’s 

department. Give port experience, salary 
wanted and reference. The C. F. Jackson Com- 
pany, Department Store, Findlay, Ohio. 


TRAVELING shoe salesmen and jobbers wanted 
to sell as a side line hand-beaded shoe buckles. 





a ——- — - whom you are rep- 
‘Aadoons wt icul 
ny Iii Matin Panag Nall ork City, N. Y. 








ALESMAN WANTED—High class sal 
to carry as side line overgaiters and Cotero 
Tongue Pads on commission basis. Full commission 
mail orders. Cotero Cushion Mfg. Co., Scranton, 
a. 
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FOR SALE 





GALESMAN WANTED—To carry 
line of high grade women’s shoes as a ‘side line 
through Maine, N. H., Vt., Penn. and Mich. 
Shoes carried in-stock. Man must know the trade. 
Send references with first letter. Address B457, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


WANTED—Salesman for a4 Mexico and 
Arizona to carry an especially good line of 
men’s dress and work shoes and also hae. youths’, 
misses’ and children’s shoes. Man with established 
trade in this territory preferred. State experience 

and reference. Address B445, care Boot and Shoe, 
Recorder, 207 South St., Boston, Mass. 


WANTED— Experienced ishoe salesman with 

established trade to carry an es cially 

line of misses’, children’s, boys’, you fom ittle 

gents’ shoes and barefoot sandals. Give Tt ge 

and reference. Confidential. Address 

aa and Shoe Recorder, 207 South St., Boston 
ass. 











WANTED 


HIGH CLASS Shoe salesmen to ca as 
a side line our ladies’ SPATS and 
TOPS, also jersey and canvas leggings, on 
commission basis; territory open, - 
FORNIA, OREGON, WASHINGTON, IDA- 
HO, and ‘MONTANA; we pay full commis- 
sions on all mail orders. Apply IDEAL 
LEGGING CO., 37 So. Wabash Ave., Chi- 
cago, Ill. 





Wanted for Germany 


Agency for American shoes desired by 
firm now established in Hamburg and 
Danzig. Address K214, care Boot and Shoe 
Recorder, 127 Duane St., New York City. 














WANTED TO PURCHASE 





Shoe Store For Sale 


Located in Large Western 
New York City 


‘LADIES’ SHOES AND HOSIERY 


Has been established 16 years, doing 
$60,000 business. Sales can be doubled by 
expert personal management. 


No dead stock. Attractive rental lease. 
Investigation and audit can be arranged 
for by appointment by purchaser giving 
satisfactory credentials. Equity $8,000 on 

sis of cash sale. Address B471, care of 
Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 




















POSITION WANTED 


OUNG MAN, chemical engineer and chemist, 
would like position in tannery. ‘Has had ex- 
perience in chemistry and mech ing 
and would like to work up in the wn me 
end of leather. Good references. Address B467, 
care Boot and Shoe Recorder, 207 South St., Boston, 
ass. 


ANTE D—Position as a shoe salesman. Would 
like to get acquainted with a first class manu- 
facturer making men’s, boys’ or ladies’ shoes. 
Five years’ experience with a well-known shoe job- 
ber. Address B468, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


WANTED—Position as expert patent and 
quality man on women ’s shoes, or will take 
entire charge of misses’ and children’s shoe fac- 
tory actical man in ing, cutting and 
stitching rooms. General experience in entire 
factory work. Good references. Address K210, 
 — and Shoe Recorder, 127 Duane St., New 
or’ 


FrAcToRY ‘manager and foreman of finishing, 
dressing and packing departments. Experi- 
enced in every operation. Capable of manufactur- 
ing polishes, cleaners, dressings, and blackings used 
in shoe industry. Has knowledge of factory 
methods and handling help is now giving entire 
satisfaction in position a for years, but would 
like to connect with large plant, preferably | 
Massachusetts. Address ,B465, care nt and 
Shoe Recorder, 207 South St., ‘Boston, M 
3d 
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Wanted for Germany 


by first class German Importer 
the exclusive selling rights of 
capable American Manufactur- 


ers of 
SHOEWARE 


and 
LEATHER GOODS 
Offers invited to L.L. 5776, care 


RUDOLPH MOSSE, 
Leipzig (Germany) 





Gs out from under before it drops. I'll close 

your shoe — out at big ts, on com- 

mission basis, orl “ed stock outright. L. N. Man- 
gette, Tiffin, O 
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We Buy for Cash 


pMenatnctusers’ x and 
etailers’ Surplus Jobs, 














a QuaNrrry TOO LARGE 
e a entire stocks 
Ry of 
what you have f for sale. 


Short Term Leases Taken 
We pay Highest Cash Value 


VAN PRAAG & CO. 


Shoe Dept., Martin Posner, Manager 
537 Broadway, New York, N. Y. 
Telephone 2248-2249 Spring 




















DO YOU CONTEMPLATE 


Retiring or going out of business? 
I pt gh value for your entire or surplus 
Leases having a short term to run taken 
over. Established 25 years. 


I, OLENICK 


413 Broadway, New York Tel. 9531 Canal 








EDITORIALLY, THE 
Boot and Shoe Recorder 


is the most alert, aggressive and pro- 
pune journal in the world pub-, 
ished for the shoe merchant. 
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WANTED 1 FOR EXPORT 
one FOR CASH 


NEW YORK EXPO 
PURCHASING CORPORATION 
§15-517 Broadway, New York City, N. Y. 
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WANTED TO PURCHASE 
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MISSES’ AND CHILDREN’S 


SCHOOL SHOES 


BUILT FOR SERVICE 


Style 73—Chocolate Elk Blucher—Unlined—Goodyear Welt 


Infants’, 6-8, Widths, C-E 
Child’s, 8-11, Widths, C-E 
Misses’, 11-2, Widths, B—D 


LISTED IN CATALOG NO..15 





WANTED TO PURCHASE 


MISCELLANEOUS 











We Will Buy Your 
Small Sizes 


Every shoe store accumulates 
more or less small sizes of 
women’s shoes. 

We buy and pay spot cash for small 
sizes, broken lots, discontinued num- 
bers, odds and ends, etc.,. of all 
classes of footwear whether, old- 

fashioned or up-to-date styles. 


We also are in the market to buy for 
spot cash entire or parts of stores 
and stocks of boots, shoes and rub- 
bers and will pay highest cash value. 


Write—Telephone or Telegraph 
The London Exporting Co. 
315 and 317 Church St, 
NEW YORK 

Phone Canal 861 








Highest Cash Prices Paid 


for entire shoe stocks. We also buy 
your surplus or slow sellers. Quan- 
tities no object. Retail or wholesale. 
Short term leases taken off your 
hands. 
Wire or Phone us 
Correspondence Confidential 
tablished 1890 


GLAUBERG & CO. 
387 Broadway, New York,’ N. Y. 
Phone Canal 4119 


We also purchase clothing, 
hats, furnishing goods, ete. 








BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor. |. so 
610 Broadway, Brooklyn i ts SAN 

Phone, Stagg 1757 


Job Lots of Shoes & Leather 


Are Sold Through the! #1 
Recorder Want Ad Page ve 
5 CENTS A WORD 
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Wanted at Once 


for Department Store 
for Cash 


Manufacturers’, Retailers’, or Sur- 
plus Stocks of 


SHOES 


No Quantity Too Large. Short 
Leases Taken 


GLOBE MDSE. CO. 


Indianapolis, Ind. 


New York Office 
23 Lispenard St., New York City 
Merchandise of All Kinds Purchased 








CASH PAID 


for shoe stores or surplus stocks of shoes 
or for other merchan: . Leases taken 
over. We will send a representative to 
investigate and make offer upon request. 
Max Kalter Mercantile Co. 
591 Broadway, New York City 
Phone Spring 5160-5161-5162 














MISCELLANEOUS 
















=== All Mercantile Lines 

Hardware and Impl ps yee 
Stores, Dry Goods and Groceries, 
Oe enna Hod Resmeet coy Kinds dew 


ORT muvomne, next AND STRONG 





















Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds of 
stores and shelving. They 
will enable you to get 
along with less help, save 
Soseees tear on your 


ving help the ap- 
a of a 
ject ap- 

proval and sa 


teem cares 
ie os ell a: cles 
store 

Milbradt 
Manufacturing Co. 


2410 No. 16th St. 
ST. LOUIS, MO. 


Bicycle 
STEP 
LADDERS 


are made 
in many 
styles and 
to fit all 
kinds of 
shelving. 

Send for catalog 


giving full de- 
scription and 
prices. 











THE BICYCLE 
STEP LADDER 
COMPANY 
67 Randolph St. 
Chicago - - Ill, 


BY KY df OXY Jam 0) 


UNSALABLE SHOES 
and ODDS AND ENDS 


WE ADVISE you to pir 
PHEM TOUS. then 


rice for 





Gans Stevens Mercantile Co. 
RS & BRO: 307 WEST MONROE STREET, CHICAG( 


I£HAY TOOLWORKS 
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~READY—This Very Minute 








Stock Style 2516 
PATENT COLT, 9-INCH 
GOODYEAR WELT 
Leather Louis Heel 
Sizes 2% to 8, B, Cand D 


Stock Style 2517 
BLACK VICI, 9-INCH 
GOODYEAR WELT 
Leather Louis Heel 


Sizes 24% to 8, B, C, and D 
Price $6.50 Price $6.50 


Prices subject to change without notice. 


"THESE fashionable 9-inch boots are just 
what you ought to have for the early 


Autumn trade. 


The prices alone should be so interesting as 
to impel you to order at once. 


Parker, Holmes and Company 
“The House That Helps’’ 


Boston, Massachusetts 
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More Value — Less Cost 


Sounds strange these days, doesn’t it? Yet we say it rightly of 
NOVILLA KID 


Because— 


it has ALL the attractive qualities of genuine glazed kid—and 
IT DOES COST LESS (besides cutting to better advantage). 


Moreover, NOVILLA KID does NOT scuff—which removes 


the only objection anyone has to glazed kid. 


CASTLE KID COMPANY 


Originators and Sole Producers 


CAMDEN . ‘. ; - NEW JERSEY 
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PRICES 


It is very rare indeed that we find it necessary to discuss prices with 
our customers. We have always believed in emphasizing quality and 


Those who have done business with us, however, know very well 
that we have always sold our leather at a reasonable price. During . 
the past six months, they know that in many cases we have sold it 
for less than we could get, in some cases for considerably less. 


This is in line with our policy of never trying to get the utmost for our 


goods, and of giving to our customers part of the benefit of our favorable 


It has proved to be good business, and we shall continue to pursue 
that policy. We have increased our production to 1,200 dozen daily, 


Vode, the brand name for the better grades of Standard Kid, is being 


STANDARD KID MFG. CO. 


MANUFACTURERS OF BLACK AND COLORED 
GLAZED KID AND PATENT KID 


207 SOUTH STREET BOSTON, MASS., U. S. A. KY } 
NEW YORK OFFICE: 610 TRIBUNE BLDG. y 


Factory, Wilmington, Del. 
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AGENCIES 


F. W. BAILEY & CO., St. Louis, Mo, 
I. LOUIS POPPER, Cincinnati, O. 
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BOOT AND SHOE RECORDER 





Sept. 20, 1919 





“Onyx” 


The})BEST known Brand of Hosiery 
in the World. 





“ONYX” became the BEST known 


Brand by good advertising, backed 
up by the BEST QUALITY. 


“ONYX” has been chosen by the 
BEST and largest number of retail- 
ers to give the BEST HOSIERY 


values to their customers. 





Emery @ Beers Company Ine. 


Sole Owners of “Onyx” Hostery 


BROADWAY AT 24th STREET 


Boston Office: 
31 Bedford Street 


210 Pearl Street, Mutual Life Bldg. 





NEW YORK 


Philadelphia Office: 
1033 Chestnut Street 


Buffalo, N. Y. 


Chicago Office: 
The Lytton Building 
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PATENT APPLIED F 


THE “F. B. & C.” 


-Manufacturing Chain 





F. Blumenthal Company 


Wilmington, Delaware | 





“The Largest Manufacturers in the oe ee: of Glazed Kid 


The Largest Consumers in the ee te of High Class Raw Material” 


Output: ONE MILLION TWO HUNDRED FIFTY gfe 
THOUSAND SKINS MONTHLY. IK1D| 


New Youn) 


Dt oom 








QUALITAS PATENT LEATHER CORPORATION 
Wilmington, Delaware 
All classes of Patent Leathers 





Febeco Leather Corporation 
Wilmington, Delaware 
All varieties of Side Leathers 





Delton Manufacturing Co. 
Wilmington, Delaware 
All varieties of Shoe Dressings 


ualitas Mas @ahden [AA Caor 
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Sales Go Up When 
Rips Go Down 











Wonseam 





PATENTED AND REGISTERED 


SHOES 


Wort Rip 

















Shoes that are first cousins to armor plate are 
the kind most boys require. 


Stumbling, kicking, tramping, running—no won- 
der it is a problem to select a line of shoes 
capable of bearing up under hard usage, always 
looking well and staying away from the cobblers. 


Parents who do the buying look for wear, hy- 
gienic features and moderate price; the boys who 
do the wearing insist on style and an appear- 
ance that will invoke their comrades’ admiration 
instead of derision. 


Wonseam Shoes present every point desired— 
and more. Merchants may depend on them to 
create a reputation for shoe values and to ani- 
mate footwear sales, not alone to the boy, but 
to his entire family. 


Wonseam Shoes won’t rip. 


A new and patented method which cuts upper 
and tongue from the same piece of leather per- 
mits reduction of the usual six or seven seams to 
one. This is at the rear, runs with the strain 
and is reinforced by a full length leather backstay 
guarded by three rows of stitching. 


Two thicknesses of leather cover the toe. 


The under sole is clinch nailed on and the outer 
sole Goodyeared to it. May also be had regular 
brass loose nailed. 


Colors are black and chocolate. The army last 
makes an extra appeal to boys and guarantees 
comfort. 


Extensive Consumer 
Advertising 


The manufacturers of Wonseam Shoes do not 
feel their responsibility ceases when shoes are 
sold to either dealer or consumer. They are 
firmly bound to a policy of assisting the dealer 
in his sales, and of protecting the consumer 
should such a step ever become necessary. 


Strong, virile, Wonseam advertising campaigns 
have been inaugurated in the most widely cir- 
culated periodicals in the country. Watch for 
these Wonseam advertisements, estimated to 
reach slightly less than twenty-four million 
readers. . 


Write to us now so that you may be provided 
with the nearest Wonseam jobber’s name. 


W. H. GRIFFIN COMPANY 





Manchester 


‘ana Tongue 


PATENTED 





New Hampshire 
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UBUCK 


REG. U.S. PAT. OFF. 


ACH succeeding season adds to the accumula- 
tion of customer-good-will that is the rightful 
heritage of dealers who specialize in quality mer- 


chandise as expressed in shoes made with Nubuck. 


There is no question about the supremacy of 


Nubuck. It is the ultra in suede side leathers. 


LOOK FOR THE NAME 


Nubuck was originated and is tanned 


exclusively by 


-A.C.LAWRENCE | 
LEATHER. CO}! 


161 SOUTH STREET, BOSTON, MASS. 


NEW YoRK ' CHICAGO 
ST. LOUIS * CINCINNATI 
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LEATHER CLOTH 


The Leading Leather Substitute 


The Leading Leather Substitute for 
Shoe Manufacturers 


It has always been our policy to put quality into Meritas 
Leather Cloth and to keep up this quality rather than to see 
how cheap we could make materials that would just “get by.” 
Many shoe manufacturers are meeting new conditions by 
using Meritas Leather Cloth wherever practicable and using 
various other Meritas specialties that have beén created to 
meet the needs of the industry. 

Meritas Leather Cloth is the American standard leather cloth 
known and used by many manufacturers who are not looking 
for the cheapest leather substitute on the market, but the best. 
We shall be glad to consult with any boot, shoe or slipper 
manufacturer who is interested in meeting rising costs with- 
out sacrificing the quality of his products. 


Samples on Request 


The Standard Textile Products Co. 


320 Broadway Dept. L New York 


FACTORIES AT 
ROCK ISLAND, ILL.; ATHENIA, N. J.; AKRON, O.; YOUNGSTOWN, O.; 
MONTROSE, N.Y. MILLS AT COLUMBUS, GA., AND MOBILE, ALA. 
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BEALS-PRATT SHOES 


In these days of high prices when men are becoming more and 
more careful in selecting their shoes, it is indeed fortunate that 


BEALS-PRATT SHOES 


are available for your customers. 


B-P Shoes are something that mean a whole lot. 
With B-P Shoes the retailer has first call on the 
shoe wants of the trade. 


TOU OO OU OU OMNOMNO 


In no other way can a store have 
better assurance of a large 
volume of profitable sales. 


OUMNH 


BEALS-PRATT SHOE MFG. CO 


Milwaukee, Wisconsin 
Watertown, Wisconsin 
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POLAR: KLOTH 


COPYRI GHT /9/ 


THE whl SHOE CLOTH PAR EXCELLENCE 


ee PUeit tii iii iliiitiaiiiiiny 


OTHING has been left 
undone to make and 


maintain POLAR-CLOTH 
the finest shoe cloth that it 
is possible to produce. 





Distinguished for its Fine 
Face and Even Weave, which 
give it an individual character 
that is reflected in the shoe. 


Thomas, Lake & Whiton, Inc. 


103 Bedford Street, 


(Corner Lincoln) 


Boston, Mass., U. S. A. 
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Decidedly THOMPSON” 


“THOMPSON'S BROGUE”’ is typical 
of the Advance Styles developed to meet 
the needs of the hour, now being shown 
in Spring and Summer 1920 sample lines 


HOMPSON BROS. IN C I 


MEN’S FINE SHOEMAKERS 


BROCKTON 


ANANANA 





nn 


ANANAAN 
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Satins of Exceptional Strength 


ASKO SATINS are like an iron hand concealed 


by a velvet glove. 
They are so soft and lustrous that their exceptional 


strength does not appear on the surface. 


It is there, however, as many of the highest grade man- 
ufacturers of shoes will testify. 


We Can Supply CASKO 
Satins NOW in Both 
BLACK and COLORS 


Insist on CASKO SHOE FABRICS in placing your orders. 
Every kind of fabric for the outside of a shoe is included in the 


CASKO line. 





All Staple Colors or to Match Any 
Leather. 


rmeees SHOE FABRICS CORPORATION 


Manufacturers and Distributors 
S. W. Corner Fourth and Arch Streets 
PHILADELPHIA, U. S. A. 











St. Louis 


New York Chicago Boston 
A. J. HAAS J. K. REYNOLDS Co. A. W. BLISS H. C. KORNDOERFER & CO. 
10 Spruce Street 221 W. Lake St. 106 Beach Street Leather Trades Building 


Rochester H. J. FRALEY Cincinnati 
GEORGE G. SMITH Pennsylvania W. A. BENNETT, JR. 
4 Church Street Representative 1015 Second National Bank Bidg. 
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Leather market conditions are 
such as to make it more than 
ever necessary for the retailer 
of shoes to make sure of the 
leather he gets in the shoes he 
orders. 






You-will be repaid by asking 
for our — 


GLAZED:-MAT: COLORED 


IRS Ht ID) 


LEATHERS OF QUALITY 
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USrrect Dodg e 
For All Occasions 


IN STOCI< 






“Baby Louis” 


This stylish tongue 






pump will be ready ; Stock No. 290 ' Patent” 3 
between October 15th ™ Baby Louis Wood Fed! re 
and November Ist. Price $6.50 si 
We are ready to take iS 
see denis aw ae WIDTHS AND SIZES §3 
— AA, 4 to 7; A,3 to 7; as 
delivery. B and C, 2 1-2 to7 S 
S 

§3 
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Prices and Deliveries Not Guaranteed 
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. Nathan D. Dodge Shoe Co. 
Newburyport, Mass. 
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Boston New York Philadelphia Chicago San Francisco 


183 Essex St. 851 Marbridge Bldg. 600 Denckla Bldg. 20 W. Jackson Bivd. 417 Pacific Bldg. 
Great Northern Bldg. 


RARE 
















Montgomery, Ala. Kansas City, Mo. Philippine Islands Os 
20 Galena Ave. 537 Ridge Bldg. 304 Roxas Bidg., Manila = 
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All goods sold F. O. B. Newburyport; terms, net 30 days. Single pairs, 25 cents a pair extra. 
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The 


Supremacy 
of . 
H. & M. Shoes 


both in Style and Quality is not acci- 
dental. 

It is due to painstaking care—un- 
limited thought and the insatiable 
desire and purpose not to permit any- 
thing to interfere with our policy of 
over twenty-eight years to produce 


Fashion Footwear 


for the women of America— 





Salesmen will be on the road shortly with 
our Spring line—your inspection is 
invited. 


SelmingSCH en ve 


Attistic Makers 
| SHOE | 
Cincinnati 


“WELTS AND TURNS EXCLUSIVELY 





The shoe shown in the lower right hand 
corner is 


Our Venus Lace 


made of select Black Kid, 214 inch:heel, 
4 inch vamp with our ultra imitation 
diamond tip. 











are stylish-very stylish 
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ummer me, 





Style 321 
Last 113 


ANOTHER MODEL ON THE NEW 
113 LAST SHOWING THE MEDIUM 
LONG VAMP AND THE 13-8 HEEL. 
THIS OXFORD IS MADE OF BLACK 
KID AND IS A WELT. 


WAIT FOR THE JOHNSON BROS’ SALES. 
MEN—THEY HAVE THE SAME STERLING 
VALUES IN STYLISH, CONSERVATIVE 
FOOTWEAR THAT HAS EVER CHARAC- 
TERIZED JOHNSON BROS’ SHOES. 
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by) (astle Havana Brown lashion Plate 


NEw Castle Leather Company Havana Brown Kid 
Pump, Turn Sole, Narrow Toe, Wood Louis Covered 
Heel. 


Made and Fxhibited by 


LAIRD, SCHOBER & CO. 


Judge It by lts LI[sers” 
New Castle Leather Company 
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| NEW YORK 
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i} Boston Montreal,Can. Chicago 4 
| N and the Principal Leather and Shoe Centres Lverywheore ‘A|| 
lb Factory, Wilmington,Del. rll 
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Harney Shoe Company 


fou Get” 


ARAL AAT) 


(in Reply Refer Te 


1919 , 


“Above the Average’”’ 


‘Two Interesting Letters, and a Notable Indorsement 
of the Harney Trade Acceptance Plan 


° CABLE ADDRESS aed i 
Aj 
Chi <2) , 


p3. 




















LYNN, MAS, Us & Sogust 18, 


4 atlas National Bens. 
Boston, MOS" ,+ tention Mrs SOEs 
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Hhoston, Mass. 


August 19th, 1919 


Bear ae Sas 
My dear Mr. Tobey:- 

I was very much interested, indeed, in your favor 
of August 18th and the report of your year's experience 
with Trade Acceptances This would appear to me to be 
quite a testimonial in favor of the system. 

I understand that others have nac similar exper- 
iences, but I doubt if many have come as close to the per- 
fect score as you have. Incidentally, this is probably 
due to the fact that your customers were above the average. 


With best wishes, 


Very truly yours, 


fry. 


2B0/P 





the Shoes You Get i 
J. HARNEY SHOE CoO. 


Factory: Lynn, Massachusetts 


Boston In-Stock Department 


78 Lincoln Street 
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Vaugh an's 


Ivory SOLE LEATHER 


20 












Ideal for smart summer wear 
-- dress, street and sport 


White clear through --its 

edge is its own and -~- - 
costs no more than other good 
sole leather. 


GEORGE C. VAUGHAN 


Tanneries at PEABODY, MASS. 




















GH 
Za Men's Smart Brogue of. - 
= ae "GM Z7&£ Yi; White Buck with Russia 
J- Fr Zp Calf Trimmings featur— 
2 ing Vaughan’s Ivory Sole 
and Heel. . 
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Walk-broft” 


SMARTNESS! 








Do you fully appreciate the value. of 
smart shoes? 





In the development of Walk-Croft eal 
lasts and patterns you will find more eee 
than perfect fitting qualities and 
refinement. A keen appreciation of 
the paramount necessity for dash 
and smart lines demanded by the 
American woman of today is at once 
recognized. 





A window display of:these smart lines 

will attract to your store the type of 

new customers with whom price is 
-“not the first.consideration. 


Let us prove it. A post card will bring 
you a sample. 


neon BANCROFT WALKER COMPANY “exec: 


"BOSTON, MASS. RICE BUILDING 
MAKERS OF SMART SHOES FOR WOMEN 3 


BOSTON, MASS. 
“Walk-Croft” Prices and styles are especially interesting to large dealers and department store buyers. Sold unbranded if desired. 
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Present conditions make it im- 
perative that you give your 
customers whole hearted co- 
operation toward economical 
footwear. Julia Marlowe shoes 
will help you to do this and your customers 
will welcome the opportunity which Julia 
Marlowe shoes gives them to buy footwear 
at the lowest prices possi- 
ble under present condi- 
tions, and still have a 
recognized standard of 
service and style. 


Style 3481 


Welt Brown Cabretta 
Lace Boot, 15/8 Heel, Imi- 
tation Tip. 


Style 1521 
McKay Black Kid Lace 
Boot, 18/8 Wood Covered 
Heel. 





Style 4587 
Single Sole McKay, 
Brown Kid Colonial 
Pump, 17/8 Leather 
One-Half Louis Heel. 









Style 4871 Style 7571 
Single Sole McKay, Pat- Welt Brown Lace Oxford, 
ent Lace Oxford, 17/8 Tuxedo Foxing, Imitation 
Leather One-Half Louis Tip, 9/8 Mannish Heel. 


Heel. 
Write for our New Catalog No. 57 


THE RICH SHOE CO., MILWAUKEE, WIS. 
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J SHOE Pcbee. 
Ws FOR MEN FOR MEN |. 
4 
TWO Leaders from our Fall Catalog. 
No. 603 


Mahogany Cordovan 
“Brogue” Balmoral 
‘ to D Widths 


IN STOCK 
(Unbranded) 


No. 604 


Mahogany Cordovan 
“Brogue” Oxford 
A to D Widths 


IN STOCK 
(Unbranded) 


M. A. PACKARD COMPANY 


BROCKTON, MASS. 
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BOSTON NEW YORK 
60 South Street 127 Duane Street 
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The E & M Shoe of Quality 


Newest Parisienne Style Now 
Worn on 5th Avenue, New York 





Absolutely New 


URN Eclipse Tie, A. C. Lawrence 

Brown Suede Color 708, Full Louis 
Spanish Cuban Heel, on our 79 Pari- 
sienne Last. 


Retails at $12.00 


EMERY & MARSHALL CO. 


HAVERHILL, MASS. 


CHARLES L. MARKS J. B. LAUGHLIN WARREN H. TUCKER LARRIE H. SASS 
Eastern City Trade and Throughout the Middle West In New England On the Pacific Coast 
+ ag ae | Territory with Office at 183 Essex St., Boston 

ew Yor! 


1008 Marbridge Building 
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In Demand 
Today— 


=== 


Our style 1109 
Cincinnati made 

tan calf walking boot 
Goodyear welt. 





& 


IN STOCK 


AAA AA A B C 
S 4to8 3% to8 3 to 8 2%to8 - 2%to8 


Price, $9.00 


The opportunity of submitting samples at our expense 
will be appreciated. 
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Whitest While 
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EXCLUSIVE PATTERNS 
of IMITATION STEEL BEADED ORNAMENTS 


SHOWN IN EXACT SIZE 
SAMPLES AND PRICES ON APPLICATION 


D. T. DUDLEY & COMPA 


B&H Look for other new styles in later issues. 66 Washington St., Haverhill, Mass. 


27 














Sept. 20, 1919 


28 BOOT AND SHOE RECORDER 





és SP a? hie t “one 


The world’s bachiamenn 


National Cash Registers are the 
result of 35 years of study and in- 
vention. 


Modern National Cash Registers 
are recognized throughout the world 
as labar-saving machines. 





They are used wherever money is, 
handled and accounts kept—in every 
line of business, in all parts of the 
world. 


To make them requires 7,100 peo- 
ple, 21 buildings, 40 acres of floor 
space, and 2,475 patents covering 
35,000 claims. 


Considering workmanship, materials, and what it does, the National 
Cash Register is the lowest priced piece of machinery in the world 


The National Cash Register Company 
Dayton, Ohio 


Offices in all the principal cities of the world 




















































NOTE: 
Shoes shown here 
and on the two 
followingY pages (with 
the few exceptions as 
noted) are ready to 
ship now. 


194 yg pat PUMP 
Turn 2% inch full Louis 
Covered Heel, 89 Last. AA-4 

to 8, A-336 to 8, rr; to 8, C-2 
to 8, D-2% to8............ $6.35 


No. 199 B—ALL GLAZED KID, 
9 inch Lace, Welt (4 inch vamp), 
2% inch Leather Louis Heel, 
hat AOS CD 236 108.99 & 
= to 5 » 
Ready to Ship October Twentieth 
















’ No. 

Side Calf, 8 —_ 
4B h Mitery 
to 7, A-3% to 6B 
to 8 










No. 197 B—ALL REGENT 
KID, 8% inch Lace, Imita- 
tion ‘Turn, 2% inch Leather 
pe Heel, 89 Last. AA-4 

7%, A-3% to 8, B-3 to 8, 
C_-2h4 to 8, D-2 to 8.. .$6.90 










. 204 BEAVER 


AA-4 to 8, A-3% to 8, 7 
to 8, C-2% to 8, 1314 to8 ; 
$8.75 
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"“HOLTERSHOES’ 


30 


READY TO SHIP NOW 


THEY FIT 


and they not only sell readily, but they 
build business for you— 


Whenever you sell a pair of 


“HOLTERSHOES”’ 


you are making a permanent customer— 
GET OUR NEW CATALOG OF 
IN STOCK 













SHOES 





SHOE oN MODEL ® % 
No —ALL 
GLAZED. KID, 9 inch Lace, Turn 
(4 inch vam smu). 274 2%) inch te — 
Covered Heel, 7 Last. AAA-5 
to8, AA-4 to 8, A 3h¢ to 8, B, ro D- 
—= _ RE I $10. 35 








B—GLAZED RE- No. 7 B—GLAZED ROYAL 





136 
a No. 8 B—GLAZED ROYAL CEN 
No. 142 B—GLAZED RE- KID, 8 inch Lace, English Top, Te ae pel kia nD. i 14"inch Miivary Heel 
GENT KID Vamp, Dull Kid Welt? 11% inch Military eel, “Sofshu,” 144 inch Common D E-3%6 to $5. 
Top, 7,, inch Flexible Welt 35 Last. B-314 to 7%, C, Sense Heel, 33 Last. A-Sto8, 9 = . 
Sofshu” Tip, 144 inch Com-§ 3 t0 74%... .. 6.00 eee $6.25 B-5 to 9, C, D, E-4 to 9. $6.40 
Add 40c for sizes 8% and 9 


mon Sense Heel, 20 Last. B-4 
to 8, C, D, E-3% to 9... $6.40 
Add 40c for sizes 844 and 9 


UES Tho HOLTERS COMPANY == 




























| el 
No. 196 B—ALL REGENT 


No. I6o BALL GLAZED "~ No. 196 BALL REGE 
ED. 84 inch Lace, 14 inch = No, 1 B—MAHOGANY. Side, 


No. 143 B—ALL GLAZED 
KID, 8 inch Welt, Imitation 


‘s KID, 8 inch Welt, 134 inch 


Cuban Heel, 31 Last. AA-4% Straight Tip, 1% —. Cuban itary Heel, Imitation 
to 9, A-4 to 9, B, C, D-3 to 9, Heel, 96 Last. AA-4 to 8, traight Tip, 92 Last, Welt. Calf, Brown Cloth Top, 8 
$8.10 A346 to 8, BC, D-3 to 9, AA-4 to 8, A-3 to 8, B-2% Lace, En, ish Welt, 144 inch 
Add 40c for sizes 834 and 9 $8.10 to 8, C-214 to 8, D-2%4 to 8 goog eel, 35 Last. oy 
Add 40c for sizes 814 and 9 $7.25 to 74, C ,D-8 to 74... .$4.85 





Be: 195 B—ALL GLAZED 





No. 4 B—GLAZED ROYAL No. 205 B—PATENT VAMP 
RID, 854 iach Turn, 2i¢ inch KID ‘Lace, 8 inch Imitation DULL KID, Top 814 inch KID, 834 inch “Lace, Welt, 
Lie taectei vine fer eit Up Ene ve hg tes hk at eB 
aa wi to eel, st. to 8, uis Heel, ast. - Last. - to 
99 Lest. AA-4 to 8, A-3/4 to  eeee.....> 0000 $6.16 AA-4 to 8, A334 to 8, A-4 to 9, B-3 to 9, C-3 to : 
Bais to 8, e —-2% to 8, ny | eer ery $8.46 


a C-2% to 8, D-2% 
$8.50 


No. 178 B—BROWN Castle 

Kid, 8 inch Welt, Imitation 

, 168 B—DARK BROWN No. 200 B—DARK BROWN ; i Hi Straight, Tip, 1% inch Cuban 
ordo Calf, 8 —_ Welt, Imi- KID, > inn Lace, Welt ye = i Su i Heel, Last. AA-4 to 8, 
inch Leather i Leather A°S%6 to 8B, C. D-3 to 8 





% i 
Millar Heel, A re »,? 1 AAA-— to — . B4% to . 
% to 8, a4 to 8, a AA-4 to 8, A-3}4 to 8, B, C, to 8, D-3 to 9, E-3% to 9.88.10 
to 8, C, D-3 to paw en 25 | 6S eee Add 40c for sizes 844 and 9 
Ready to Ship October 


Twent eth 


eepeess CINCINNAT! GSO OHIO 
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Sere but are the only shoes acceptable to the Union: 
WORKERS UNION’ = man and his family. | 








neem 
: y 
: a FOR ALL 
" WORKERS UNION THE 
ae PEOPLE 
ALL THE 
ty TIME YY 


Union Stamp shoes alone are acegptable to all 
the people all the time. 


They not only appeal to the average customer 





union YsraM Do not fail, Mr. Retailer, to stock Union Stamp 


A 











footwear for 1920 and meet the demand that is 
knocking daily at your door. 








Boot and Shoe 


Workers’ Union 


Affiliated with the 
American Federation cf Labor 


246 Summer Street, - - Boston, Mass. 


COLLIS LOVELY - General President 
CHAS. L. BAINE - General Sec’y-Treasurer 
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WORKERS UNION 
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VAMP MOULDING 
MACHINE 


HE “Truform”’  accu- 

rately and speedily 
moulds blucher vamps in 
the throat to-fit your 
lasts perfectly and _ with- 
out altering the shape 
of the vamp! Can be operated by inexperienced help. 


Cut down your factory damaged shoes! 


The “Truform” not only insures straight 
throats but eliminates all strain on blucher lugs, 
thus preventing broken throats! It stretches 
and moulds in one and thesame operation---before 
the vamp is stitched into the upper. 


You save 10% in vamp leather! . 


You save 10 per cent in vamp leather, as the 
“Truform”’ enables you to use a smaller vamp 
pattern! You don’t have to take our word for 
-1t because we’ll have users prove every statement! 


Manufactured By 


CONAWAY-WADSWORTH PATTERN CO., Inc. 
- MILWAUKEE, -- WISCONSIN 
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| J = mong Kell 
Shoes 





s uperiorit cc 


John Kelly: Inc., Rochester 


lew York City: Room IOS Graham Bldg~, 
week and Duane Sts: Mr John C. Halliwell. 





“W<Ca 


Orstinction and 


xclus iveness mark 


_ or 


for Spring, Vuneteen 
fundred twenty 7 
with the seal or? 


ree: 
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MU es 





BABY LOUIS 


—_— 
Y, y, 





THE VAL DUTTENHOFER SONS CO. 
CINCINNATI, OHIO 


i MMMM | 


AINA 





HATHA 





36 





BOOT AND SHOE RECORDER Sept. 20, 1919 











F RICE & HUTCHINS 






7] Rice ana 
Hutchins 














Three Impressive Facts 


The shoe, the trademark and the'X-ray feet constitute 
the three strongest points in shoe advertising today— 
the public know them, believe in them and endorse 


them. 


The value of this to the retailer cannot be overesti- 
mated, it is so far reaching. 


Educator Shoes are “in stock” in great variety for 
men, women, boys, misses, children and infants at 
each of our distributing houses. 


Rice & Hutchins Distributing Houses 


The Rice & Hutchins New York Company The Rice & Hutchins Baltimore Company 
The Rice & Hutchins Atlanta Company The Rice & Hutchins Chicago Company 
The Rice & Hutchins Cleveland Company The Rice & Hutchins Cincinnati Company 
The Rice & Hutchins St. Louis Shoe Co. The Atlas Shoe Company Boston, Mass. 


Joseph I. Meany & Co., Philadelphia, Pa 


Rice & Hutchins, Inc., 
10 High St., Boston, U.S. A. 

















